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BEAVER PIPE [@DLs 


INCORPORATED 
GENERAL OFPFICE ANDO FACTORY 
216-300 DANA AVENUE 
WARREN, OH!IO+ U.S.A. 


“ast 


Since -. wl 1900 


When Packard Wlotors moved out . 
Beaver Pipe “Jools moved tn 


Fifty years ago the first Packard automobile was built in Warren, Ohio, 
by the Packard Brothers of Warren. Before the year ended, Packard received 
an attractive offer to move its plant to Detroit. When Packard moved 
out ... Beaver Pipe Tools moved in the Packard 
Plant. That was our start. 
Today Beaver Pipe Tools are in use in every 
VEL part of the world. Like Packard motor cars, they have 
a built up a 50-year record of highest quality ... with 
ready ‘consumer acceptance” everywhere. 
Distributors who stock and sell Beaver Pipe Tools greatly appreciate the fact that they 
do not compete with cut-rate stores, second hand stores, holes-in-the-wall, etc. We 
/ insist upon strict resale price maintenance . .. we believe in restricted 
aft distribution . . . our representatives give active personal co- 
gow a yt operation to make the Beaver Line profitable to our “RD ? 


“i 


AAS, v©/ distributors . . . Beaver offers a complete line of 43 
tools for cutting and threading pipe from % to 12 inches. Every single ‘\——™* J 
item is a quality product backed by 50 years of friendly service. - 
You can afford to go out and sell Beaver Pipe Tools — knowing 

that some cut-price artist will not step in and take the 


business away from you. 


Yours sincerely, 


Beaver Pipe Tools, Inc. 


W. A. Phillis, President 
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Editorial 


Triple Industrial Supply Convention 
—A complete picture and text report on the Atlantic City meeting 


Officers Elected for 1950-51 
National Association Meeting 
Party Pictures 
“What We Expect From Each Other” 
At The Dance 
Southern Association Meeting 
American Association Meeting 
Luncheon for Ladies 
In INDUSTRIAL DISTRIBUTION’S Parlor 
Joint Meetings 
Picture Pages 
Do You Plug Your Catalog? —y increa: il & s ‘reate use-preference.... 





Is Aptitude Testing Beneficial ? —Tampa distributor tried it for three years, reports excellent results . . 


Wary Rea Tee Se GI svg hik's odin ob rh va ee ce edn e een aedeues 
—Product exhibits will stimulate interest and point out advantages 

Want More Confidence? Sales? Keep Notes 
—The “little black book” serves as an ally for break-in sales 


Distributor Meets Manufacturer —Panel discusses new lines—an issue important to both groups... . 


DEPARTM EN T S 
Washington Briefs 7 Production Indexes 94 News 
Talk of the Trade Selling Is My Business 96 Questions & Answers 
Supply Sales Trends 90 Door Openers to Sales New Products 





COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


“It’s An Ill Wind”. . stops and really blow your own horn? You can 
“Cost cutting campaigns” usually are bad news Ag vill — events and vay hg got a story for 
all around but for the industrial supply salesman they he cat will tell you just how to do it—it’s tried 
can be the ill wind that bloweth someone good. We and proven. 
have a salesman who specializes in cutting costs for 
customers. And does it pay off? It sure does. You “Made To Order 


4 -ad all about his formula next month. ; 
ee ee ee . Custom made or built products usually carry high 


srice tags but when it comes to sales meetings your 
“Happy Birthday To Me” . doesn’t necessarily have to be out of _ just 
. When some such momentous occasion as your because you have a meeting “made to order.” Wanna 
business’s 50th anniversary rolls around, do you keep know how to do it? The answer will be in the July 

it a well-guarded secret or do you pull out all the LD. 





Button Head Socket Cap Screws — newest addition to the family 
of sales-making Holo-Krome Socket Screw Products — offer 
new sales opportunities for progressive Holo-Krome 
Distributors. Build new sales volume; new customers with these 
exclusive H-K features; Thin Heads for clean lines, lower 
protuberance — Non-Deforming Sockets hold accurate shape, 
eliminate replacements, sharp burred heads — Complete Cold 
Forging for increased strength and life — Guaranteed Unfailing 
Performance backed by test and research in Holo-Krome’s 

own laboratories. 


Holo-Krome’s new Button Head For extra Sales, Profits, Volume . . . see the new 


mailing piece is tailor-made for H-K Button Heads! 
your needs. Write for details 
about this promotion today! 


HOLO-KROME 
Conplatly Coll Forged Sechel Stew Prodect 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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LINK-BELT makes all these... and more too... 





__.. PREFERRED because they give the best performance! 
LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphio 4 Atlanta, Housto 


n 
s Angeles 33, Seattle 4, Toronto 8 
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The Cover 


*That’s the ticket” —this expression 
signifies something has been accom- 
plished that fulfills its objective to 
the nth degree. We hope that our 
convention coverage will bring back 
happy memories to those who at- 
tended and will make the absentees 
determined to be améng those pres- 
ent next year. And just for good 


measure, we've included five stories 


packed with sales information of 
interest to all distributors. 
That Bring You Repeat Orders Publisher 


A. M. Morris 





Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
News Editor John F. Farley 
Assistant Editor Albert R. Henry, Jr. 
Layout Editor Leugel Foss 
Western Editor Walter R. Dawson 
(Chicago) 


ease 


» Directory Editor C. H. Holdsworth 
RTAN : 13th Edition 


Washington Bureau 
George B. Bryant, Jr. 


Editor, World News Russel! F. Anderson 


. 48 District Managers: E. N. Grantvedt, Chi- 

——_ eago; E. J. McOsker, Cleveland; H. E. 
, . 1. . 2 Thayer, New York and Boston; John P. 
Furnished in Die Cutting, Skip Tooth, Flex- Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; Carl W. 


ible Metal and Spring Temper Metal Cut- Dysinger, Los Angeles; J. H. Allen, Dal- 
ting and Wood Cutting Styles. las. Business Manager, W. A. West. 


The SPARTAN Package 





Shown here is our new 
ry double-strength package for A McGRAW-HILL PUBLICATION 
ll | a , Spar-Kut Flexible Band Saw INDUSTRIAL DISTRIBUTION, formerly MILL suPPLiEs, with 


which is consolidated INDUSTRIAL SELLING, INDUSTRIAL 

i DISTRIBUTOR AND SALESMAN, and MILL SUPPLY SALESMAN, 
Coil. Dealers and — have founded by Ernest H. Smith * Published monthly, 
with an additional directory number in December, 


¥ , we} found this new reinforced by McGraw-Hill Publishing Company, Inc., James 
. : <}: H. McGraw (1860-1948), Founder * Publication 
package greatly facilitates Office 99-129 North Broadway, Albany 1, N. Y. * 

Editorial and Executive Offices, 330 West 42nd St., 


i i N York 18 ©* Curtis W. McGraw, President; 
the handling of the coil. Willard ‘Chevalier, Executive Vice-President ; Joseph 


A. Gerardi, Secretary and Treasurer; Paul Mont- 
gomery, Senior Vice-President, Publication Division; 
l TT Nelson Bond, Vice-President and Director of Adver- 
HUST TATU re coos eae a 
aEE rector of Circulation; * Address correspondence 
regarding subscriptions to J. E. Blackburn, Jr., Di- 
rector of Circulation, INDUSTRIAL DISTRIBUTION, 99-129 


Spar-Kut Flexible Band Saw Coil is available in sizes N. Broadway, Albany 1, N. Y., or 330 West 42nd 


St.. New York 18. Subscription rates — Single copy 


one-half inch and under in 100-foot lengths for contour 50¢. U. S. and possessions, $3.00 per mod gg Fe 
anada, $5 


two years, $5.00 for three years. 


and die cutting. per year, $8.00 for two years, $10.00 for three years 


Pan American countries, $6.00 per year, $12.00 for 
three years All other countries, $15.00 per year, 


; ; $30.00 for three years * Reentered as second-class 
Sold Only Through Distributors matter April 29, 1948 at Post Office, Albany, N , = 
U.S.A., under the Act of March 3, 1879 © Printed in 


SPA RTAN SAW WORKS SPRINGFI ELD, MASS. a . a = ty MeGene- Publishing 
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“Have a tough gasket or packing 


FREE! THE NEOPRENE NOTEBOOK — In- 


teresting stories ...new, unusual 
applications and products of neoprene. 
Write E. I. du Pont de Nemours & Co. 
Inc.), Rubber Chemicals Division C-6, 
Wilmington 98, Delaware. 


une in Du Pont “Cavalcade of America” Tuesday nights—NBC coast to coast 


NEOPRENE 


The rubber made by Du Pont since 1932 
mt NOs 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING . THROUGH CHEMISTRY 


problem? Your answer's right here!” 


“Just tell me what you’re up against, and I’ll bet I have 
the answer right here . . . in neoprene sheet, gaskets or 
packings. For neoprene’s resilience assures an efficient 

seal against either rough or smooth surfaces. It resists 
deterioration from heat, oil, grease, steam and most chemicals. 


And neoprene’s low compression set assures a permanent seal.” 


Convincing sales talk? It’s just one of many, many cases 
where gaskets, packing and other resilient products made of 
neoprene serve better in severe service. And you have plenty 
of selling points when you point out how neoprene’s 
outstanding properties pay off in lower maintenance costs 
and longer life. While Du Pont does not make finished 
neoprene products, the manufacturer you represent uses 

it in his quality lines. Ask him to tell you about the sales 
advantages of the neoprene products you are selling. 

E. I. du Pont de Nemours & Co. (Inc.), Rubber 

Chemicals Division, Wilmington 98, Delaware. 








FIRST 
IN 
POWER 
TRANSMISSION 
MACHINERY 











(Advertisement) 


DODGE NEWS 





x“ 
FOR DODGE 
TRANSMISSIONEERS 














DODGE MANUFACTURING CORPORATION, 500 UNION STREET, MISHAWAKA, INDIANA 





02 NEW TRANSMISSIONEERS 
RAISE TOTAL “ACTIVES” TO 600 


Ags the 1950 Spring Term of the Dodge 
Sehool of Transmissioneering 
close May Sth, the 
Pransmissioneers reached the 


drew to a 
wtive Dodge 
600 mark 


list ot 


Since the inception of this School in 1944, 


Phe 


classes have ilwavs been pack 
Spring 1950 Term was no exception 
of 52 sales engineers from all sections o 
and 
Ma 5 
the DAS 


t the 


successfully passed the rst 
April 21, 28 
the ranks ! 


tive throug 


country 
wer: 
resp’ 
graduates 
nation 


Enrollments f 


graduated and 


tively, joining 


ilready se 


the School are now being received. 

Only sales representatives of Dodge Dis- 
tributors are eligible for the course, which is 
aimed at supplementing the representatives’ 
regular industrial experience with latest and 
best answers to problems of more efficient 
mechanical transmission of power. 
consists of a week's intensive 
work in and laboratory at the 
Dodge plant in Mishawaka, Indiana. Each 
graduate receives & diploma and a lapel pin 
These 
of successful ratings in specialized subjects 
theory, 
operation of 
machinery 


The course 


classroom 


insignia are awarded in recognition 
embracing technical 
mechanical 

manufac- 


application and 

transmission 

tured by Dodge. 
With the 


[ransmissioneer 


powe T 


growth of the 
with Dodge’s 
the Transmis- 


sioneer idea, this group has become one of 


nation-wide 
group and 
widespread promotion of 
factors in the 
The men re- 


the country’s most powerful 
f industrial equipment 
production — are 


sales ¢ 


for America’s 


sponsible 


learning to look upon the Transmissioneer 


is a val iable source of information and he Ip | 


in the selection of new and better power 


TPA DISTHISSLON DAC hine ry. 





NEW TORQUE-ARM SPEED 
REDUCER WINS ACCLAIM 


the first published 
this new Dodge product 


days 


Within 


announcements on 


60 alter 
requests [or detailed information had been 


received from every industrial center in the 
United 


installations had been 


States; an exceptional number of 


made; and enthusi- 
astic endorsements 


poured in from pur- 


chasers! Pypir al com 
saved us 


floor 


ments if 
32% 
mounted installation 
“that 
back stop 
**the 


mighty 


over a 
new sealed-in 
sold Tht 

turnbuckle is a 
handy velt 
tightener never saw 
much 


performance 


in such a little pa 


ive betore if 1s 
smooth and quiet, and it’s got 
lake it from the people who are t 
PORQUE-ARM SPEED REDU 
And it’s a 
with fast turnover. Six 
25 hop Any 


Driven through stock 


living 
the 


is a winner! t distributor's 


period 


with 


SIZ0S 


item 


‘ tpacities up to output speed 


from 13 to 133 r.p.im 


TAPER-LOCK — A PATENTED 
DODGE EXCLUSIVE 


The TAPER-LOCK 
SHEAVE is 
i Dodge product. It 
by 


strictly 


was originated 

Dodge and is covered 

by U.S. patent num- 

ber 2,402,743. It is the 

only sheave that fast- 

the shaft without 

or flanges or other protruding parts 
Vhe 


achieved 


ens to the ise of collars 
equivalent of a shrunk-on fit is 
PAPER-LOCK by 
Line it up; tighten 
sighting; that’s all.”’ Conversely, “the turn 
breaks the tight grip positively, 


with simply 


turning screws 
of a serew 
easily. No 
ruined shafting 

PAPER-LO¢ 
taper b ished sheave; it me ANS A Very spt cial 
kind | Dodge 


made only by 
or Dodge licensees. 


sweat, no broken sheave. no 


IX does not mean merely a 


highly popular 





heering neces- 


V-Belt drives. No special eng 
sary Selection is simple through easy-to-use 
selection tables. And—it'’s a DODGE quality 


product, backed by Dodge! 
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construction, 


INQUIRIES INCREASE — 
DISTRIBUTORS BENEFIT 


Thousands of specific inquiries on Dodge 
products have been sent to Dodge Distrib- 
utors during 1950 as the result of coordi- 
nated Dodge promotion. 

Spear-headed by authentic news releases 
and supported by the 
advertising pages in industrial publications 


extensive use of 
each Dodge campaign promotes response 
from the buying men of industry. Dodg: 
distributor salesmen get the gravy. 

On the local level, Dodge Distributors tie 
in with the national promotion through the 
use of powerful direct mail pieces furnished 
by Dodge. 60,000 four-page 
pieces, featuring the local distributor and 


Currently 
covering the Torque-Arm Speed Reducer 
are in use. These pieces are sent out over 


the distributor's signature and make a direct 
bid for local response 


WHAT YOUR CUSTOMERS 
ARE READING 


things vour customers 
Dodge pro- 


Here 


ire reading about these 


are two more 
days 


ducts currently advertised in our big list of 
industrial magazines 


America’s champion power saver—the fa- 
DODGE-TIMKEN BEARING. 


Qualityv-proved by use in- 


mous 
on millions of 


dustry’s toughest jobs 


while | 


The big, 
| clutches 


modern improvement in friction 
the DODGE ROLLING GRIP 
CLUTCH (U.S. patent number 2,397,414). 
No Extreme flexibility, 

| performance, compact and rugged! 


positive 


toggles 





“,..very helpful to 
all of our Company...” 


“T also want to take this occasion 
to tell you that your publication 
‘Industrial Distribution’ has not 
only proved interesting but also 
very helpful to all of our company 
who are receiving it and we try to 
see that everyone that wants it 
does receive it. All of us read it 
from management down to the 
Order Chasers and look forward to 
receiving it every month.” 
Very truly yours, 


John West, Vice President 


Lewis Supply Company 
Memphis, Tennessee 


INDUSTRIAL DISTRIBUTION’S 
editorial and advertising pages 
contain items of interest 

to everyone in your 
organization... 

items that result in a better 
knowledge of the supply 
industry. And that knowledge 
is reflected in better service, 


more sales, bigger profits! 


From cover to cover, INDUSTRIAL DIS- 
TRIBUTION is your magazine. Do you 
cash in on the many values it offers 


you in your daily work? 


Industrial Distribution 


WASHINGTON BRIEFS 





McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


Business in general this year will equal 1949, according to a poll 
of manufacturing, utility, distribution, and transport industry execu- 
tives taken by the Department of Commerce and the Securities and 
Exchange Commission. 

Some industries figure their sales will slip a few notches this 
year, others think they’ll go slightly over 1949--but, overall, these 
about balance off. 

Manufacturers expect sales to be 2 percent ahead of last year. 
The exceptions: makers of producers goods, who figure a decline in 
sales based on the anticipated slide in spending forcapital equipment. 

Utilities look forward to sales 6 percent greater than last year, 
a continuation of the trend since the end of the war. 

Distribution executives, both wholesale and retail, figure their 
trade will drop about 2 percent. 

Bus, airline and ship executives think their revenue will be 
down about 3 percent. (Railroads weren’t polled.) 


SPLIT-UP U.S. STEEL? 

Ever since the formation of U. S. Steel Corp., government trust- 
busters have been working on ways to split up the company. But they 
haven’t been able to swing it. 

A fresh attempt is underway with the help of Congressman 
Emanuel Cellar’s monopoly investigating committee. The committee 
held a three-week hearing on U. S. Steel--and laid down a line of 
questioning designed to prove that U. S, Steel was too big for either 
its own good or the country’s good--in ore holdings, transportation, 
production, fabrication, research, sales, and pricing. 

The object of the hearing: to come up with an amendment to the 
antitrust laws that would bring Supreme Court approval next time a 
U. S. Steel case comes up. 

Back in 1948, the Court ruled (5-to-4) that U. S. Steel wasn’t so 
big that it should be prevented from getting bigger by the acquisition 
of Consolidated Steel Corp., West Coast steel fabricator. 

Record of U. S, Steel’s ‘‘bigness’’ in the steel industry makes 
it tough for the antitrusters. When U. S. Steel was organized, it had 
about 2/3 of the country’s steel capacity --now, it has only one-third. 


DEMAND FOR GOODS SOLID 

Consumers still have plenty of money to spend, and will spend 
it this year buying houses, hard goods, and appliances. 

That’s the conclusion of the Federal Reserve Board’s latest 
consumer survey~one of the most relied-upon business indicators. 
The FRB states that consumers intend to buy as many houses and 
major appliances this year as they did last--and maybe even more. 

Here’s how the study breaks down: 

Housing -- more than 1-million consumers have definite plans to 
buy new homes this year. Demand for $10,000 and-higher houses will 
be up to last year’s demand sales; demand for homes costing less 
than $10,000 will be stronger than last year. 


(Continued on page 10) 
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eo) more ways 


Delta’s Duality 


Make the most of your 


Lubricated-for-life Ball Bearings 


DOUBLE SEAL 


Delta quality combines 
with Delta price — for a 
good buy that’s easy to sell! 


BEARING BEARING 
AT REST PRELOADED 


=r}, gas, 
sy . $ ~ 
he 5 ake 
AF ka pu Mis 


sorce ect 


4) Have a Good Display of Machines 


You can’t cash in on machines hidden in crates. 
Put Delta machines out on your sales-floor. There, 
your store customers can see that you’ve got them. 
And your sales force is continually reminded that 
you have a complete line to sell. 


Back up your display with additional machines 
in stock — then your floor display is always com- 
plete, always selling. 


Tie In Your Accessories 


You can add 30% to 40% to your power-tool 
sales, by displaying accessories where the customer 
can see them. When you tie in accessories with 
machines, you sell more of each, Delta display 
cabinets and panels profitably merchandise Delta 
accessories this way. 


Hold Salesmen’s Clinics 


Do you have a man who loves to sell power tools? 
Make him your Delta expert. One specialist with 
experience, know-how, and enthusiasm can do a lot 
to make more sales and extra profits. 


Sales clinics inform you and your salesmen about 
the markets in your territory and about the ma- 
chines, their quality features, and how they save 
your customers time and money. 


Precision-bored Bearing Seats 








and conyalele hee! 


profitable Delta’ power-tool line! 


@ Demonstrate to Prospects 


A live demonstration is the best. Make it conven- 
ient for your salesman to plug-in any machine and 
demonstrate it without fuss or delay. 


Several times a year, put on a “full dress’’ dem- 
onstration for your customers. The Delta District 
Sales Manager will be glad to help your Delta 
expert organize and conduct these demonstrations. 
Advertise the events. Invite your industrial pros- 
pects: purchasing agents, master mechanics, shop 
superintendents, tool supervisors, foremen, owners 





of small commercial shops. Invite vocational train- 
ing instructors, carpenters, and others to attend. 


Use Your Windows 


Put Delta machines in your windows. A good 
window display identifies you as “local headquar- 
ters” for the most complete power tool line avail- 
able—stops passersby and invites them inside your 
store for a closer look. 





These are five ways you can make your power-tool department 
the most profitable part of your business. They are simple, 
easy to do, cost so little — but what a difference they make 
when it comes to extra sales volume. Start now — put these 
sales-getting ideas to work for you. 


DELTA * MULTIPLEX * HOMECRAFT * CRESCENT 


Sold only through authorized industrial distributors = Ses Saas 2 
so = eaoe oa ot 


53 Machines i oo ® — 
sp dyieion WAH; { POWER TOOL DIVISION 


Over 1,300 accessories 3 Band é —— ny m oh 


Sows sdhanins Presses 
— plus S Grinders ...3 Welders ...2 Shopers...4 Radial Arm Saws .. . Mortiser “G) Roc kwe | | 


+ 2 Abrasive Finishing Machines . . . 3 Cut-Off Machines . . . Deburring Machine Manufacturing Company 
- lLothe . . . 2 Saw-Jeinter Combinations . . . 2 Planers . . . 2 Buffing Machines 
MILWAUKEE 1, WISCONSIN 











3 | WASHINGTON BRIEFS 
SCM amalelaty Arak diate MOK Se MM (Continued from page 7) 





_ m b \ Television = More = twice 

+ @sS many consumers plan to buy 

or Distri utors wy TV sets this year as bought them 
last year. 

Other appliances -- Consumers 
expect to buy about the same num- 
ber of refrigerators, stoves, and 
other appliances as they did in 
1949. Some items show better 
prospects than others; but in- 
creases about offset the declines. 

The survey showed, also, that 
consumers will have the wherewith- 
al to back up their intentions to 
buy. About 30 percent of the con- 
sumers expect their incomes this 
year to be larger than in 1949; 
whereas less than 20 percent exe 
pect their income to be lower. 


1948 CENSUS: While the tabulation 
of the 1948 census of retailing and 
wholesaling is not yet complete, 
already the experts handling the 
job are able to draw some con- 
clusions. And businessmen can 
check whether they are keeping 
pace with the industry. 

Wm. C. Truppner, chief of the 
Census of Business, reports: 

Retail sales have tripled 
since 1939. Wholesale sales are 
3% times what they were in ’39. 

The number of retail estab- 
lishments has shown little change. 


Have you seen our On the other hand, the 4.8 million 


people who worked in retailing in 
new catalog No. 60? goog grown to about 7 million 
in 3 
Truppner says that the pre- 
liminary figures reveal that busi- 
ness changes in many areas can’t 
Then let us tell you the whole Lowell be explained solely by population 
shifts. For instance, one state with 
relatively little increase in popula- 
tion shows as great an increase in 
famous wrenches so easy and fast to sales as some states with popula- 
tion gains of 40 and 50 percent. 





Do you know of our new schedule of 


list prices and liberal discounts? 


Red Ratchet Wrench story ... the new 


exclusive features that make these 


“Lowell” Reversible Ratchet Wrenches use... So easy and fast to sell. 


“Swaco” Car Wrenches and Car Movers Don’t wait for us to call on you—write SOURCES OF CAPITAL: Where 
“Warnock” Strap Wrenches and Vises does the money come from to-start 
new wholesale and retail estab- 
lishments? A new study by the 
Department of Commerce pins it 


Lowell Wrench Co. aaa ee of the capital 


WORCESTER, MASS. e (Continued on page 14) 
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today and let us rush the story to you. 





THESE V-BELT FEATURES CAN 
GET AND HOLD CUSTOMERS! 


----in Multiple Belts 
DURKEE-ATWOOD 


ISO-DYNAMIC 


MATCHING 


The power-transmitting efficiency and the durability of 
mutiple v-belt drives varies with the precision achieved 
in matching. Static balancing is not adequate. To assure 
precise matching, Durkee-Atwood balances multiple 
v-belt drives Iso-Dynamically, matching belts while run- 
ning under full load. Equal in length, equal in tension, 
Durkee-Atwood matched v-belts give you a more effi- 
cient, more durable drive. 


.++ein General Duty Belts 
DURKEE-ATWOOD 


HIGH CORD LINE 


DESIGN and CONSTRUCTION 


Durkee-Atwood engineers brought v-belt maintenance 
costs down by moving the cord line wp. The high cord 
line places the entire body of the belt under compression 
forcing the entire sidewall against the sheave reducing 
slippage. Wear is absorbed evenly by a greater area of 
the sidewall, reducing wear and prolonging belt service. 


DURKEE-ATWOOD COMPANY, Minneapolis 13, Minn. 


More opportunities for Profit! 
V-Belt quality is only one feature of the Durkee-Atwood : 1) U 4 K E E 


line that makes it attractive to industrial distributors. 


Let us tell you about the four more profit opportunities that D 
are part of our liberal sales policy. Call or write: pr | yy 


Durkee-Atwood Company, Minneapolis 13, Minn. 
Dept. A-6. 
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The Round trademark will boost your sales! 





Complete line... 
Recognized top quality... 
Strong sales support 


The ROUND trademark means more chain 

volume for YOU . . . more customers, steady = Rest Seleemen 

- 2 7 : i urns the sales spot- 
repeat business, greater customer satisfaction DEA RA EOS lightonchain. Itholds 
and higher profits. 4 reels (or their equiv- 

You profit because your customers can meet f alent in % or ¥5 reels) 

‘ , ‘ of popular small sizes 
all their chain needs from one single source — of welded cad wild 
you! ROUND makes chain of every type... == : less chains. 

Proof Coil, Brass Safety, Double Jack ...a a 
hundred other kinds from small links used in 
precision instruments to massive anchor chain. 

ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
ROUND name. 

Six large plants with warehouses in principal 
cities guarantee that your requirements will be 
filled promptly and efficiently. 

Continuous ROUND trade and national ad- 
vertising, modern packaging, a full assortment 
of selling aids—plus planned sales promotion 
—help you get more orders, faster. 











Cash in on these ROUND sales advantages: Liberty Coil—Straight Link 


(1) Complete Line (2) ROUND Quality (3) 
Sales Support. They're real profit boosters! a.2s: ._ a oe se 


Liberty Machine—Twist Link 





Lock Weave or Triumph Pattern 


SeScoereK 


Buckeye or Brown Pattern 


2 VELAND CHA IN 


Lhe Cleveland Chain & fg Co. 
Cleveland 5, Ohio 


ROUND Associate Chain Companies 


The Bridgeport Chain & Mfg. Co., Bridgeport, 

Conn. ¢ The Cleveland Chain & Mfg. Co., 

Cleveland, Ohio * Round California Chain 

Co., So. San Francisco and Los Angeles, Cal. « 

‘ F ; The Round Chain & Mfg. Co., Chicago, Ill. « 
eee ite sm tain, bene aioe 00 Seattle Chain & Mfg. Co., Seattle, Wash. + The 
Proof Coil or BBB Coil Chain (self colored or hot galva- Southern Chain & Mfg. Co., Birmingham, Ala. 
mized): 250 ft., %"; 150 ft., %"; 100 ft., %"; 75 ft., %”. ® Woodhouse Chain Works, Trenton, N. J. 
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(Continued from page 10) 
comes from the accumulated per- 
sonal savings of the founders~ of 
the business and their friends. 

In starting a wholesale busi- 
ness, capital stock is the most 
important source of capital, next to 
personal savings. Then comes bank 
loans, supplier credit and other 
sources. 


SELLING RECOMMENDED: The 
Veterans Administration recom- 
mends selling as one career where 
there are always opportunities for 
good men. 

The VA tries to counsel vets 
who are getting business training 
through GI benefits--and in a recent 
report, it compared selling with 
other distribution jobs such as 
advertising and market research. 

Market research, the VA 
thinks, is a field that’s due to 
grow--a good bet for the long pull. 
And it’s also recommended as a 
profession whose importance in- 
creases in depression times, too, 
since ‘‘marketing decisions are 
more important for companies when 
competition is keen.’’ 

Advertising, however, has 
been glamorized to the point where 
there’s a maximum competition for 
the relatively few jobs that become 
available each year, the VAreports. 

Selling as a career to study 
for, gets this kind of plug from the 
VA: 


RELEASE VALVE 
© Turn left to PULL 


LIALNS, 


vORAULI 


UE 


Hydraulic Jack 


Pull 


@ Pump operstes at any angle—and in any position 
@ Easier to set up, and require fewer attachments 


‘Push and 


a 


with the NEW Hein-Werner 


line of Hydraulic Industrial Jacks in models of 


‘‘During almost every period’ 
there are many opportunities for 
topnotch salesmen. .. . In 1949, 
though opportunities for newcomers 
decreased somewhat, there were 
many job openings for experienced 
salesmen. This situation is likely: 
to continue indefinitely.’’ 


‘‘aAID TO BUSINESS”: Congress 
looks favorably on Truman’s pro- 
posals to aid small business--but 
that doesn’t mean quick action. 
The package the President 
presented for approval included 
three main parts, all designed to 
make it easier for the small busi- 
nessmen to get easier credit and 


p 


ers of a 
1%, 3, 5, 8, 12, 20, 30, 50 and 100 tons capacity. Write us for complete details. 


A. 





of attachments...for moving, bending, pressing, 
Also 


@ Available in 4, 10 or 20-ton capacities, with a wide variety 
straightening, lifting or lowering operations 
HEIN-WERWNER CORPORATION e WAUKESHA, WISCONSIN 


@ Cannot become airbound at any angle or in any position 


@ Protected by Safety Valves. Cannot be overloaded 


(Continued on page 18) 
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Thermoid 
Does A Job 


in every field of industry 


Whatever industry you serve, Thermoid meets your customers’ 
needs... helps you increase sales to all industries. It pays to specify 
Thermoid top-quality industrial rubber products. 


~<mee~\ for customer acceptance. Here are some 
\ of the publications in which Thermoid’s con- 
sistent advertising program builds ready prod- 


uct acceptance ...new business... more profit 
for you. 


<ame~\ for the complete, top-quality line. 
net Thermoid makes top-quality conveyor belting, 
transmission belts, F.H.P.and Multiple V-Belts, 


all types of hose and sheet packing —one source 
for all your industrial rubber requirements. 


yor” \ for Factory Service and Field 

rh Cooperation. Experienced Thermoid 
Sales Engineers are available to help you 

select the correct product for your cus- 


tomers’ special applications. Thermoid’s 
prompt factory and warehouse service 


makes your selling job easier. 
«Ng 


af 2 rn Te ano Gas 
To wrap up more sales—tie up with Thermoid 


hermol 


Main Offices and Factory Com pany Western Offices and Factory 
Trenton, N. J., U.S.A. Nephi, Utah, U.S.A. 


Warehouse Stocks strategically Located for your Convenience 


®@ Los Angeles, Cal. ® Chicago, Ill. ® Boston, Mass. © Buffalo, N.Y. ©@ Houston, Texas 
@ San Francisco, Cal. © Wabash, Ind. ® Passaic, N.J. ® Tulsa, Okla. © Nephi, Utah 
@ Jacksonville, Fla. ® New Orleans, La. ® Trerton, N.J. ® Abilene, Texas ® Richmond, Va. 
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BEHR- 


SELL (NORTONY 














PUitit), Viale yom ttt) ie 


You've got ‘em all beat with this big sales advantage. It's engineering service 
at the local level — quick, easy-to-arrange —a sales tool with “teeth in it." 
These completely equipped “proving grounds for production" are staffed with 
technical experts who will help you “carry the ball” to prove to your customer 
just how much better he can do with the right method and the right BEHR- 
MANNING belt, disc or other coated abrasive product. . 

; 


Take advantage of this service. It's being profitably used by BEHR-MANNING 
distributors’ sales representatives all over. It's another “plus” factor that 
puts you ahead of the field with the BEHR-MANNING Line. 












ARE ALL OVER T 


BOSTON INDIANAPOLIS 
BUFFALO LOS ANGELES 
CHICAGO NEW YORK 

CINCINNATI PHILADELPHIA 
CLEVELAND ST. Lous : 
DETROIT _ SAN FRANCISCO 
GRAND RAPIDS SEATTLE 
HIGH POINT TROY 





Your customers will be interested in the 
whole story of BEHR-MANNING demonstro- 
tion room service. It's all in the new 
bulletins — mail the coupon today for your  BEHR-MANNING, Troy, N. Y., Dept. 1D-6. 
supply. Address Dept. ID-6. im Piease send me the 2 bulletins offered. 


e. 











NAME... 





COMPANY... 


STREET....... 
MANNING a 
TROY,N.Y. CITY... 
abrasives SHARPENING STONES Siadhsesalneachcssedbnabiesisebinctaaicedincnedsbeeibepnendibbdcsessstndgcaedvaiialp 
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EXPANDING RURAL UTILITY 
SERVICE BOOSTS DEMAND 
FOR COFFING TOOLS 


Throughout rural areas, phone and electrical services are 
being improved and expanded. Private and municipal 
companies are blanketing farming areas with grid networks 
of poles and lines. New REA loans are supplying 
utilities with cash for much needed supplies and approved 
maintenance equipment to carry out this program. 
Millions are being spent. Some of it is ear- 
marked for you if you stock... 


Coffing Safety-Pull Hoists and Utility 


Maintenance Tools 


Added Volume With Your 
Hoist Sales! 


FLAG and FLAG HOLDER 


Holder fits all poles. Main 
casting of malleable iron. 
Chain wraps around pole, 
hooks into main body of 
clamp; strong coil spring 
assures tension. 


TEMPORARY GUY CLASP 


0 


Built on vise principle, 
with vise screw enclosed. 
Powerful grip, easy to 
handle. Automatic grip 
permits necking close to 
pole. 


POWER PIKE POLE [> 


Built of two telescoping galvanized 
pipes. Power obtained from Coffing 
Load Binder or Safety-Pull Hoist. For 
straightening leaning poles. Mini- 
mum height 8 2”; maximum 11’ 7”. 


MIGHTY MIDGET PULLER 


a 


500-lb. model weighs 
only 6'¢ Ib.—1000-Ib. 
model weighs only 
9 lb. Hooks easily 
on tool belt. Handle 
is either lever or 
high-speed crank. 





COFFING TEMPORARY 
CROSS ARMS 


—Light Weight, Built for Hard Use 


Model 10-B (above) has last four hooks on each end 
on a swinging arm that may be locked open or 
closed; permits handling both straight and phan- 
tom circuits 

Also available: Model 10-A for electric work. Hooks 
self-locking, of certified malleable iron. Model 10-C 
for changing cross arms on corners. 


SAFETY-PULL RATCHET HOISTS [> 


For heavier jobs. \%-ton model 
weighs but 14 lb. — 9 other models, 
handling up to 15 tons. 





i 


<] TRANSFORMER GINS 


Model OST (shown) is of 
malleable iron and steel 
construction tor top of pole. 


Also available: Model ST— 
malleable iron and steel 
construction for side of pole. 
Model WT—wood and mal- 
leable iron, a non-conduc- 
tor, for pole top. 


NEW COFFING 
POLE STRAIGHTENER 


. reduces hours of labor 
to minutes. Sets up quickly 
and “jacks” bent or leaning 
poles into upright position. 
Removable head on push 
bar permits use of clamp for 
steel poles, or pike for wood- 
en poles. (Push bar not fur- 
nished. ) 





this push bar 
can be any desired 
length 
(to be furnished by user) 














For more information on these tools or Coffing lifting 
and pulling equipment for any purpose, write Dept. Aé. 


COFFING HOIST COMPANY 


Danville, Ulinois 
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(Continued from page 14) 
capital: 

1. Government insurance of 
private bank loans up to $25,000 
for not more than 5 years. It’s com- 
pared to present home improvement 
loan insurance program, which has 
worked out quite successfully. 

2. Federal chartering of new 
*‘investment companies’”’ or capital 
banks which--in return for special 
tax consideration--would make 
risk capital available to new and 
independent businesses that could 


not get money elsewhere. 
3. Authorize Reconstruction 


Finance Corporation to make more 
loans on easier terms. 

Best chance for getting 
through this year is the small loan 
insurance program. A handful of 
private banks large enough to 
Spread and absorb the risk already 
have successful small business 
loan programs. 

The idea now is to set up a 
government loan insurance pool 
that would pay off most of the 
losses on loans to small busi- 
nesses made by banks that partici- 
pate in the insurance program. 


GOVERNMENT ORDERS: Now is 
the time for the small businessman 
to get more government orders --if 
he is ever going to get them. 

Reason: The political and 
economic pressures all point toward 
giving the small businessman every 
break possible in the scramble for 
the dollars the government spends 
for goods and equipment, 

But it begins to look as 
though not much is possible. 

The government is already 
hip-deep in the one positive pro- 
gram it can carry out in this field: 
the distribution of procurement 
information to every city of any 
size, so that small businessmen 
who are interested have easy 
access to government buying plans. 

Department of Commerce is 
publishing daily summaries of gov- 
ernment bid invitations issued by 
the military procurement offices 
and the General Services Adminis- 
tration. 





Profit-making Combination... 


YOUR SERVICE plus LUNKENHEIMER QUALITY 
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For Dependable 


PROTECTION 


Against Hazards of 
t 


Squirrel cage 
splash proof motor 


Use (Axx Splash Proof Motors 


Whether installed indoors or outdoors, towers, oi! well pumping units, as well 
Century Splash Proof motors eliminate as many others. 

production losses caused by liquids enter- Wherever splashing liquids create a 
ing the vital parts of the motor. The hazard, specify the correct Century motor 
unique design of the Century Splash Proof housed in a splash proof frame. 

frame prohibits water from entering, even 
when applied with the full force of a hose 
during a plant wash-down. 


Direct current 
splash proof motor 


For popular applications throughout in- 
dustry, Century builds electric motors in 
a wide range of types and kinds— in sizes 

For many years Century Splash Proof from 1/6 to 400 horsepower. 
motors have proved their dependability in Specify Century motors for all your 
chemical processing plants, dye houses, electric power require- 
food and dairy plants—on outdoor cooling ments. 





Wound rotor splash proof 


olyphase motor 
oe CENTURY ELECTRIC CO. 1906 Pine St, St. Louis 3, Mo. CE 


Offices and Stock Points in Principal Cities 


724 











ALTERNATING CURRENT MOTORS eepeies at Brush Lifting, Induction— MOTOR GENERATOR SETS 
C) 
AC to DC, AC to AC 
POLYPHASE DIRECT CURRENT MOTORS ccaen Geen 
Squirrel Cage induction—1/6 to 400 H.P 1/6 to 300 H.P . 
Wound Rotor Motors—1 to 400 H.P Open Protected, Splash Proof, Totally En- 
Repulsion start induction brush Synchronous Motors—20 to 150 H.P GENERATORS clased Fan Cooled, Explosion Proof 
lifting single phase splash AC, .63 to 250 KVA 
proof motor. SINGLE PHASE OC, .75 to 200 KW Ball Bearing motors are factory lubricated 
for several years’ normal service. Bearing 
Split Phase Induction—1/6, 1/4, 1/3 H.P GEAR MOTORS housing construction permits easy relubri- 
Capacitor—1/6 to 20 H.P. 1/8 to 1-1/2 H.P. cation when unusual service demands it. 


-_ 


INDUSTRIAL DISTRIBUTION © JUNE, 1950 








There’s Money for 
ray ou 
in this picture! ' 


This Har 
’ per advertisement 
in m i bps 
Zz eagazines read by your po Rig 
. apo on it by stocking and pain 
. ling Harper non-ferrous and 
ss steel fast 





Sounds like a9 exaggeration, doesn’t it? But it’s not so far-fetched 
when you consider that this machine screw symbolizes @ whole group 
of fastenings that have been failing in service because of corrosion. 
BOARD of More or less, this happens every day in American industry. 

A small bolt of screw of rivet, that was never designed for use under 


corrosive conditions, gives way—and the whole machine, 


DIRECTORS or process, grinds to a stop- 
The only way keep out of this picture is to make sure that the 
meeting on fastenings you use are ferrous Of stainless steel. 
Harper specializes 19 these Everlasting Fastenings; makes them io 
. over 7000 different sizes, types and alloys—Brass, Bronzes, 
te | machine screw ¥ r, Monel and Stainless Steels; maintains large quantities in 
: dy for immediate delivery from distributors aod 
warehouses located in principal cities. 
jon resistance is important to you.- 
y io replacing common steel with 
netic, longer-lasting, 


non- 


If rust and corros . if you can 
see the real econom 
fastenings ¢ 
reusable . - - 
current stock list: The t 
8219 Lehigh Avenue, Morton Grove, 


New York Office and Warehouse: 200 Hudson St. 

Office and Warehouse: 835 E. 31st St. 

Branch Offices: Atlanta, Cambridge, Cincinnati, Cleveland, Dallas, 
Denver, Detroit, Grand Rapids, Milwaukee, Oakland, 
Philadelphia, Pittsburgh, St. Louis, Seattle, Toronto (Canado) 


IN NON-FERROUS AND STAINLESS STEEL FASTENINGS 


Los Angeles 


AMERICA’S LEADING SPECIALISTS 


IN 
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HELLER 


NUCUT it: FILE 


Reg. U.S. Port. OFF lot. No. 2027039 


eoels different 





+. it’s patented 





... it’s the only file that gives 


double-duty filing action 


It’s the patented Heller Nucut “Wavy Teeth’ feature that 
makes the difference. This cut-and-smooth two-in-one filing 
design incorporates two sets of scientifically positioned teeth 
—one coarse, the other fine. 

With every stroke of a Nucut, the coarse teeth take deep, 
clean, uniform cuts. The fine teeth leave a smooth finish — 
just as though TWO files were working instead of ONE. 

That means you can remove more metal faster, easier, 
and get a smooth finish without clogging, skidding or scrap- 
ing! Write! 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
D>. Newark 4, New Jersey Newcomerstown, Ohio 


Ask also about our COMPLETE 
LINE of Swiss Pattern, Vixen Milled 
Curved-Tooth and Rotary Files, 
Rasps, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 


Tilesetters’, Blacksmiths’ and Far- 

riers’ Hammers. Also Bricklayers’ 

Cash in OTH and Plasterers’ Trowels, Craftsmaster 
on the file q Scrapers, Chisels, Punches, Mas- 


with the } terenches and other quality tools. 
WHITE TANG i . 
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\ 

| RELAX | -1TS. 
TOSS ME UP “| NO SISSY-I/TS 
THAT CHAIN A WRIGHT 

HOIST, CHARLIE / 




















\ DONT DROP IT 
Nt MACS ITS THE 
ONLY ONE 











A RUGGED HOIST 
FOR THE RUGGED JOBS... 


WRIGHT SAFEWAY 











@ When you can sell a hoist that you 

know is engineered for tough, constant, 
capacity service—your strongest selling point 
is that it will give more years of average 


use, without expensive maintenance. for your sample 


copy of this 
That's what you can offer your customers in descriptive 
this new, light weight WRIGHT Safeway.  fe/der—DH-164 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Franci Bridgeport, Conn. 





WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


J) In Business for Your Safety 
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Look How Blackhawk 
Gauge-equipped Hydraulic 
Jacks Create Orders 








THIS INEXPENSIVE EQUIPMENT DOES COUNTLESS JOBS IN PRODUCTION 


When you want to measure or test vast tonnages — get a 
Blackhawk Hydraulic Jack! To do the job, a pressure gauge 
is mounted into the jack to register the force exerted. This 
low-cost, simple combination takes the place of large, costly, 
improvised arrangements. Savings are dramatic! 


Production work, for example, often requires the application 
of pressure to specified limits. A standard Blackhawk Jack 
and a standard gauge (as above) are the solution—whether the 
force is to be a few thousand lbs. or 200,000 Ibs. This equip- 
ment is sturdy and the jack can also serve regular jacking jobs. 
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Tomorrow .. . someone may ask you: “How can we weigh a 100,000 Ib. 
load?” Or .. .““What will est the burst pressure of this tube?” The happy 
answer to these and related questions is to convert a Blackhawk Hydraulic Jack into 
a test instrument by adding a pressure gauge. It’s all so simple to sell and order because 


the equipment is standardized and cataloged. Here are a few of the difficult jobs handled 
easily and at low cost: 


@ Test breaking points of materials @ Press parts together with cautionary, 
@ Check weights of large, cumbersome members predetermined pressure 


@ Press plastics, foods, etc. @ Draw cables to specified tension 
@ Test load-bearing qualities of soil @ Sink piling to predetermined loads 


; 
7 
; 
: 
) 
: 
> 
) 


sR 


: av” . ~ 
.-- IN THE LABORATORY ...IN THE FIELD ..-IN INSPECTION 
The heart of this testing device is a Here’s a popular set-up for determining 
Blackhawk Gauge-equipped Hydraulic the weight-bearing qualities of soil prior 
Jack. The operator is conducting a pene- to construction work. This Blackhawk 
tration test on road building material. The Gauge-equipped Jack is pushing against 
gauge registers “Ibs. total load’’ exerted. a load of ballast. 


Here an aircraft valve is being tested by 
having oil injected under measured pres- 
sure from a gauge-equipped Blackhawk 
“Porto-Power” pump. This pump devel- 
ops up to 10,000 p.s.i. 


BLACKHAW 


HYDRAULIC JACKS PIPE BENDERS WRENCHES 





To protect the distributor who invests in 
promotional effort and inventory . . . 


and to protect the salesman who spends 
time and energy developing prospects .. . 


...1N ENGINEERING RESEARCH Blackhawk Products are sold only through 


That Blackhawk Gauge-equipped Jack under the front wheel selected, stocking distributors. 
is exerting a measured stress. This is an application devised as : : 
by a leading car iommliaties r. The ability os perform such This is one important phase of Blackhawk’'s Distribu- 
specialized work is another reason why Blackhawk is ‘Indus- tor policy... 


a policy that strives to maintain the 
try's No. 1 Hydraulic Jack line.” 


highest ideals of the Industrial Supply fraternity. 


BLACKHAWK MFG. CO., Dept. J-1760, Milwaukee 1, Wis. 











INDUSTRIAL DISTRIBUTION © JUNE, 1950 





GRinoIN? wHeers ¢ 
6 oaaim ANE moLoed F 


eor< ane 


aeeer es @N 


wORCESTER 6, MASSACHUSE 


To All NORTON pistrivutor Salesmen 


NORTON Selling Aigs 


pring in more orders when you can concen= 
of the sale -~ when adequate 
of the first steps for you: nat 's 
to mor® grinding wheel sales with 
plete aavertising program in the 


qndustry- 
You nave more opportunity 


wheel proposals ana close 38 
nas nelped make contact, ouse 


ar 
create ® preference for NORTON produ 


Tne NORTON progrem all the accepted 
media employed in ynaustrial adv -- both general 
advertising to back you up and specific material for you to 
use locally- Tnis NORTON aavertising qncludes: 

1. many nundr of space in the Leading 


qnaustrial publ i Fp i eces © 
{nds}; i r grinding 


e of industry's 
se organs; 

ms in sound and 

Lay material. 


If you are ° aistributors makin 


ORTON mat 


e elling 
to consider them carefully> 


NORTON COMPANY 


Assist ,’ pudlicity Manager 
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INSTRUCTIVE BOOKLETS ENVELOPE STUFFERS 

A collection of fact-filled, good- Colorful, helpful leaflets with your 
will-building publications for grind- name and address imprinted on the 
ing wheel users. front cover. 





ws 32 Avunoutt 


fen 


- 


FOUR-PAGE LETTERS “GRITS ANO GRINDS" 
Promotional pieces that carry the A forty-year old technical publica- 
Norton grinding wheel story on tion that is the grinding authority 
your own letterhead for thousands. 





PURCHASING 
ed : . 
ae 


¥ Me 
i ea  TOOR-’ 
~o ENC INFERS 
Ses) 


a 


7, 


¥ 


> 


BUSINESS 


eat... 
TOUNDRY = 
f WEEK 


industria! 
Distribyy 


“=~ yal 


th 


. D 00 as 
We shee 


MAGAZINE ADVERTISING 





With a total circulation of well over : 

a million these magazines blanket 7 

your customers with the Norton NORTON 
sales message. 


Gilaking better products to make other products better 





Main Offices and Plant: Worcester 
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Handle all calls with these Nationally Advertised Tools 


Packaged for Quick Salea! 








How many sales are you missing type or application. @ Now is the time 
because you are telling customers, to look into the A-L set-up for Dis- 
“Sorry, we don’t carry that type or  tributors. Today. 

that grade...”? 


Here’s the newest system that puts 
you into the cutting-tool business, 
SELL THE PRODUCTS across the counter, in the most com- 


REPS plete way—yet with minimum stock. 
in this famous All you do is place on your shelf, DL M 
BLUE - AND - GOLD pre-packaged, these ready-to-use cut- 
ting materials in the most popular 
BOX grades. Then let your customers know. STEEL CORPORATION 
Send today for gen- Calls for High Speed—met with A-L 


ie te high-speed tool-holder bits. Ca//s for 
pag oranenaegared Sacer Cissdee-<iien with ALX grade. PITTSBURGH 22, PENNSYLVANIA 


Tool Materials” —also Calls for Top Speed—met with Carmet. 


for distributor plan. The most satisfying part of all this vy, Too 
is that you will be supplying one MME bol Silt 


Address Dept. ID-6 standard make, and one uniform 








quality of materials—regardless of the ate (E54 


Write us about handling A-L High-Speed Tool Bits... 
~ Distributors! ALX Alloy Tool Bits... CARMET Standard Tools 
and Blanks in your territory 
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TOOLS 


THAT WORK BETTER 
SELL BETTER 


COLD CHISELS 
& PUNCHES 


No. 6B 


Pin Punch | 


No. 4B 
Diamond Point 





No. 2360 








HAMMERS 


No. 312 
Ball Pein 


STANLEY 


BORING TOOLS 


No. 624 
Hand Drill 


No. 923 
Bit Brace 


SOLDERING IRONS 


No. 330 
y/ No. 345 
Armor Clad Tips 


PLANES 


No. 914 
Block 





CHISELS, WOOD 


No. 60 “&/ 





LEVELS 


Camera 


No. 181 


& Machinist's No. 34V 


Jon, 





No. 68 
Boxwood 


Ne. 6386 
Pull-Push 








No. 2702 
Phillips Driver 
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When a Powell Distributor advises customers to 
standardize on the Powell Line, he helps them 
to simplify all their valve buying—and stocking 
of their spare valves and parts. 


Powell Bronze, Iron, and Steel Valves are second to 
none in giving long, trouble-free service. And when 
it comes to Special Design and Alloy Valves for Corro- 
sion Resistance, Powell is the acknowledged leader. In 

Pw ¥ fact, Powell makes the only COMPLETE line of these 
ins Sitesi Manes tein £ valves available to Industry today. 


Valve with screwed ends, union bon- 

net, renewable, specially heat treated Fig. 1503—Class 150-pound 

stainless steel seat and regrindable, Cast Steel Gate Valve with 

<i puerta. ep ehinGeBOh ia , flanged ends, outside screw 

i lalla rising stem, bolted flanged 
yoke, tapered solid wedge. > 


Fig. 1832 0-pound Stainles 


~ — pou $ 
(oF ‘ Steel Gate Valve with screwed 


ends, screwed-in bonnet and in- 


side screw rising stem 


Fig. 559—125-pound Iron Body Bronze 
Mounted Swing Check Valve with flanged 
ends, bolted flanged cap and regrindable, 
renewable bronze seat and disc Disc 
when wide open, permits full, unobstruct- 
ed flow through the valve body - 


The Complete Powell Line includes Globe, Angle, ‘‘Y”, 
Gate, Check, Non-return, Relief and Flush Bottom 
Fig. 375—200-pound Tank Valves in Bronze, tron, Steel and a wide range 
Bronze Gate Valve of Corrosion-resistant metals and alloys. 
Screwed ends, union 
bonnet, inside screw 
ee oe Consult our Engineers for Special Designs 
wear-resisting nickel- 
bronze disc 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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Look for these 


lw Ned Taha 


for | 


SIMONDS 


Red Tang” Files ~ 


\SGNOWIS 


‘Sa NOWisiaail 


Distinctively Designed...Easier Recognized 
... Shows First Quality at First Glance 


Simonds “Red Tangs”. . . the files that cut instead of scrape, 

because they have teeth like a Simonds metal-cutting saw... 

will soon come to you in these distinctive ALL-RED packages. is " na O AY D S 
This modern dress is designed for “family resemblance” to » 

SAW AND STEEL CO. 


other Simonds red-trademarked, red-packaged products... 
| 


and for easier identification of the files that are made in first- pee om 
quality only the files that workers like because they cut FITCHBURG, MASS. 
Branch Offices in Boston, Chicago, 


So watch for these new ALL-RED packages...and make it Los Angeles, San Francisco and Portland, 
: sa a os q nal : Ore., Vancouver, B. C. 
a point to specify Simonds‘‘Red Tang” on your next file order. Canadian Factory in Montreal, Que. 


faster with less “elbow-grease.”’ 
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In support of a 
consistent program... 


| | these days of high-powered promotions and 
special drives... we'd like to say a few words about our 
consistent program designed to keep 3M Abrasives moving 
off your shelves. 


Our ENGINEERING SERVICE has expanded your 
abrasive markets by developing the principles of mechan- 
ical equipment designed to harness the speed and cutting 
power of coated abrasive products. New bonds and con- 
structions have opened many rich fields and increased the 
abrasive profit potential of 3M distributors serving them. 
3M Engineers are working in your markets, and they’re 
ready to render valuable technical assistance and augment 
your selling efforts. 


Our ADVERTISING expenditures for 1950 national 
magazines will top those of the previous year for the ninth 
year in a row. We recognize that continuous registration of 
the 3M Line through national advertising will lower your 
selling cost and keep your turnover rate high. 


Lowering your selling cost and expanding the market 
for 3M Abrasives...these are but two of the services 
offered as consistent support to our distributor organization. 


3M. 


COMPANY 


Made in U.S.A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn., also makers of “Scotch” Brand 
Pressure-Sensitive Tapes, ‘‘Scotch”’ Sound Recording Tape, ‘‘Underseal”’ Rubberized Coating, ‘'Scotchlite” 
Reflective Sheeting, ‘‘Safety-Walk’’ Non-Slip Surfacing, “3M” Adhesives. 


General Export: DUREX ABRASIVES CORP., New Rochelle, N. Y. 
In Canada: CANADIAN DUREX ABRASIVES LTD., Brantford, Ont. 





INDUSTRIAL DISTRIBUTION © JUNE, 1950 








Line-O-Power 


STRAIGHT LINE DRIVES 





sania Mm high quality 
CHECK THESE ‘| aw economy 


§) efficiency 


Line-0-Power 


features 


ECONOMICAL TO BUY—Lower original 
cost because these units are designed 
for manufacture on latest and most 
accurate high production machine tools. 
ECONOMICAL TO OPERATE—Straight- 
forward, enclosed offset shaft prin- 
ciple of design gives efficiencies of 
96% or higher. Simplified construction— 
minimum number of moving parts— 
direct splash lubrication—quality work- 
manship hold maintenance to a minimum. 
DUTI-RATED HELICAL GEARS—Duti- 
A tes high hardness helical gears 
manufactured to rigid standards 
assure exceptional accuracy, long life 
and dependability. 


i PEE A ELIE OR 


in clean-looking, modern design. 

The streamlined Line-O-Power unit 
on original equipment highlights the 
designer's approach to functional, effi- 
cient equipment. 


f COMPACT — SAVES SPACE — Compact 


, MODERN APPEARANCE—The last word 


because the entire housing volume 
has been utilized to attain speed 
reduction, Placement of input and out- 
put shafts in a direct line brings the 
— } ger prod gee tana ath sities Here is a newly developed drive that offers high quality combined 
LARGE OVERHUNG LOAD CAPACITY— with economy both in original cost and in operation. 
vA Hegel ‘Sanus on aor Line-O-Power Units use Foote Bros. Duti-Rated high hardness 
output shafts assure maximum overhung helical gears for long life, quiet operation and compactness. 
load a iis ; Line-O-Power Drives are the last word in modern symmetrical 
7 —The housings o 


TRIPLE REDUCTION 


SinethBeent Glee: ese seaned, design. Wherever enclosed gear drives are used, they assure a clean- 
dense, sturdy castings to give maxi- cut, efficient power package unit. 
mum rigidity and minimum deflection FOOTE BROS. GEAR AND MACHINE CORPORATION 
under load. D. 4545 S. W the atige : we 
LARGE RANGE OF SIZES AND RATIOS— ept. ID, 4545 S. Western Boulevard Chicago 9, Illinois 
V: large range of double and triple 
reductions for capacities from 1 to 
200 horsepower. Ratios from 5 to 1 up 


to 238 to 1 available for prompt delivery. . 
APPLICATION ADAPTABILITY — Line-O- 
Power drives will transmit power 
from any prime mover and are 


adaptable for horizontal side-wall or 


ceiling mounting upon order. Boller Lower Fraecoun Thwugh Caller — 


WRITE FOR BULLETIN LPA 

Foote Bros. Gear and Machine Corporation 
Dept. ID, 4545 S. Western Bly 

Chicago 9, Illinois 

Please send me a copy of Bulletin LPA on 
Foote Bros, Line-O Fower Drives. 

ey Name 
Company 


Position 


Foote Bros.-Louis Allis Maxi-Power Hygrade Address 
Gearmotors Helical Gear Drives Worm Gear Drives City 
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The RIGHT Fitting # The RIGHT Gun = 


Genuine Alemite HYDRAULIC Fittings 


Alemite design permits 30° connection between gun 
and fitting. Case hardened body. Spring and ball 
check inside for dirt-proof leakage seal. All angles 
and thread sizes. 


t = ? 


PIN-TYPE Fitting Systems 


The original Alemite Fitting. Gun coupling locks 


onto pin of fitting for leakproof seal. Made from 


brass. '«” and '4 


BUTTON-HEAD Fitting Systems 


Widely used on heavy machinery, these case-hard- 
ened steel fittings do not protrude. Allow volume 
flow of lubricant. 


ee 


STANDARD DOT Fitting Systems 


For heavy machinery. Gun coupling screws on to 
heavy fitting thread making leakproof seal. 13” and 
4” P. T. Straights and angles. 


ALEMITE 


Dept. H-60, 1850 Diversey Parkway, Chicago 14, Illinois 


Alemite PUSH-TYPE Hand Gun No. 7584 


Popular for its easy, one-hand operation. Develops 
up to 8,000 lbs. pressure. Hydraulic coupling pro- 
vides quick, positive seal with hydraulic fitting. 9 oz. 
capacity. Loader fitting 

With Flush-Type Nozzle for flush-type fittings. No. 
7585F 


Loader Fitting / 


Alemite MAGNESIUM-HEAD Gun No. 4013-A 


Lever gun of extra strong construction— yet light- 
weight. 16 oz. capacity. Develops up to 10,000 p.s.i. 
Spring primed. Has loader fitting. 
For Hydraulic Fittings, this 6” long pipe extension 
with hydraulic coupling. No. 6638. 


Alemite SCREW-TYPE Hand Gun No. C-600 


Simply turn the screw-type handle for pressure 
greasing. Rigid or flexible hose connections for pin- 
type or button-head fittings. 13-inch hose with pin- 
type coupling. No. A-1039 


+ 
yn 


Fitting - 


Alemite LEVER-TYPE Hand Gun No. 6679-) 


21 oz. capacity gun of rugged, lightweight construc- 
tion. Gives large, volume delivery per stroke. Spring 
primed. Has loader fitting. 

For Button-Head Fittings, this 12” high-pressure hose 
with button-head coupling. No. 131443. 
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DUMORE AUTOMAT 
DRILL HEAD : 


WHY THEY’RE 
EASY TO SELL 


3-HOLES AT ONCE 


algo 


DRILL CASTER PLATE 


| 
: 
: 
| 
: 
; 
: 
: 


AUTOMATIC DRIL 
This sensational new Drill Head is a real sales maker for HOPPER ee 
for you — unique, practical, and easily adaptable to SMALL PARTS 
plications. The showing of it takes 


a variety of ap 
’s office — where sales 


you right into the Shopman 
Its immediate acceptance 
t to catch up on th 
If you haven't ordered your 
_ do so at once. This is 4 


originate. has even startled 


us, but we expec 
of orders by early July. 
stock requirements yet 
real sales maker 


e present flood 


in STAMPED CUP 


The DUMORE Company 


Racine, Wisconsin 


ee 
You Can Do More with Dumore’”’ 
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MORE TOOLS... 
MORE PROSPECTS... 
MORE SALES...MORE PROFITS! 


Look at this range of SKIL Tools! Look at 


this variety of SKIL Tools . . . by type, by size, by 


price and purpose. When you handle the full SKIL Tools 
line you’ve got what your trade wants. You don’t lose 
orders... or customers... because you can’t fill their needs. 

The SKIL Tools line is broad. It’s famous. 
It’s backed by consistent advertising, aggressive merchan- 
dising and a distributor policy that protects your profits 
year after year. It pays to push SKIL Tools... all of them! 


SKIL Products ore made only by 


SKILSAW, INC. 


5033 Elston Avenue «+ Chicago 30, Ill. 
Factory Branches in Principal Cities 
in Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 


SKIL Floor Sander 
1 Model 





SKIL Pneumatic Drills 


SKIL Pneumatic Grinders 
7 Models 


3 Models SKIL Pneumatic Screw Drivers 


and Nut Runners—4 Models 





SKIL P: tic H 


12 Models ; SKIL Pneumatic Sew 
SKIL Radial Support 1 Medel 


1 Model 








SKIL Drilis 
SKIL Saws 25 Models 
9 Models SKIL Belt Sanders 


SKIL Oscillating Sender 
4 Models 


1 Model 





SKIL Portable Grinders 


5 Models 
SKIL Dise Sanders 
SKIL Bench Grinders 


SKIL Auto Polisher 
6 Models 
6 Models 


3 Models 





Stine a RA ame 


SKIL Shear SKIL Nibbler “ PP criti OO 
1 Model 1 Model SKIL Hammer sensiiies ad 
1 Model 





SKIL Valve Seat 
Grinding Sets 
4 Models 


SKIL Blowers 
5 Models 


SKIL Valve Seat Grinders 
2 Models 





SKIL Floor Edger 
1 Model 


SKIL Valve Shops 
3 Models 





| How Profitable 


is the 


GAUGE GLASS Market? 


The answer to this question is partly up to you. 
Several Industrial Distributors specialize in selling 
Cornine, Pyrex and Macseru brand gauge glasses, 
Pyrex brand lubricator and oil cup glasses and 
Pyrex brand sight glasses...and what’s more, 
they have done so for years. By carrying complete 
stocks and offering prompt service, they have 
built up a substantial business. 

Phe same opportunity is open to you, The market 


is there. [t's big. It’s steady because wherever 


. BEST BY TEST 


Packaged for easy stocking and selling! 


fdvertised to your Customers! 


THE COMPLETE CORNING 


1 


“wheels turn,” there are gauge glasses. There are 
also oil cup and lubricator glasses and sight glasses. 

Year after year, Corning has advertised its com- 
plete line in every major market to establish brand 
recognition and preference ... preference based on 
superior values through longer service life. Take 
advantage of this, now. Complete stocks of Corn- 
ing products are carried by strategically located 
Warehousing Distributors. Corning will put you in 


touch with them. 


‘PACKAGE 


PYREX AND CORNING brand tubular gauge glasses for pres- 
sures up to 500 p.s.i., depending upon type and size. 


MACBETH brand flat gauge glasses—good for pressures up to 
1,500 p.s.i. for steam boiler use, and up to 5,000 p.s.i. at 


normal temperatures. 


PYREX brand sight glasses for ovens, absorption columns, 
reaction kettles, furnaces, pressure vessels, stills and tanks— 
up to 300 p-s.i. 


PYREX AND CORNING brand oil cup and lubricator glasses 


s 


for rugged service conditions on machine operations. 


CORNING GLASS WORKS 
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New Business for You in 


_ 
WORK-RITE DIES a ell me < 


and Screw Plates... 
Butterfield’s Latest 
Addition Brings 


a 


COMPLETE LINE 
of 
**100% INSPECTED” WORK-RITE DIES cre easy to assemble and am Two-piece die fits into 


milled slot in collet; guide holds it in place; set screws adjust it. Two cutting 

DIES edges on each half of die are quickly sharpened on any thin wheel. Double 
bevels permit hand or machine operation. A sure hit in small machine shops, 
garages, home work shops. WRITE FOR BULLETIN listing sizes, specifications, 
prices. 


py) 





2 , Butterfield Round Adjustable 
Butterfield Thread-Rite ... Dies... List No. 2005 — %” 
the adjustable collet die at its - O.D., adjustable in holders. List No. 
best . . . a complete line of dies 2010 —13/16” ©.D. and larger, 
and holders in both National vo ; with taper-screw adjustment. No. 
Coarse and Fine threads series. ‘ ¢ 2005 in American National form of 
thread only. No. 2010 in Amer- 
ican National, Whitworth, Amer- 
ican Standard Pipe, British Associ- 
ation, French or International forms 

of thread. 


Butterfield Solid Square Dies 


Butterfield Hexa- 
gon Rethreading 
Dies . . . for use 
only for repair work, 
for dressing over 
bruised or rusty 
threads. Furnished 
with American Na- 
tional or Whitworth 
form of thread. 


UNION TWIST DRILL CO. 


BUTTERFIELD DIVISION 


Derby Line, Vermont 


— Pipe and Bolt — the former 
furnished with American Standard 
Pipe form of thread, the latter with 
American National. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 


TAPS . DIES ° REAMERS ° SCREW PLATES 
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rmeto solves yOUR problems 


No Other Fitting has 
Ermeto's Exclusive Design 


e NO FLARING 
e NO WELDING 
e NO THREADING 
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ea es 
in High Pressure Connections 


ERMETO MALE 
CONNECTOR 


TEE UNION 


Look Ahead With 


Weatherhead 
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ARE YOUR GAUGES 


unfaithful? 


) 


Standard in 


Testing Laboratories 


© 2500 


4 ‘\) 
LO o> 


7 


For all types 
of Hydraulic Presses 


When you specify a gauge look for the same 
basic honesty you expect of a fine watch. 
Get a gauge that matches the performance 
of your equipment for accuracy and endurance, 
a gauge that will not bring trouble to your 
customers, your sales department, or— 
finally 


embarrassment to you 
Honesty of a g 


‘“ ” 
iuge depends upon its “movement. 
Movements of U. S. Gauges, like fine watch 
movements, tell the truth for years. 


is precision is no accident. All U. S. Gauge components 
are cast, formed, machined, plated, etched or printed 
Refineries are re . fini ( within our plant. 55 tests and inspections protect you. These 
big U.S.G. users / ; - Si 7° are sound reasons why 6 out of 10 original 
equipment manufacturers use U. S. Gauges 


a record no other gauge approaches. 
You may never know how much a quality gauge can mean to 


your product and your reputation until you've tried 
U.S. Gauges 


ae auMNTS § . < : am United States Gauge, Division of American 
cea Sal Machine and Metals, Inc., Sellersville, Pa. 
f ; ; 
ft 5: 
Lully Z C77) 


s ? 
eC. SAKA, ai 
C Wythe iti fer C wldiing SAecuty 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges ¢ Aircraft Instruments ¢ Air Valume Controls e Altitude Gauges « Boiler 


Gauges ¢ Chemical Gauges ¢ Dial Thermometers ¢ Glass Tube Thermometers ¢ Flow Meters « Inspectors’ Test Gauges ¢ Laboratory Standard 
Test Gauges ¢ Marine, Ship and Air-Brake Gauges « Recorders ¢ Controls and Alarm Gauges « Voltmeters « Ammeters ¢ Welding Gauges 
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SAY, RED, 
THIS IS AGOOD PLACE TO WORK.| RED SHIELD: 
| HAVEN'T HAD A SHUT DOWN | SURE -THIS SHOP STANDARDIZES 
BECAUSE OF TOOL FAILURE / ON SHIELD BRAND CUTTING TOOLS. 
FOR WEEKS. THATS WHY WE HAVE SO LITTLE 
PRODUCTION INTERRUPTION, THAT HELPS 
OUR PRODUCTION BONUS, TOO. 
IT SURE IS A GOOD 
PLACE TO WORK. 














ait Tool Qualia gives 


uninterrupted production 


F interrupted production because of tool failure 

is taking a nick at your profits—try Standard 
Shield Brand Tools. 

They are Foremost Quality in design—work- 
manship— material. Qualities that in themselves 
give you assurance of continuous performance. 

Then, too, our service staff is trained and 
experienced—more than 69 years of accumulated 
knowledge of cutting tools is available to you 
through these Standard Men. 


Standardize —and save. Call your Industrial 
Supply Distributor for prompt delivery of 
Standard Shield Brand Tools. 


STANDARD TOOL ($0. cixvz1an0 « oxo 


New York * Detroit » Chicago « San Francisco 


THE STANDARD LINE: Drills « Reamers + Taps « Dies + Milling Cutters + End Mills » Hobs +» Counterbores + Special Tools 
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CHECK THESE 


EXCLUSIVE 


FEATURES... 


WITCH—positive protection 
against accidental starting. 
iQ BER GEARING har- 
nesses the added power of these great new 
saws, gives extra life to motor, gears, spindle 
and blade. 
AFETY 
for better balance—easier to handle, 
far safer to use. 
In plain sight when you use them—out of 


the way when you don’t. Always accurate. 


INDUSTRIAL DISTRIBUTION 


4 


- 


NEW SALES LEADERS 


\ 
[oe 


TRANSVERSE MOTOR- 
\OUNTING transmits as much as 25% extra 


LONG-SHAFT 


power, supports blade on oversize ball bearings 


from one side of the tool clear to the other. 
' aa 


A 


$115.00 


$65.00 


e JUNE, 1950 





with exclusive Long-Shaft Transverse Motor Mounting 


for EXTRA POWER and LONGER TOOL LIFE 


Distributors — write today 
for new Circular No. 1258. 


€ 
INDEPENDENT PNEUMATIC TOOL COMPANY 
Avrora, Illinois 
Export Division 330 West 42nd Street, New York 8, N.Y. 
Birminghom Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
Los Angeles Milwaukee New York Philadelphia Pittsburgh St. Lovis St. Poul 
Salt Lake City Seattle Son Francisco Torento, Canada Sao Paulo, Brozil London, England 


PORTABLE POWER 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD °¢ 


e CLEVELAND 13, OHIO 








Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom illed slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright 
mirror finish. Carried in stock 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated 

threads rolled or cut finished to 
extremely close thread and body 
tolerances body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 


in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the colt 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately mille 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size 
9/16", 3/4",15/16" across the flats 


Tapped 1/4" to 3/4” inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 
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TANDARDS 
carried by 
LEADING 
ISTRIBUTORS 


furnished to 
BLUE PRINT 
PECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





Need technical sales help? 


\¢ You Can Call in the G.T. M. 
Sy IF You're a Goodyear 
/ Franchise Holder 


A 


4 


G 
a 


YELLING the hard ones calls for technical 
3 assistance — help like you can get from 
the G.T.M. — Goodyear Technical Man — 
when you handle Goodyear Industrial Rub- 
ber Products. He'll go along with your sales- 
man — give him engineering help that lets 


8 REASONS WHY : him sell the toughest order. 


But that’s just one of the many reasons why 
Goodyear Industrial Rubber Products the Goodyear franchise is one of the big- 
Mean Top Profit for Franchise Holders gest consistent money-makers in the In- 
dustrial Supply Field. Add the matchless 
reputation of “The Greatest Name in 
Rubber” . the outstanding quality of 
Goodyear products and the rest of the 
reasons listed in the blueprint. Then you'll 


1, Reputation of “the greatest name G.1.M.— Goodyeor Technical 
in rubber.” - Man. 
2. Proved quolity/ that brings repeat | 6. Hard-hitting, business-getting 
soles. direct moil compaign. 
3. Aggressive national advertising VACTT OG en eee ee : i : : 
that boosts distributors, too. opments, pleneared by Geedyoor see why the Goodyear franchise is an in- 
4. Liberal franchise that creates Research Laboratory. vestment in security that works for you 
profit opportunities . Substantial profit margin on each day in, day out. 
5. Technical sales assistance of the sole. 
of 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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The Goodyear Tire & Rubber Company, Ine. 
Akron 16, Ohio 





These Features 


Save You 
Money © 


Two-piece QD 
sheave—rim and 
hub separate 


For These Reasons 


Mount light hub first, then slide heavier 
rim on tapered hub 


It’s a 
Worthington— 


EXCLUSIVE 





Choice of one or 
two-piece 
assembly 


Mount hub and rim separately, or 
loosely assemble hub on rim and slide 
on shaft together 


EXCLUSIVE 





Split hub 


Easy to mount, even on oversized shaft 


ORIGINAL 





Clamp screw 
in hub 


Holds hub in position on shaft while 
setting or removing rim 


EXCLUSIVE 





Taper-mated 
hub and rim 


Mount easily in any position—no key- 
way between taper surfaces 


ORIGINAL 





Large, long pull- 
up bolts 


Hold better and more uniformly 


EXCLUSIVE 





Friction cone grip 


Tightening rim on hub gives positive 
press fit on shoft 


ORIGINAL 





Shaft key lock 
(set screw over 
keyway) 


Prevents key from drifting 


EXCLUSIVE 





Quickly-detach- 
able (QD) 


Pull-up bolts used as jack screws to 
remove sheave rim 


ORIGINAL 





Interchangeable 
rims 


Hubs for every bore —lower inventory 
cost 


ORIGINAL 





No realignment 
problem 


Clamped hub holds shaft position— 
new rim tightens up in exact alignment 


EXCLUSIVE 





Choice of “A”, 
“B", “C" and 
“D" grooves 


“Tailor-made” grooves give proper 
belt “ride-out” for maximum life ef- 
ficiency 


ORIGINAL 





I-beam spokes 
on driven sheave 


Stronger —capable of carrying heav- 
ier load with less weight 


EXCLUSIVE 





Offset design 
of sheave 


Reduces over-hang ioads—increases 
bearing life 


ORIGINAL 








Worthington- 
Goodyear 
V-belts 





load-carrying cords in neutral axis 
reduce internal friction—each belt 
carries its share of drive load 


ORIGINATORS OF THE QD SHEAVE 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


MULTI-V-DRIVE SALES DIVISION 


Buffalo, N.Y. + 


General Offices, Harrison, New Jersey 
POWER TRANSMISSION: sheaves, V-belts, variable speed drives 


PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 
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This 
Scoreboard 


Puts You 


in the V-belt 
“driver's seat”! 


Worthington Multi-V-Drives out- 
score competition on all impor- 
tant features. 


EASY TO GET OFF 


YET 
ALWAYS TIGHT 
ON THE SHAFT 


WORTHINGTON QD SHEAVE 


— ORIGINAL TAPERED CONE-GRIP SHEAVE 


Make Worthington's national advertising 
(which features this Scoreboard") work 
for you... by using copies of “The Score- 
board” in your selling. Send coupon for 
free copies. 


Worthington Pump and Machinery Corporation 
Multi-V-Drive Sales Division, Dept. PO-1 
Buffalo, N. Y. 


Please send me 
“Scoreboard”. 


copies of Multi-V-Drive 
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FAFNIR Spherical Roller Bearing 
Pillow Blocks 


Two-piece split design housing 
High-grade stress-relieved cast iron | 
Oil or grease lubrication 
Held or free bearing mountings 
Adaptable for oil or water cooling 
Equipped with either felt seal or 
frictionless triple labyrinth seals 
Housings with closed ends when 
required 


Torrington Self-Aligning 
Spherical Roller Bearings 
Completely self-aligning to com- 
pensate for any practical angular 
displacement of shaft. High radial 
and two-direction thrust capacity 
assure combined load-carrying abil- 
ity required for heavy-duty appli- 
cations. 


Two types — full range of sizes 
Adapter type mounting for shaft 
diameters from 1/4” to 71544”. 
Straight bore mounting for shaft 
diameters from 116” to 85%”. 


load, speed and opera 

Incorporating the well-known 

Torrington spherical roller bearings, 

these Fafnir units combine advanced a r.\ Ff ae i ea 
designing, rugged simplicity, ease 


of maintenance and long life BALL AND ROLLER BEARING 


expectancy. This new line puts the 

Fafnir distributor in a position to PILLOW BLOCKS 
go after every power transmission 

job. Write for literature. The 

Fafnir Bearing Company, 

New Britain, Conn. 
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WHICH OF THESE 


Business P 


ARE BAD HABITS? 





Buying from 2, 3 or 4 manufacturers when you could get all you need from 
one... thus incurring extra expense issuing multiple orders, checking and 
paying many invoices with varied discounts, following up on deliveries? 


Ordering more than you need so you'll get a freight allowance. . . thus 
increasing inventory or running short while waiting to enter your next order ? 


Buying on price instead of on quality or reputation of a line . . . thus 
handicapping your sales force and reducing your potential? 


Trying to do business with empty shelves . . . thus injuring your customer 
relations or increasing transportation costs by ordering special shipments? 





HERE'S A 


oop HABIT ; . 
G Laughlin has the most complete line ‘ Laughlin assures a good profit margin 


N FITTINGS of its kind 


CONCENTRATE ON LAUGHLIN because: 


oO 8 Laughlin has conveniently located 
Laughlin ships promptly from large sales offices 


ROPE 
FOR WIRE en 9 Laughlin products add up quickly to 


IN Laughlin products have a quality 100 pounds for a liberal freight al- 
AND cHA reputation lowance 





+ Laughlin’s exclusive “sales leaders” ADD THEM UP and you'll agree that 

sell fast Laughlin makes it easy for you to keep 
an adequate inventory that turns over 
quickly .. . a sure source of good busi- 
ness and better profits. Try Laughlin! 
Laughlin’s easy-to-use catalog tells THE THOMAS LAUGHLIN 
the whole story COMPANY, Portland 6, Maine. 


AUGHILIN Laughlin Protects the Distributor 
\_4 


Laughlin nationally advertises in 
leading trade papers 





THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Above: Counterboring a hole in - 


a’ cast iron machine base. Uni- 
formity of chips indicates free- 
cutting action; chip disposal is *. 
aided by wide flutes. And when 
the operation is finished the cut- . 
ter is removed from the holder 
with a simple twist of the wrist 


here’s no wedging action in Continental 


Standard Drive Counterbores. Cutters are remov- 





able from the holder with a simple twist of 
the wrist, even after the toughest cuts. Double 
driving lugs on the cutters engage double 


abutments in the holders to give a balanced, 


The new Continental Catalog lists 
cull various counterbore holders and 
cutters (in high speed steel and 


carbide tipped). For your free copy 





write on your company letterhead 
Please ask for Catalog No. 60681 








positive drive that practically is indestructible. 


Double bearing areas in the drive assure rigidity 


and proper alignment of cutters and holders. 


Continental Counterbores are available indi- 
vidually or in sets that include holders, cutters, 


countersinks and pilots in practical size ranges. 








ALLEN O HEAD 

PRESSUR-FORMING 
Gives A SCREW 
EXTRA STRENGTH 


SPECIFY GENUINE ALLEN © HEAD SCREWS 


The Allen Pressur-Forming Method 
is now used to produce nearly all 
standard Allen screws. Instead of 
weakening the metal by cutting the 
steel fibres, it compresses them for 
extra toughness. 


i YOU BUY FOR REPLACEMENT... 
you’il buy less often if you are sure 
to get the extra strength Allen builds 
into precision fastenings. 


IF YOU ARE DESIGNING OR IMPROVING 

A PRODUCT... 
Allen technical development (available 
through Allen distributors or direct 
from the factory) leads the field. We 
work constantly with engineers of 
leading manufacturers toward the 
solution of problems involving fast- 
enings and we invite your inquiry. 


11+ STRONGER 
HEAD AND 
STRONGER BODYE 








ASK HOE .. . There’s no room 
for failure in the giant high speed 
presses that turn out America’s news- 
but there's room for thous 
ands of space-saving Allen O Head 
screws in every Hoe press. This lead- 


papers 


ing manufacturer standardizes on 
AllenQHead screws for dependability 


Write the factory direct for technical 
information and descriptive literature 


SOLD ONLY THROUGH LEADING DISTRIBUTORS 





ALLEN®:) | 


MANUFACTURING COMPANY | 
Hartford 2, Connecticut, U. S. A. 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES “/ 
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@ Current Allen advertising 
continues to hammer away at 
the advantages of AllenO Head 
products. A new feature is a 
capsule case history of a specific 
application for Allen O Head 
products by a leading industry, 


in each advertising message. 


e If you know of an important 
and unusual application for 
Allen 0 Head products, we will 
welcome your passing it on to 
our. representative, so that we 
may tell other users of socket 


screws about it. 


@ Allen advertising continues to 
stress its 100% Distributor Policv 


as it has for forty-one years. 
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Maybe you don’t rate the same kind of headlines Ted Williams 
gets. But, brother, you can swish a mean stick in the sales league 
—with the power of Simplex Jacks to back you up. The crystal 
gazers say it’s going to be a good summer for sales. with most of 
us humping to keep pace with equipment demands. No need to 
remind you that Simplex Jacks have what sells—efficiency, safety 
and proved performance. Start swinging now from your shoe tops 
and aim for the wall behind the bleachers. 





No, we're not talking razors! Simplex-Jenny Hydraulic Pullers— 
with the center hole—pull or push without torque ... and how 
they “click” when it comes to doing tough push-pull jobs in no 
time flat. One man has the strength of a Samson with a Simplex- 
Jenny. Take a tip and talk Jennies to construction men, factory 
executives and other cost-conscious buyers. 


PARDONABLE PRIDE! 


Our corporate chest swells at the sight of 
the gold medal awarded to T-K by the 
American Museum of Safety. You guessed 
it—the award was for Simplex safety fea- 
tures—the only Gold Medal award for 
safety in jacks. 


( Advertisement) 


COMING YOUR WAY—FAST! It’s News! 


That's right—lots of news about the complete Simplex line. Our 
printer calls it our “50th Anniversary Catalog” ... but we think 
of it as our new junior salesman, Like other T-K trade helps. it 
packs a sales punch to help you sell. When you get your copy. 
look it over for selling ideas—where, why and how Simplex Jacks 
save time, cut costs and make rough. tough jobs look easy. 


mos 


L 


( 


SAILING ALONG—for Summer Profits! 


“Hydraulic” suggests liquid, water, sails, sales! For we're sales- 
minded about Simplex Hydraulic Jacks. Looks like we'll have to 
wait until fall to do our day dreaming ... what with all the 
opportunities to sell hydraulics during the pleasant summer 
months. Lest you forget—Simplex Hydraulic Jacks are tested to 
50°% over rated capacity. Come aboard for a profitable summer 
sail! 


TAKE TIME OUT 
FOR A LOOK-SEE! 


Chicago's going to be a busy place this 
summer with its new Lake Front Fair (suc- 
cessor to the big Railroad Fair). Swing 
around this way on your vacation trip. Lots 
to do and see. The latch string’s out at the 
T-K Plant . 


ee an 


” he }} 
Why BE COY? we sh} 
Oe.” 

If there’s anything you would like to am, 
know about the T-K line—or you need 

sales helps—call on us, or your T-K 

representative. Say what you want and 

we'll work together—TO JACK UP 

SALES. 


TEMPLETON, KENLY & CU 


1036 S. Central Ave, Chicago 44 tN 
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They move fast... 


SPINDLE 
SHAPER 


pu 


VARIABLE 
SPEED 
LATHE 


12” 
TILTING 
ARBOR 
SAW 


WALKER-TURNER DESIGNS FOR SALES! 








(KEARNEY STRECKER) 
WALKER-TURNER DIVISION 


PLAINFIELD, NEW JERSEY 


Sales come easier, and faster, for Walker-Turner Distributors. 
The reason? Walker-Turner design—machines built with your 
customer's special needs in mind. That means a more efficient 
machine for the job... a machine that’s easier to sell. 

It also means a complete line. There's a Walker-Turner machine 
to meet the metal and woodworking requirements of every 
one of your customers. More opportunities for sales—and profits! 

This selling point—functional design—is hammered home 
in Walker-Turner advertising. And every ad directs the reader 
to buy from you, the authorized Walker-Turner Distributor. 

If you’re not taking full advantage of Walker-Turner design asa 
sales tool—then, it’s your move! Write for complete information. 


SOLD ONLY THROUGH AUTHORIZED DEALERS 
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CARD TAPS ore made-in carbon steel and high speed steel. High 


speed taps supplied with cut threads, commercial ground threads 
or precision ground threads. 
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For more than 50 years, Card has dealt exclusively 
through distributors and is backing them up with a 
strong, consistent advertising and merchandising 
program. You'll get the details when you talk witha 


Card Representative. TAPs 


Re me 
. ce Corkified A 
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ofa complete fir, 
MANUFACTURING CO. 
Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL COMPANY 
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HELP PUSH 
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Ads like these 


You get an added boost to your 
sales efforts with ads like these. 
And each month a similar message 
is seen by your prospects in leading 


trade journals. 


Spang designs these ads to help 


you ... to constantly remind your 


prospects of your quality products 
and prompt, friendly service. 
And the folks at Spang design 
their work to assure you and your 
customers of a dependable, last- 


ing steel pipe for all kinds of 
piping jobs. 


SPANG-CHALFANT 


Division of The N 


| Supply Company 





EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh ; St. Louis; 
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Why lighting costs can be cut 
with General Electric mercury lamps 





1. Low first cost! 


In hundreds of plants, General Electric mercury lamps are giving 
efficient, dependable lighting. And at the lowest over-all cost of 
light. With G-E mercury lamps, initial cost is low. Your customers 
save on equipment outlay, because only a relatively small number 
of lamps and fixtures are needed. 


2. Low maintenance cost! 


The mercury lamps commonly used in industry have exceptionally 
high light output. That keeps maintenance costs at a minimum 
because there are fewer lamps and fixtures to clean, fewer trans- 
formers to check, simpler wiring. Lighting can be kept at top 
performance with the least amount of trouble—and at low cost. 


3. Long life! 


Replacement costs are low. General Electric mercury lamps last a 
long time—up to 10,000 hours, depending on lamp type and oper- 
ating conditions. Few replacements, plus low initial and mainte- 
nance costs, make mercury lamps the lowest-cost type of lighting 
your customers can buy. When one of your customers decides 
to re-light his factory, be sure he considers General Electric 


mercury lamps. 





“General Electric Mercury Lamps in In- 
dustry”. It gives complete engineering 
data, recommended applications. General 
Electric Company, Lamp Department, Div. 
166-ID6, Nela Park, Cleveland 12, Ohio. 


FREE BOOKLET. For more data on 
General Electric mercury lamps, write for @ 
4 


MERCURY 
LAMPS 











You can put your confidence in— 


GENERAL @@ ELECTRIC 
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American Industry is a voracious consumer of files. 


And we do mean consumer . . . for files, by the nature of their use, 
are wear-away tools and must be replaced frequently. 


Managements can postpone the replacements by wisely 
choosing Nicholson or Black Diamond files and profiting by their 
extra toughness and longer lasting qualities. But because of the 
torturing nature of the work they do, their life, too, eventually 
must end. 


Thus, the need of fresh files is everywhere inevitable, 
constant—and far more frequent from the standpoint of wear 
than that of any other widely used hand tool. That makes files 
a fast-turnover item. And a quantity item, too. 


All of which suggests: That industrial file users are 
always live prospects for file orders. Do you and your field men 
“check” them often enough—when calling on them—when writ- 
ing them—when telephoning them? Takes only a moment to 
bring up the question, ‘‘How about some files today?” 
sate, NICHOLSON FILE CO., 42 ACORN ST., PROVIDENCE 1, R. |. 


U.S.A. (In Canada, Port Hope, Ont 
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couect feed and speed, 


For best results in automatic screw machines, you naturally choose the 
finest, most durable tools—such as the CLE-FORGE High Speed Drill 
shown here. But this alone is not enough. og A few months ago one 
of our Service Representatives was making a survey in a customer's 
plant. On a six-spindle automatic he reduced the speed from 1740 
to 1566 r.p.m. and increased the feed from .0035 to .0042 f.p.r. 
Result: Drill life jumped from 1% hours ¢o 4 hours. < A Cleveland 
Service Representative may be able to effect similar savings for you. 
Contact our nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 1 + San Francisco 5 * Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C&ecelanad TOOLS 


~ \ 
C7 1IFT A 
\\i Eat 
- . DISTRIBUTORS EVERYWHERE 
are ready to serve you! 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Talk of the Trade 








VISITORS: One of the nice things about living in New 
York City is that many of your friends coine to the big 
city and drop in to say hello . . . Within the last few 
weeks we had an opportunity to shake hands with Cy 
Perkins (Henry Walke Co., Norfolk); Mac England 
(Logan Hardware, Logan, W. Va.), and Jack Dale who 
formerly was head of Bri Weaver, Dallas 


>> 


ELECTED: Speaking of Briggs-Weaver calls to mind 
the fact that Maynard Robertson of the Dallas firm 
has been elected to the board of directors of the Dallas 
Purchasing Agents Association. 


ROMANCE: Lucille Reuther, secretary to Arch Morris, 
I. D. publisher, and Clarence Holdsworth of I. D.’s busi 
ness staff were wed last month 


STOP ME IF .. .: It was 11] o’clock in the morning and 
a bar customer with shaky hands was trying to pick up 
a martini (a very dry onc .. He couldn’t make it with 
out spilling it so he called the bartender over and asked 
him to pour the drink into an old-fashioned glass 

The barkeep did, but still the customer couldn't negotiate 
the trip . . . He spoke to the bartender again, this time 
asking to have the cocktail transferred to a highball glass 
... He was even shaking too much for that . . . He then 
asked the bartender to put the drink into one of those 
big brandy glasses . Just then an old friend walked in, 
slapped the-guy-with-the-problem on the back and in 
quired: “How’s it going, old pal? What are you doing 
these days?” . . . “Old pal,” reaching for the brandy 
glass with trembling hands replied: “Oh, the same old 
thing—brain surgery.” 

Well, why didn’t you stop m¢ 


COUNCILMAN: Ray E. Gest who gave up a sales terri- 
torv in the midwest two years ago to become sales man- 
ager of Magnolia Metal recently was appointed a member 
of the Middlesex Borough Council . . . That’s in New 
Jersey where Ray lives 


GOLD: Frank M. Shaw (W. O. Barnes) has been in the 
saw business 50 years and he’s not keeping the fact secret 
Frank’s calling cards are printed in gold. 


MORE MARTINIS: If you survived that first martini 
story maybe you'll like this one better... A punctilious 
visitor accosted a bartender . . . He told the bartender: 
“IT want a martini. I want it very dry. I want your very 
best gin. I want your very best vermouth, And when 
you get it mixed take a lemon peel and squeeze it over 
the drink. ‘Then take the lemon peel and run it around 
the rim of the glass.” . . . He watched the bartender 
work over the drink, giving directior all the time. . . 
Finally, the bartender, with a flourish, served the cock- 
tail, quite proud of himself . . . The customer, without 
a second’s hesitation dumped the drink into a nearby 
flower vase . . . The bartender was indignant but held his 
peace until the customer ordered a second martini . . . 
hen he blew his top . . . “What do you want with 
another drink,” he demanded, “you just threw one away.” 

I'he customer wasn’t a bit perturbed . . . “I know I 
did,” he explained, “but the first drink always tastes 
bad.” 


FOOLED YOU: Bet you think those stories came from 
the convention . . . They didn’t . . . Because of deadlines, 
this column is being written before the convention . . . 


So, there. 
R. W.B. 
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Fast-Action 
Bronze Gate Valve 
125 lbs. steam 200 Ibs. O.W.G. 





NO OTHER VALVE 
of its type 
HAS THIS FEATURE! 


Notice the guide rims (A) of the discs which 
rotate freely on the guide tracks (B) cast in 
the body, as the valve opens or closes. This 
roller action provides a self-cleaning and 
polishing effect, and also distributes the 
wear, since the seating position of the discs 
changes with each closing. Rapid, uneven 
wear is prevented, and continuous tight 
closure assured. 








Valve designed to swing more sales... 


JENKINS DISTRIBUTORS 


In the new Jenkins SWINGTITE Fast-Action 
Bronze Gate, the exclusive rolling disc and guide 
track design lengthens valve life and assures 
maximum tightness as it prevents uneven wear of 
seating surfaces. Only a quarter turn of the spindle 
is needed to open or close the SWINGTITE. 
Here’s a valve the Jenkins Distributor can 
sell with confidence—yes, and with ease, wherever 
full, free flow is essential, and valve opening or 


closing must be instantaneous. Out of Jenkins 


broad knowledge of valves and valve service has 
come a Fast-Action Bronze Gate that will quickly 
win preference throughout industry—for quality, 
for design and performance. 

It all adds up to more valve sales for the 
Jenkins Distributor—another reason why in 1950, 
as for years past, Jenkins will continue to be the 
preferred valve franchise. Jenkins Bros., 100 Park 
Ave., New York 17; Jenkins Bros., Limited, 


Montreal. 


In June issues of leading industrial magazines—in the 


" chemical, engineering, mining, textile, paper and food 
0 fields—the new Fig. 302 SWINGTITE Gate will be announced. 
Another news-making valve by Jenkins Bros. ... another 


profit-making opportunity for Jenkins Distributors. 


JENKINS 


200K FOR THE esi suse ge vale 





Photo Courtesy of Isaly Dairy Company 


Republic Fu/for Bc/s are better built 


and they're real door openers for Republic Distributors! 


The “Butter Belt’’ shown above actually is a white Repub- 
lic Reprene Canner's Belt, made with an odorless, tasteless 
cover and a rubber-impregnated 28-ounce duck carcass that 
gives maximum flexibility when used over small pulleys 

Butter, like many food products, is quick to absorb foreign 
odors and flavors. Because it’s heavily flavored with salt and 
high in acid content, it can quickly reduce ordinary con- 
veyor belts into gummy, shapeless masses. 

Besides, on jobs like this, there are rigid standards of 
sanitation . . . daily baths in boiling hot water constant 
scrubdowns. 

Republic's White Reprene Canner’s Belting will take all 
this—and more! The belt shown above has already carried 
hundreds of tons of butter, /asting, to date, more than eighteen 


times longer than the belt it replaced, and it hasn't even gotten 
up its second wind! 

Can you think of a job for a belt like this? Bet your pros- 
pects can! Tell them about Republic’s White Reprene Con- 
veyor Belting today. It’s a story they're waiting to hear. 


REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 

A QUALITY of product uniformly good and capable of delivering 
service results that should reasonably be expected. 

A PRICE basis inducing and making possible aggressive compe- 
tition with reasonable profit return. 

FREEDOM from competition from his source of supply. either 
direct or indirect, among the trade covered by his day to day 
solicitations. 

SELLING helps of reasonable amounts so that his sales. force 
may be given the advantage of specialized training and a 
knowledge of the product sold. 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


gionee'® in the use of COLD ruBBER 


Lee Rubber & Tire Corporation 


YOUNGSTOWN, OHIO 


FOR LEE TIRES &© TUBES + CONSHOHOCKEN, PA 
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Making Capitalism Work 


FPXHOSE of us who attended the Triple Industrial 

Supply Convention in Atlantic City were all im- 
pressed by the talk of ex-Governor Hoffman of New 
Jersey. His delightful humor in the early stages was 
only matched by the seriousness of his message in 
the latter part of his talk. We all need some good 
laughs. That too is a part of our heritage and of the 
American Way of Life. But we need also to sell 
intelligently our American System at every oppor- 
tunity. And that responsibility bears particularly 
heavy on every businessman. 

Capitalism, free enterprise, the American Way or 
whatever we call it is, however, not so simple that 
it is easy to defend. Nor is it easy to explain its 
unique virtues against the emotional appeals of con- 
flicting ideologies. Indeed, if capitalism were a 
simple and easily explained way of getting things 
done, it would be far easier to defend it. And if busi- 
ness leaders were better teachers and philosophers, 
particularly philosophers, it would be far easier than 
it is to protect capitalism through popular education. 
We all need to think more about our system and to 
develop the facts that contain the answers. 


Facts for You 


A very recently published book by my good friend, 
Dexter Keezer (a past speaker at our convention and 
i frequent contributor to InpusTRIAL DistriBuTION), 
supplies a reasoned analysis of how capitalism gets 
things done as well as a program for keeping it 
healthy. The title of the book is, “Making Cap- 
italism Work.” (Published by Whittlesey House, 
McGraw-Hill Book Co., 330 West 42nd St., New 
York 18, N. Y.; 316 pages, $3.50.) This book de- 
serves the careful reading and study of all business- 
men. Its choice as the July selection of the Executive 
Book Club speaks well for the job Keezer and his 
issociates have done. 

This book is written from a definite point of view 
and with a clear-cut purpose. The point of view is 
that capitalism is the best way of life for the United 
States of America. The purpose is to show how 
capitalism can have a prosperous future. 

Capitalism, the book stresses, deserves a thriving 
future in the United States not only because it is the 
most productive economic system ever devised, but 
preeminently because of its peculiar compatibility 
with political democracy and human freedom. 

Today the nation is, at least potentially, on the 
threshold of sweeping gains in productivity. If capi- 
talism performs as well as it can, we should have a 


gain of up to 25 percent (in output per manhour) in 
five years. By improving its productivity, the Umited 
States can produce the materials to meet the most 
pressing demands on the economy. And it can do it 
while maintaining industry's tooling program at a 
level high enough to ensure a continuing rise in living 
standards. 


The Program 


The major parts of the task of realizing this poten- 
tial increase in productivity, as well as giving capital- 
ism a bright future otherwise, may be identified as: 
1. Providing the tools and equipment (the capital) 
essential to the effective utilization of our economic 
resources, human and material. 

2. Assuring vigorous utilization of these resources— 
largely a matter of incentives. 

3. Seeing that the proceeds of industry are fairly 
divided—in major part a matter of giving fair com- 
petition every possible encouragement and _protec- 
tion. 

4. Protecting the economy from violent destruction, 
either by depression or more directly revolutionary 
operations. 

5. Providing enough individual economic security to 
remove destructive fear of poverty or humiliating 
dependence upon charity, but not enough to make 
reliance upon social security an attractive career. 

6. Producing the economic foundations for a rising 
standard of general well-being, identifying capitalism 
with that advance, and otherwise creating an Leepite 
ble social and political climate for capitalism. 

7. Treating our resources, both human and material, 
with a decent regard for the aesthetic sensibilities 
of the present generation and the economic needs of 
the generations to come. 

8. Creating a tolerably congenial political and social 
environment for capitalism by successfully demon 
strating its compatibility with basic American ideas 

The book discusses each of these points in detail. 
In doing that, it advances a program for general tax 
revision to insure a continuing high level of capital 
investment. It outlines the steps needed to restore 
incentives, to meet the nation’s demands for social 
security and social welfare, to maintain effective com 
petition, and to safeguard our natural resources. 


Read it. 


Rn Penile 
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Photo by Fred Hess ¢ Son 
HUNDREDS OF DELEGATES turned out for joint opening session of Atlantic City Convention. 


Teamwork is Convention Theme 


Distributors and manufacturers pledge cooperation in solving mutual problems; 


2,000 attend session in Atlantic City; 1951 gathering set for San Francisco 


RIBBON-CUTTING marked the official opening of the president, and Franz Stone (right) newly elected American 
conference booths ved with scissors are Ray Neal, president. J. G. Geddes, chairman of the conference booth 


t; George Weaks, retiring Southern committee, is holding the ribbon in the center 
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CLOSER COOPERATION between distributors and manufac- 
turers in handling mutual problems was urged by speakers 
and applauded by approximately 2,000 delegates who 
gathered in Atlantic City May 22, 23 and 24 for the 
annual Triple Industrial Supply Convention. Sponsors 
of the gathering were the Southern Supply & Machinery 
Distributors’ Association, the National Supply & Machin- 
ery Distributors’ Association and the American Supply & 
Machinery Manufacturers’ Association. 

Conference booths were an outstanding feature of the 
gathering; they were open two afternoons. 

The pattern of meetings was the same this year as it 
has been since conference booths were introduced to the 
convention in 1948; on Monday there was a grand open- 
ing joint meeting of the three associations; on Tuesday 
each association held a separate meeting, and on Wed- 
nesday there was a second and concluding joint meeting. 

Kenneth R. Beardslee, retiring president of the Ameri- 
can Association was scheduled to preside at the opening 
session but was unable to be present until Monday night 
due to the sudden death of the president of Carboloy 
Corp., W. G. Robbins. Ray C. Neal, retiring president 
of the National Association, presided at the session in 
Mr. Beardslee’s place. Featured speaker at the session was 
Ralph J. Cordiner, executive vice-president of G.E. 


An open forum on “What Do You Want Your Asso- 
ciation to Do In the Future?” was the feature of the 
American Association’s Tuesday meeting. 

On the same day, National Association members heard 
Wallace Campbell, Campbell Hardware & Supply Co., 
Seattle; T. Gordon Vaughan, The W. M. Pattison Sup- 
ply Co., Cleveland, and R. H. Russell, J. Russell & Co., 
Holyoke, hold a panel discussion on “The Industrial 
Distributor Selects a Manufacturer’s Line’. Russell C. 
Duncan, R. C. Duncan Co., Minneapolis, was moderator. 

At the Southern meeting on Tuesday there also was a 
panel discussion. Serving as panel members were C. McD. 
England, Jr., Logan Hardware & Supply Co., Logan, 
W. Va.; Lloyd B. Mize, Industrial Supply Corp., Rich- 
mond, Va.; Paul J. Stine, Harry P. Leu, Inc., Orlando, 
Fla., and George G. Weaks, Weaks Supply Co., Mon- 
roe, La. 

At the closing joint meeting there were three speakers: 
Joe W. Pitts, Brown-Roberts Hardware & Supply .Co., 
Alexandria, La., who spoke on “What a Distributor 
Expects from a Manufacturer’; William A. Purtell, Holo- 
Krome Screw Corp., who told “What a Manufacturer 
Expects from a Distributor,” and Harold Hoffman, former 
governor of New Jersey, who filled in for the scheduled 
speaker, Vernon E.. Vining of Westinghouse. 


Officers Elected for 1950-51 


ALL THREE ASSOCIATIONS announced 
the results of elections. 

The three new presidents are—Na- 
tional: J. H. Ruddell, president of 
Central Rubber & Supply Co., Indian- 
apolis; Southern: Joe W. Pitts, presi- 
dent of Brown-Roberts Hardware & 
Supply Co., Alexandria, La; and 
American: Franz Stone, president of 
Columbus McKinnon Chain Corp. 

Other National Association officers 
are: Harold E. Torrell, Syracuse Sup- 
ply Co., Syracuse; T. Gordon 
Vaughan, W. M. Pattison Supply Co., 
Cleveland, and W. A. Haseltine, J. E. 
Haseltine & Co., Portland, Ore., vice 
presidents; George A. Fernley, advisory 
secretary; Henry R. Rinehart, execu- 
tive secretary, and Robert C. Fernley, 


JOE W. PITTS 


Southern president 


assistant secretary. Area representatives 
are H. D. Holden, Silliter-Holden, 
Inc., Hartford; Richard H. Barr, Reilly 
Bros. & Raub, Lancaster, Pa.; William 
C. Teare, Sterling Products Co., Chi- 
cago; J. D. Nicholson, Mine & Smelter 
Supply Co., Denver; and A. W. Lohn, 
Ducommun Metals & Supply Co., Los 
Angeles. 

Other Southern Association officers 
are: W. L. Wellford, Jr., J. E. Dil- 
worth Co., Memphis, first vice-presi- 
dent; B. S. Barker, Pye-Barker Supply 
Co., Atlanta, second vice-president; 
and E. L. Pugh, secretary-treasurer. 
On the Southern executive committee 
are: Richard Alcott, Riechman-Crosby 
Co., Memphis; C. McD. England, Jr., 
Logan Hardware & Supply Co., Logan, 


J. H. RUDDELL 
National president 
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W. Va.; L. F. Perkins, Henry Walke 
Co., Norfolk; Ashley DeWitt, Briggs- 
Weaver Machinery Co., Dallas, and 
Paul J. Stine, Harry P. Leu, Inc., Or- 
lando, Fla. 

Other American Association offi- 
cers are R. M. Johnson, Norton Co., 
first vice-president; J. A. Proven, 
Porter-Cable Machine Co., second 
vice-president, and C. F. Connor, 
B. F. Goodrich Co., treasurer. On the 
executive committee are Dan C. 
Swander, Columbian Vise & Mfg. Co.; 
T. D. VanderVoort, Clemson Bros., 
Inc.; William J. Greene, L. S. Starrett 
Co.; J. Robert Kelley, Manning, Max- 
well & Moore, Inc.; L. B. Stoner, 
Jacobs Mfg. Co., and Robert Weir, 
Jr., Osborn Mfg. Co. 


FRANZ STONE 


American president 





A PANEL spoke on selecting a new line. Panel members 
were R. H. Russell. (extreme left), T. Gordon Vaughan and 
Wallace Campbell. R. C. Duncan was moderator. 


~ 


OPERATING COSTS were compared with sales and profit 
figures in an annual report submitted by H. R. Rinehart, 
National Association secretary. 


NATIONAL ASSOCIATION SPEAKERS DISCUSS ... 


Operating Costs, Factors Affecting Industry 


Operatinc costs and factors that affect the industrial 
supply field—both factors of an external nature and 
those within the industry—were thoroughly discussed 
by speakers and the audience at the National Associa- 
tion’s 45th annual meeting. Numerous questions by 
National members gave concrete evidence of their 
interest in the session. 

H. R. Rinehart, secretary of the association, first 
brought up the problem of high operating costs in his 
annual report on current association activities. 

The subject then was elaborated upon by a panel of 
three speakers: Wallace Campbell, Campbell Hardware 
& Supply Co., Seattle, Wash.; T. Gordon Vaughan of the 
W. M. Pattison Supply Co., Cleveland, and R. H. 
Russell, J. Russell & Co., Holyoke, Mass. The three 
spoke on the same general subject, “The Industrial Dis- 
tributor Selects a Manufacturer’s Line”, but each 
covered a different phase. Mr. Campbell’s subject was 
“Factors Outside the Distributor’s Control”; Mr. 
Vaughn’s was “Factors Within the Distributor’s Con 
trol” and Mr. Russell’s was “What Distributors Them- 
selves Can Do.” 


Factors Outside The Distributor’s Control 


Industrial distributors, Mr. Campbell advised, should 
remember that their services are of real value to the 
nation’s economy Thus, he said, when economic 
storm clouds evidence themselves ‘“‘we should have a 
voice—and our voice should be raised and heard. 

“As an industry’, he continued, “we stand sorely 
in need of a public relations job being done—being done 
industry-wise and being done individual companvy-wis¢ 

Mr. ‘Campbell stressed that the distributor was in a 
seculiar position in that the partnership that exists 
na distributors and manufacturers is understood 
only by the participants. 

“The only figures that vou 


ind I have a free hand to 
wrestle with,” Mr. Campbell said, “are our own local 


cost-of-doing-business figures. These are ours and, 
despite our every frugal effort, our operating costs are 
climbing to the danger point of washing away all 
chances of profits.” 

Today’s post war period is one of changes and the 
distributor must keep abreast of the changes. Mr. 
Campbell said that profits and earnings of distributors 
are diminishing and industrial supply investments are, 
therefore, becoming less and less attractive. He amplified 
the point by declaring: 

“Last year many industrial supply distributors could 
have done far better had they gone out of business’ 
sold their inventories, rented their premises—and, if 
they owned their premises, enjoyed a nice income on a 
rental basis; then taken the cash from the sale of their 
inventories and turned around, if you please, and 
invested it in the stocks and securities of some of the 
very manufacturers from whom they had been buying 
merchandise. Needless to say that condition cannot 
go on. 

Pressure problems confronting the industry—high 
operating costs, high labor costs, high taxes—are tied 
in with the distributor on the investment level, Mr. 
Campbell said. 

“A successful industrial distributor,’ he continued, 
must be a good banker. He must look upon all of 
his lines as investments, and a good banker does not 
keep his dollars in a poor investment very long.” 

Labor’s wage increases have put cycles into motion 
that will lead to industrial supply distribution breaking 
down unless old trade habit percentages are changed, 
Mr. Campbell warned. He said “it is only a question of 
how much vision we care to use and whether we want 
to do something about it—or whether we wish to be 
ipathetic and just hope for the best. 

“I am going to be blunt and say that when an industry 
sets up uniform costs and selling prices over five or six 
vastly different areas as constitute these United States— 
when national economic ratios are distorted—that 
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A TELEVISION SET was presented to Ray Neal, retiring 
president, in recognition of his leadership. Percy Ridings, 
Syracuse Supply, made the presentation. 


industry is headed for some economic problems within 
itself and certainly inequalities from the standpoint of 
dollars invested in inventories.” 


Factors Within The Control of The Distributor 


Factors within the control of the distributor come 
under two general headings, Mr. Vaughan said 

“First, the ability of the distributor to take on the 
line.” 

“Second, the desirability of the distributor line.” 

An honest appraisal of his own qualifications is the 
most important thing for a distributor to do when con 


sidering whether he has the ability to handle a line, 
Mr. Vaughan said. 

“To be really able,’ Mr. Vaughan continued, “he 
must be in a position to devote the money, time and 
physical space necessary, to accept the usual responsi 
bility to his own customers and his manufacturers to 
warehouse, sell and service the product properly. 

“Money should be our first consideration, for it not 
only has to provide our initial inventory, but has to pro 
vide for additional time or space when required. 

“By the time element, I mean the available time of 
our sales and service organizations. It is obvious that 
we must provide a well supervised sales force, and the 
time required to train our salesmen in selling and 
demonstrating the manufacturer's product The dis 
tributor’s inside organization, too, must be adequate and 
sufficiently competent to handle the sale and service of 
the new line.” 

As for physical space, Mr. Vaughan pointed out that 
more and more manufacturers are demanding that their 
goods be warehoused, exhibited, advertised, demon 
strated and sold. 

When considering desirability of a line, Mr. Vaughan 
suggested asking a compound question: “Is the line 
competitive, and is the line profitable?” 

“To me, it is a poor salesman or a poor distributor 
who has to have a price advantage or a monopoly to 
sell; but too often a distributor accepts a franchisc 
from a manufacturer for a product that is too competi 
tive with similar products available or with .a different 
product performing an identical ultimate function.” 

As for a line being profitable, Mr. Vaughan said he 
believed selling a line should bring a distributor a 
direct net return of not less than five percent before 


2 “a ~ e.g my d tae 
BREAKFAST brings together Howard & John Williams, 


Mau Sherwood; George Main, Providence Mill Supply; F. H. 
Butts, Butts & Ordway, and J. Ruddell, Central Belting 


taxes and, in addition, should be profitable as a prestige 
builder for the distributor’s overall business. 

The distributor, Mr. Vaughan emphasized, has con- 
trol over the one vital factor in taking on a manufac- 
turer’s line—he can say “yes” or “no”. 


What Distributors Themselves Can Do 


In pointing out what distributors themselves can do 
to make their lines profitable, Mr. Russell said: “Any 
improvements must be made in a spirit of cooperation 
with the suppliers who set both our cost and selling 
price and largely determine our market as well.” 

A distributor who criticises his suppliers confesses his 
own weakness, said Mr. Russell, for there is no com- 
pulsion for the distributor to represent any particular 
manutacturet 

“And neither can a supplier criticise his distributor 
without admitting that his selection was faulty,” he 
continued. ‘So let’s admit at the start that we are both 
tied together and let’s head for the same bone at the 
same time.” 

Mr. Russell pointed out the need for larger margins 
on most lines, as well as a need for distributors to 
maintain prices uniformly. One of the greatest steps 
distributors could take, according to Mr. Russell, would 
be to tell their story with facts to manufacturers on a 
nationwide basis. 

“Cooperation in the pattern of sale studies is a ‘must’ 
for distributors in selling and presenting their story to 
suppliers,” he said. 

He went on to mention improvements that could be 
made in such matters as a uniform 2 percent cash 
discount, packaging, net pricing, decimal packaging, and 
quantity differential pricing. 

“But suppose the increased margins and decreased 
costs of handling still don’t stop the tide of increased 
costs”, said Mr. Russell. ‘‘What then? Increased sales 
carried us up to 1948 and our last hops nd first 
attempt—should be full cooperation with suppliers for 
more sales. Let’s pick supplier-distributor salesmen 
mectings for discussion of this type of activity and see 
if something constructive can be developed.” 

To improve the quality of distributor-manufacturer 
sales meetings, Mr. Russell suggests that the National 
Association make up a simple check report for distributors 
to fill out the dav following each meeting. He recom- 
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NEWARK NAMES heard at the convention included Mr. 
and Mrs. L. L. Seggel, Dodge-Newark, Newark, N. J. and 
Mrs. F. J. Seither, Seither & Ellis Co., also in Newark. 


BRIDE. AND GROOM, Mr. and Mrs. H. F. Seymour, 
Columbian Vise, second couple from left, were feted by 
Mr. and Mrs. Dan Swander, Columbian, Ed Meibeyer, 
Lufkin Rule, and Mr. and Mrs. I. W. Lemaux, Jr., Indian 
apolis Brush & Broom Co 


mends that these reports be mailed to the secretary of 
the Association for analysis 

“At the same time,” he continued, “the American 
Association can furnish similar reports on the cooper 
ation of the distributor which are made out by the manu 
facturer’s representative who conducts the meeting. At 
the end of the year, we would have a sound picture of 
what we have and where we go from here.” 

“Multiple distribution continues to be the curse of 
our industry,” said Mr. Russell As an example, he 
cited the high ratio of distributors in his own territory 
of operations to the number of potential customers 

“It’s difficult to be more selective in a period of greater 
competition, and all credit, and I hope orders, to the 
far sighted suppliers who analyze their markets and 
really sell selectively. It is the only guarantee of suc 
essful operation of ot operative system of selling.” 
“Perhaps the greatest weakness of industrial distribu 
tors oncluded Mr. Russell, “lies in their failure to 
express themselves to their suppliers—to applaud their 
efforts for our good and to tell them frankly why they 


don’t lik that harm industrial distribution 


A Look At Operating Costs 
Mr. Rinehart, in discussing operating costs, first 


t 
s index chart 


pointed to INpusrriat Disrripurion’s s 


} 


for the last ten vears 
“Starting with an index figure of 120 in 1940, Mi 
Rinehart said, “our sales doubled by 1942 and held at 


VISITING AND WELCOME at our parlor were George 
Fox and Mr. and Mrs. Lyle Paris, all of Aluminum Indus- 
tries, and Colman Curtiss, Jr., of Buffalo Bolt Co. 


REPUBLIC STEEL’S GUESTS came from far places 
Russell Rising, Ducommun Metal & Supply, Los Angeles; 
Manly Brown, Republic host; Ed. Stvan, Strong, Carlisle 
& Hammond Cleveland and ‘T. W. Ramsay, W. M. Patti 
son Supply, Cleveland 


that level until 1945 when, after a brief dip, they shot 
up to a peak of 390 in 1947. During 1948 and 1949 
sales declined but have remained at a level substantially 
ibove a decade ago. 

“Contrary to what might be expected, this tremendous 
gain in volume has not been reflected by lower operating 
costs. From a low point of 16.01% in 1942, our oper- 
iting expenses have climbed steadily. Last year they 
advanced over 24 to 20.67% of sales which is the highest 
in the past ten years. 

“Tt is natural to ask—why have we been unable to 
cut costs as a result of the increased volume we have 
enjoyed? In the main higher overhead is attributable 
to higher wage and salary expenditures. 

“These were at a low point in 1941 and 1942. Since 
then, however, the increase in wage and salary expenses 
parallel the advance in general overhead. Greater volume 
did not absorb the increase 

“In sharp contrast with this has been our ability to 
reduce all other items of expense from 7.01% of sales in 
1941 to 4.06° in 1943 and to hold these expenses at 
ibout +4 percent until last year when declining sales 
caused an increase of 7/10ths of 10%, while wage costs 
climbed almost 2 

“Increases in dollar sales beginning in 1940 have not 
produced the gain in net profit that could normally be 
inticipated. During the OPA period margins were stable 
but our net declined slightly. An increase in margins 
following the repeal of price controls was reflected by a 
comparable increase in our net between 1945 and 1946 
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SPORTING RED TIES, which identified all Billings & 
Spencer men, were W. T. Johnston, John S. Donaldson, 
John F. Whalen, John A. Gallagher and R. H. Young. 


NEW ARRIVALS pause outside the Claridge: Gus Hess, 
Armstrong-Blum; D. M. Stevenson and K. H. Walther, 
Skinner Chuck Co.; Van Austin, Armstrong-Blum Co.; 
Mr. and Mrs. H. H. Jarrett and George B. Hays, Hays Sup- 
ply Co., Memphis, Tenn. 


but since then net profits have dropped sharply as ex 
penses continued to climb and today are at the lowest 
point in the past ten years. 

“What conclusions can be reached from these facts? 
Manufacturers’ cooperation has tremendously improved 
in the past twenty years. Their overall relations with dis 
tributors are on a much more satisfactory basis but if 
distribution costs are to be lowered, a much superior 
brand of cooperation will be required 

“Manufacturers should become better schooled in the 
operating problems of distributors and particularly factors 
which inflate distribution costs. They should become 
familiar with the distributors’ warehousing, storage and 
physical handling costs as well as their broken package 
and small order problems I'hey should realize that 
needless time-consuming operations now performed as 
1 part of our service by persons who are paid the highest 
wages in the history of our industry should be definitely 
minimized. It is little realized that our payrolls have 
advanced from 61% in 1941 to 74% of the distributor's 
operating dollar today. In other words, our payroll costs 
have advanced 13 points during a period when other 
expenses have been fairly stable 

“For its solution the task before us requires the elim 
ination of unnecessary operations at high wage rates 
To this end, several specific proposals have been advanced 
For example, better packaging has been mentioned a 
one approach to greater efficiency Without some 
thought, this may not seem to be an impressive sug 
gestion However, the National Bureau of Standard 


THE MERRY MERRILLS were on hand, Robert O 
and George H. Merrill, Merrill Bros. Co., Maspeth, L. I 
Ralph Crook, Winter Bros. Co. beams at a humorous aside 


AT RAYBESTOS-MANHATTAN’S PARTY were Mr. 
and Mrs. H. S. Stott, Raybestos-Manhattan Co.; B. W. 
Thomas and Mr. and Mrs. H. H. Straut, N. J. Engineering 
& Supply Co., Passaic, N. J., and E. A. Hamilton, Raybestos- 
Manhattan host 


estimates that handling costs incident to the distribution 
of the products of American industry amount to 
$5,000,000,000 annually. 

“Some manufacturers have grasped the possible sav- 
ings inherent in the adoption of modernized packaging 
programs. Others have not. They do not seem to 
understand that distribution costs cannot be appreciably 
lowered until they themselves adopt measures which will 
enable the distributor to introduce more efficient methods 
in his own operations. This need is being emphasized, 
not in any spirit of criticism, but as a process of educa 
tion intended to foster and encourage more effective 
team work for our mutual benefit. 

“A start has been made. However, much is still to 
be accomplished and the efforts thus far initiated should 
be expanded to bring to the attention of suppliers every 
possible improvement they can adopt, every efficiency 
measure they can embrace. For years we have heard 
it repeatedly charged that distribution methods are 
uneconomical, that costs are excessive, and that improve- 
ments in distribution have failed to keep pace with 
improvements in production but such allegations have 
been hurled by critics who lacked corrective suggestions. 

“Remedies cannot intelligently be prescribed until 
causes are correctly diagnosed. ‘Through new types of 
studies an effort is being made to isolate the factors 
which inflate costs. Having determined the facts, it 


is proposed to bring them to the attention of suppliers 
with the view to introducing economies that will reduc 


our costs 
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YALE & TOWNE: Mr. and Mrs. Carl Lyon, C. S. Mer- BAY STATES 
sick & Co., New Haven, Conn., and F. A. Dewey (The Yale 
& Towne Manufacturing Co.) 


: Mr. and Mrs. G. K. McKee, McKee Tool 
& Supply Co., Lima, Ohio and Mrs. Louis Lincoln (Bay 
State Tap and Die Co.). 


Distributors Meet Suppliers 


cae es a Lae 
HENRY G. THOMPSON & SON: Frank Armham, CLEVELAND TWIST DRILL: Armand E. Evans, War- 
Sterling Products Co., Chicago; H. Hock (Henry G. ner Hardware Co., Minneapolis; Ellis T. Snider (Cleveland 
Thompson); B. O. Schmaling, Factory Supplies Co., Rock ['wist Drill Co.) and Robert E. Staska, Warner Hardware 
ford, Ill. and W. C. Teare, Sterling Products Co Co., Minneapolis 


“= 7 


INGERSOLL-RAND: Mrs. Donald Beaumont (Beaumont, WORTHINGTON PUMP: J. O. Glenn (Worthington 
Heller & Sperling, Inc.); Stanley Orben and Mrs. J. M Pump & Machinery Corp.); H. N. Crowder, H. N. Crowder, 
Wells (front); Mr. and Mrs. S. B. Wolfe, Jr., J. M. Wells, Jr. Co., Easton, Pa. and F. J. Whelan (Worthington 


and R. E. Allen, all of Ingersoll-Rand Co Pump & Machinery Corp 
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REPUBLIC STEEL: W. M. Jillson (Buffalo Bolt Co.), SKILSAW: H. J. van Buskirk, Edward deJongh, and Tom 
Manley B. Brown (Republic Steel Corp.) and H. F. Mul Ryan (Skilsaw Inc.) and Marlin W. Kellerman, Bluefield 
laney (The H. M. Harper Co.). Supply Co., Bluefield, W. Va 


At Manufacturers’ Parties 


SIMONDS: Mr. and Mrs. Howard M. Schramm, Turner NORTON: Ralph M. Johnson (Norton Co.); Mrs. J. R 
Supply Co., Mobile, Ala.; Leo G. Breckenridge (Simonds Kelley (Manning, Maxwell & Moore, Inc.); E. L. Alberter, 
Saw & Steel Co.); Mrs. Henry B. Tonsmeire, ‘Turner Sup Somers, Fitler & Todd Co., Pittsburgh; and J. R. Kelley 
ply Co. and Gifford Simonds, Jr. (Simonds Manning, Maxwell & Moore, Inc 


INDEPENDENT PNEUMATIC: John F. Corkery (Inde- WINTER BROTHERS: Robert H. Wardlow (Winter 
pendent Pneumatic), Mr. and Mrs. G. W. Wuerthek Bros Co.); Albert Raichle and Erwin Raichle, Industrial 
Frick & Lindsay Co., Pittsburgh and Mr. and Mrs. H. } Supplies Co., Philadelphia and James A. Knecht (Winter 
Miller, Frick & Lindsay Co Bros.) 
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I. W. Le SET TO TRIP the light fantastic— ACROSS THE TABLE chat is en- 
joyed by Mr. and Mrs. W. W. Went- 


Reynolds Barker (Dodge Mfg. Co.) 
ind Mrs. W. H. Husing (Wm. Powell worth, Vulcan Copper & Supply Co., 
Co Cincinnati. 


STEPPING out with Mrs 
maux, Jr. (Indianapolis Brush & 
Broom Mfg.) is Jim Scott (Morse 


Twist Dill) 


Sa ee 
TABLE FOR TWO seems all right 
with Mr. and Mrs. Howard R. Swartz 
(Cleveland Cap Screw Co.) 


HAVING FUN also are Ed Meibeyer SITTING one out are Mr. and Mrs 
Albright Bray (Armstrong-Bray & Co.) 


Lufkin Rule) and Mrs. R Swander 
J it a party table 


F 
Columbian Vise & Mfg. Co 


There Was Music And Dancing Too 


BETWEEN NUMBERS chat is « CHICAGOANS Mr. and Mrs. San SOUTHERN BELLE, Mrs. H. B 
Mrs. R. C. Cut trey td Berg, Pulver Machinists Supply lonsmeire, Turner Supply Co., Mo- 
ind John Mueller, Shingle & join the merry throng on th d1 Ala lances with W. H. Husing 

: 4 Powell Co 
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EX-GOVERNOR HOFFMAN | dis 


Americanism 


JOE W. PITTS spoke from the dis 


tributor’s vie wpoint 


JOINT MEETING SPEAKERS DISCUSS 


Distributor-Manufacturer Relations 


ON THEIR WAY to the meeting are 
two southerners: A. R. Nicolas and 


Jules Kester of Kester Machinery 


WHAT DISTRIBUTORS and manufac 


turers expect of each other was dis 
cussed at the final joint meeting held 
in the American Room of the Hotel 
l'ravmore 

Joe W Pitts president of the 
Brown-Roberts Hardware & Supply 
Co., Ltd., and new president of the 
Southern Association, spoke from the 
distributors standpoint and William 
\. Purtell, president of the Holo- 
Krome Screw Corp., from the manu 
facturer’s viewpoint 

Ex-Governor H. G. Hoffman of 
New Jersey delivered the concluding 
address of the convention 

Mr. Hoffman, stressed the need to 
sell the advantages of the American 
svstem of capitalism to insure a con 
tinued increase in the standard of liv 
ing in this country 


W. A. PURTELL 


manufacturer's side 


presented the 


\t the conclusion of the meeting, 
three distributors and three manufac 
turers were presented with door prizes. 
Distributor winners were: Stanley J. 
Leen, Jr. of Stanley J. Leen Co., 
Brewer, Me., A. A. Beaufils of H. 
Channon Co. Industrial Sales Divi 
sion of Hibbard Spencer Bartlett & 
Co., Chicago, N. W. Flagg of Page, 
Steele & Flagg Co., New Haven, 
Conn., and John Kline of Reilly Bros. 
& Raub, Lancaster, Pa. 

Manufacturer winners of door 
prizes were: Fred C. Smith of the 
McKay Co., E. D. Baskin, Upson 
Walton Co., John Corkery, Independ 
ent Pneumatic Tool Co., and George 
C. Strople, S. W. Card Mfg. Co. 

(he important points of Mr. Pur 
tell’s and Mr. Pitt’s speeches are given 
on the next two pages 





RETIRING PRESIDENTS HONORED 


IN RECOGNITION of the work 
retiring presidents of the assoc 
president of The Dumore Co., 
1 Hamilton watch The 


engraved 


a 
ie 


iations, Robert I 
presented each with an tion, 
presentation was 


by the three 
Hamilton, 


in INpusrriat Disrrisution’s parlors. Pictured below (left) 
Mr. Hamilton is speaking to Ray Neal, National Associa- 
ind George Weaks, Southern Association 

made Mr. Beardslee receives his gift from Mr. Hamilton. 


Below 





What We Expect 


Manufacturer and Distributor out- 


in moving industrial supplies 


By JOE W. PITTS, President 
Brown-Robert Hardware and Supply Co., Ltd. 
Alexandria, Louisiana 


Manufacturers should employ qualified representatives 
to hold sales meetings for distributors, and qualified 
factory men to make calls with distributor salesmen. One 
of the best methods of reducing the cost of distribution 
is through better knowledge of the product that we are 
selling, without our having to continually call on the 
manufacturer for help. 

Manufacturers should provide adequate profit 
margins for distributors. Distributors should rightly 
expect the discount schedule on a product line to be 
sufficiently wide to cover the costs of handling and 
selling the product, with a fair profit left over. 


EARLY RISERS, these four have time to watch the board- 
walk strollers before going to the meeting. They are all 
from T. B. Wood’s Sons Co., and are C. O. Wood, Jr., 
F. Leseter Marshall, R. C. Reese and G. M. Henderson 


Manufacturing executives should occasionally call on 
distributors to talk over mutual problems. If the top level 
executives of distributors and manufacturers could get 
together occasionally on our home grounds, we could 
better answer for you such questions as “Do you like our 
salesmen? How well do our men work with yours? Is 
our salesmen’s cooperation good in the matter of getting 
an early start, on coverage and cooperation on prospects?” 
and possibly a question as to our knowledge of business 
conditions in our particular territory. 

Manufacturers should adopt clearly defined and easily 
understood sales policies. Tied in with this question are, 
of course, such questions as direct competition, sales to 
original equipment accounts, what constitutes an original 
equipment account, territorial arrangements, and the 

STROLLING down the boardwalk, heading for the meet handling of direct inquiries. 

ing are R. D. Fye, E. C. Bliss and W. L. Parcell, all of Manufacturers should allow a standard two per 

rhe Ridge Tool Co., along with E. R. Barkley of Beaver cent discount to distributors for cash purchases. The 

Pipe Tools, In cash discount that we allow amounts to considerably 
more than that which we receive from manufac- 
turers, due to our having to allow it on our selling 
price. 


Manufacturers should improve the packaging of their 
products. Standard package quantities should be reduced 
to feasible minima. We would also suggest putting clear 
ind complete identification marks on packages 

Manufacturers should furnish us with net user prices 
for our convenience. Quantity differential prices are a 
must, and we should have a suggested price for broken 
quantities so that a smaller proportion of our sales will be 
of the loss variety. 

The manufacturer should cooperate with the dis- 
tributor on the problem of surplus and/or tough 
items. Such merchandise might be in fairly good 
demand in other sections of a manufacturer's terri- 
tory, so why couldn't transfers be made? 


Manufacturers should establish consumer acceptance 
IN THE LOBBY, about to attend the joint opening session for products in the national market. It is well to mention 
are these three delegates from Masback, Inc., New York that distributors would greatly appreciate it if manu- 
They are Harry A. DeVoe, August P. Wilkens and Edwin facturers would mention in national ads that their prod- 
R. Masback, Jr ucts are available from local industrial supply houses 
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of Each Other 


line each  partner’s obligations 


from factory to ultimate user 


By WILLIAM A. PURTELL, President 
Holo.Krome Screw Corporation 
Hartford, Connecticut 


Manufacturers may expect that distributors will make 
the manufacturers’ products readily available to customers 
in the distributors’ areas. This means that distributors 
should not only carry adequate stock to meet normal KA esse : 
customer requirements, but should also have an efficient LEAVING THE HOTEL to attend the meeting are two 
method of stock control. Harris Pump & Supply Co., men from Pittsburgh—Howard 
Brenholts and T. H. Hubbard. They're with Edward K. 


Distributors should maintain effective sales forces, Welles of Charles H. Besly & Co. 


adequately supervised. Sales direction of distributor sales- 

men must always be of the highest order; salesmen, to do 

a good job, must have help from their executives. Sales- 

men must know the lines they handle, and completely 

understand their products and their applications. 

Distributors should make more efficient use of 

sales analysis, to find out who their customers are 
and what their needs are. Too many distributors live 
off only a few large accounts, overlooking potential 
sales for many lines. Small die and tool shops 
particularly are often overlooked. 


There is a need for more sales promotion at the dis- 
tributor level. Mailing lists should not only be kept up 
and used, but they should be properly used. 

Distributors should help manufacturers to utilize their 
investments in sales forces. Many manufacturers’ repre 
sentatives arrive at various supply houses to find that 
calls are not properly planned, or calls are made that do 
not require the help of the manufacturers’ men at all. 

Manufacturers may rightly expect their distribu- RIDING IN COMFORT along the boardwalk are Mr. and 
tors to be financially stable. Recognizing the status Mrs. Jack Proven of Porter Cable Machine Co., and 
of their distributors as independent businessmen Mrs. Kenneth R. Beardslee. Mr. Beardslee, Carboloy Co., 
and as their customers, manufacturers feel their dis- was delayed in getting to the convention. ; 
tributors should carefully maintain their credit and 
financial standing. Distributors should take their 
manufacturers into their confidence about financial 
problems; financial questions arising from individual 
distributor accounts should also be discussed. 


Manufacturers expect intelligent loyalty from their 
distributors. Intelligent loyalty means more than merel\ 
representing lines. The distributor should be a function- 
ing, though independent, part of each manufacturer’s 
sales organization. To do this, the distributor should 
develop a well thought thorough sales policy and keep his 
manufacturers informed of what it is and any change 
Probably the most important overall point is that both 
manufacturers and distributors should take some action 
in implementing these and other suggestions for impro\ 
ing relations between themselves. 
This has already been done to some extent. Several 
years ago it was inconceivable that distributors and 
manufacturers could sit down together and talk over 
their problems, suggesting ways that these problems REGISTERING at the auditorium are F. M. Manning, 
could be solved. I expect that twenty years from now Wimberly & Thomas, Hardware Co., Birmingham; R. B 
when we gather together we shall have made so much Storms, and L. A. Rosell of Tornado Supply Co., Anniston, 
progress that we shall find little to talk about. Ala.; and J. F. Shackleford of Wimberly & Thomas 
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NEW OFFICERS and executive committeemen of the 
Wellford, Jr., first vice- 
president; B. S. Barker, second vice-president; J. W. Pitts, 
president; C. McD. England, Richard Alcott, G. G. Weaks, 
L. F. Perkins, P. J. Stine and Ashley DeWitt. 


Southern Association are W. L 


Antonio, Tex., 


a 
i 


— 


SILVER CUP AND TRAY SET, gift of the association 
for services rendered, is presented to retiring president 
George G. Weaks, Weaks Supply Co., 
C. C. Krueger, San Antonio Machine & Supply Co., 
after the group’s meeting in the Claridge 


Monroe, La., by 
San 


Southerners Back Sales Training Film Project 


Committee activities, panel discussion emphasize cost reduction, 


improved sales performance at 48th annual convention meeting 


Mempsers of the Southern Supply & 
Machinery Distributors Association 
voted to share in the expense of pro- 
ducing a salesman training strip film 
at the 48th annual convention meet 
ing held at the Hotel Claridge. En 
thusiasm for the project was expressed 
by an unanimous vote to empower the 
executive committe to spend a sum of 
not more than $3,000 as the associ 
ation’s share in the production cost. 

Retiring President George G 
Weaks, Weaks Supply Co., Monroe, 
La., presided it the meeting, which he 
opened with a report of the year’s 
activities. Prior to delivering his re- 
port, Mr. Weaks asked for a silent 
tribute to three deceased members 
They were Charles W. Brooks, Amer 
ican Machinery Supply Co., Atlanta, 
Ga., who died March 8; William J 
Riley, W J. Riley Supply Co., 
Monroe, La., who died on April 14, 
ind James M. Bates, Moore-Handley 
Hardware Co., Birmingham, Ala., who 
died on May 9 

Mr. Weaks stressed the need to 
develop the issociation’s activities in 
helping member organizations to cut 
operating costs and increase sales in 
the changing and somewhat unstabl« 
economy. He said that the 
ation’s program was designed for the 
purpose and expressed his thanks to 


assocl 


each committee for its efforts toward 
that end. 

Walker L. Wellford, Jr., president 
of the J. E. Dilworth Co., Memphis, 
l'enn., read the report of the executive 
committee. Mr. Wellford cited the 
fact that the association operated all 
its activities well within its income. 
He reported that although the mem 
bership was at the highest level in the 
history there were still many firms 
who could qualify for membership. 
The introduction and sponsoring of 
candidates, Mr. Wellford said, was a 
matter for members in each locality. 
He said he did not want to give the 
impression that the association was 
conducting a drive for members but 
stated that qualified prospects should 
be approached. 


Treasurer Reports 


Mr. Wellford then read a resolu 
tion thanking the American Supply & 
Machinery Manufacturers Association 
and the National Supply & Machinery 
Distributors Association for their co 
operation in industry and convention 
activities. The resolution was adopted 
unanimously. 

The treasurer's report, read by E. L 
Pugh, secretary-treasurer, was adopted 
unanimously. It showed that the as- 
sociation was in excellent financial 
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condition with ample reserves 

Ben S. Barker, chairman of the 
Joint Industry Committee, acquainted 
the members of the association with 
the purpose of the group. Mr. Barker, 
who is an officer of Pye-Barker Supply 
Co., Atlanta, Ga., said that the 
committee which includes some 40 
representatives from both distributor 
organizations, is concerned with the in- 
troduction and adoption of econom- 
ical practices in the industry. Some 
of the activities include the simplifica- 
tion of discount schedules, decimal 
packaging, improved packaging and 
labeling, net prices where practicable. 
I'he committee’s program, Mr. Barker 
said, was long range and some of the 
results may take years. However, he 
added, many results are showing up in 
improvements announced by manu 
facturers in the past year. 

In an address entitled “How to Get 
the Most from Your Association,” 
Lloyd B. Mize, president of the In 
dustrial Supply Corp., Richmond, Va., 
said that what was to the point in 
1902 when the association was founded, 
was just as true today. Mr. Mize said 
that the association was founded on 
April 15, 1902 at the Argyll Hotel, 
Charleston, S. C. At that meeting of 
some 19 southern industrial supply 
distributors, Glenn B. Jennings of the 





rar 


FROM ALL POINTS came R. T 


AFTER BREAKFAST conversation holds R. S. Boyd, Mize 
Supply Co., Waynesboro, Va.; J. C. Cowan, Alamo Iron 
Works, San Antonio, Tex., and W. A. Davies, Moore- 
Handley Hdwe. Co., Birmingham, Ala. 


Cameron & Barkley Co., Charleston, 
gave the reasons for the formation of 
the association. Mr. Mize read Mr. 
Jennings’ talk which emphasized the 
need for discussion of common prob 
lems, the exchange of ideas, the need 
for understanding among men en- 
gaged in the same industry. 

Mr. Mize then listed some of the 
things that members can do to get the 
most from association activities. These 
included making and using sales re 
ports of the association; making and 
using expense reports; answering ques 
tionnaires sent out by the various com 
mittees; donating time for committee 
work; inviting new members to join 
and to be willing to suggest and ex- 
change ideas 


Sales Promotion 


C. McDonald England, Jr.. vice 
president, Logan Hardware & Supply 
Co., Logan, W. Va., and chairman 
of the Sales Promotion Committee, 
informed the members of the initial 
results of a survey conducted to deter 
mine to what extent various 
promotion devices were used by mem 
bers. This tabulation showed that 100 
percent of the members used direct 
mail, 71 percent had catalogs, 43 per- 
cent eal newspaper advertising, 88 


sales 


percent had displays and 90 percent 


Anderson, Green Hdwe 
& Supply Co., Kingsport, Tenn.; C. C. Krueger, San An 
tonio Machine & Supply Co., San Antonio, Tex., and J. H. 
McDonald, Brown-Roberts Hdwe., Alexandria, La. 


. 
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SOMETHING FUNNY is a? by George Booth, Caro- 
lina Machinery & Supply 

C. R. Dent, Blue Ridge Hdwe. & Supply Co., and Henry 
C. Coit, Engineering Supply, Dallas, react favorably. 


o., Rocky Mount, N. C., as 


AT COFFEE Lee D. Stoner, Fulton Supply Co., Atlanta, 
Ga.; Malcolm Haas and Edward F. Stauss, Stauss & Haas, 
New Orleans, La., talk over business and other prospects in 


their respective territories. 


engaged in product exhibitions or 
demonstrations. 

On the basis of the tabulation, Mr. 
England suggested that the continu- 
ing work of the committee be devoted 
to the exploration of direct mail with 
the object of preparing a manual. The 
manual, he added, would be of great 
benefit to distributors desiring to in- 
crease their advertising efficiency along 
these lines. Mr. England acknowl 
edged assistance from Walter | 
Crowder, editor of InpustriAL Distr1 
BUTION, in designing the questionnaire 
used in the survey and recommended 
the packaged advertising program 
printed in the May, 1950 issue of 
INDUSTRIAL DistRIBUTION which was 
designed to “sell” the distributor’s 
services as well as products. 

Speaking on “The Distributor Who 
Will Make A Profit In 1950,”’ Paul J. 
Stine, vice-president, Harry P. Leu, 
Inc., Orlando, Fla., said that the terms 
in which a Quadruple A distributor 
are thought of are Administrative, 
Advertising, Active Associations and 
Competition and Available Men and 
Materials. 

“Tt has been my observation,” Mr 
Stine said, ‘“‘that most great businesses 
grow from great leadership—man’s 
impression on man. Character in busi- 
ness is a priceless possession; it cannot 
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be purchased but must be built by 
years of service, courtesy, immediate 
handling of complaints, fair price and 
fair play, cheerful personnel.” 

Credits, Mr. Stine continued, 
should be watched as business failures 
almost doubled in 1949 as over 1948. 
Three fourths of the failures, he 
added, began operations in the past 
hive years. 


Advertising Hints 


The possibilities of retain title time 
payment selling, Mr. Stine - said, 
should not be overlooked by the dis- 
tributor. Credit managers, he stated, 
should look carefully at any govern 
ment financed business as their fore- 
closures, in most cases, take all the 
assets. 

Mr. Stine gave nine hints on ad- 
vertising which distributors could use. 
These included (1 Direct mail. 
Maintain your own advertising depart 
ment using stuffers, folders, letters and 
stock sheets with reply cards; (2) 
Newspaper. Use classified, display and 
publicity. Keep your name and the 
products you handle before the pub- 
lic. Also send press releases of com 
pany functions such as picnics, din- 
ners, etc., using pictures; (3) Use 
periodicals closely associated with the 
markets you cover; (4) Your men are 





POINT IS RAISED by W. J. Anderson, Chattanooga Bltg. 
& Supply Co., Chattanooga, Tenn. (right); for Ben Barker, 
Pye-Barker Supply Co., Atlanta, Ga., and R. A. Toole, Toole 


Supply Co., Augusta, Ga. 


FIRST LADY of the Southern Associa 
tion, Mrs. Joe W. Pitts, poses with her 
husband, elected president. Mr. Pitts’ 
father also held the office 


asking for orders every day. Suppl 
ment this with every medium in ad 
vertising you can—key rings, pencils, 
blotters, matches, etc.; (5) Catalogs; 
6) Display merchandise. Use window 
ind floor displays, demonstrate tools, 
hold tool clinics, etc.; (7) Sales stimuli 
such as moving, activating shows at 
fairs, etc.; (8) This vear being our 
SOth have published 
1 32-page tabloid to a 45,000 circula 
tion besides a 
tween four an 


anniversary we 
direct mailing of be 
five thousand; we have 
ilso used a brochure, this being the 
fourth, illustrating a wide variety of 
nerchandise available in our ware 
establish a trademark and use 
this at every rtunity; 
feel the 
vour locality, use it 

“Have vou sto] 
Mr. Stine adde 
y point 
percent, 


house; 
Oppo 
PI 


radio is a good 


taxation 
your in- 


on rporati 
increasing as 
come increases? Use 
heap dollar in 
Mr. Stine idvised 
trade ass work 
tion, but not collusion, 


more if your 
idvertising.”” 
ilso 


ictivity in 
ind 
with ¢ 


clation oopera 


ympeti 


the meeting. 


A TWOSOME at breakfast included 
H. T. Johnson, Ferebee-Johnson Co., 
Lynchburg, Va., and W. W. “Chic” 
Sale, Blue Ridge Hdwe. & Supply Co. 


tion. Mr. Stine deplored the use of 
“leaders” as a means of developing 
business and the practice of selling 
material delivered as means to obtain 
what is at best only a temporary ad 
vantage 

All reports on “‘price-cutting’” Mr. 
Stine said, should be checked and 
none accepted until definite proof 
such as an invoice is obtained. 

The contact that we have as an 
organization,” Mr. Stine said, “is pri 
marily through our outside salesmen. 
If we have trained these men to sell 
nstead of taking orders, to be con 
stantly on the lookout for new busi 
ness as well as keeping the old busi 
ness, back them up with good inside 

lesmen and good office personnel 
ind continually train all of these sales 
eople with everything we have at 
hand, through every medium, includ 
ing regular planned and scheduled 
sales meetings of all of the employees 
vho are now or will be in sales or 
mtact with our customers, then we 
in hope to be qualified to serve the 
best people on earth, OUR CUS 
COMERS. 


SERIOUS THINGS occupy Harold Young, Murray Co., 
Dallas, Tex.; J. S. Plowden and W. E. Diener, Jr., Plowden 
Supply Co., Houston, Tex., after a good breakfast prior to 


VETERAN of many previous conven- 
tions, A. Brooke Smith, Smith-Court- 
ney Co., Richmond, Va., enters the 
meeting hall for another 


“Our magazine, INpustRIAL Distrt- 
BUTION, has offered many valuable 
ideas, helps and suggestions for train- 
ing your men. See that everyone has 
the opportunity to read and study this 
fine magazine. Use motion pictures 
and other visual aids in training. Use 
suggestions from salesmen, employees 
and customers to advance and benefit 
your organization. 

“Every employee you have is in 
terested in job security. Show them 
that business must prosper if they 
are to prosper, or, putting it another 
way, a profitable company is the way 
to job security. Create a sense of be 
longing, that they are a part of a 
team. . . Show the employees and give 
everyone an opportunity to advancc 
ind that their advancement depends 
on them. . . We have to be consid 
erate, men are the lifeblood of our 
immediate business 

Following Mr. Stine’s talk, a panel 
discussion of current distributor prob 
lems was held with Joe W. Pitts, 
Brown-Roberts Hardware & Supply 
Co., Ltd., Alexandria, La., serving as 
moderator. 


(MORE CONVENTION REPORTS & PICTURES ON PAGES 194—208) 
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Thanb;you for your Order N 


Ph eae 


We are shipping at once ——————— an mr ‘ 
We will ship balance ———-——-—~ 


We will ship complete ———— 


221 THIRD AVENUE 8. 
CEDAR RAPIDS 1OWA 


A PLUG for Allen Supply Co.’s catalog appears on every 
mailing piece, handout notebook and letterhead. The cata 


log’s facsimile is reproduced in red, suggesting to the cus- 
tomer that he reach for the Allen catalog first 


Do You Plug Your Catalog? 


No dust-catcher this Allen Supply Co. catalog, continuous plugging has increased 


mail and phone orders and created catalog use-preference with customers 


“Our cCaTAaLoc is like a piece of merchandise with us,” 
said J. M. Allen, manager of the Allen Supply Co., Cedat 
Rapids. ‘““We believe it has to be sold if we are to suc 
ceed in having customers use our catalog in preference to 
our competitors 

Since their first catalog was published in 1947, Allen 
Supply has used a facsimile reproduction of their catalog 
as their business hallmark. A continuous advertising and 
promotion campaign, plugging their catalog in every pos 
sible manner with the trade, has increased immeasurably 
the all-round value of the catalog to them 
a sales tool. 

The catalog promotion campaign, according to M1 
Allen, is responsible for 

1. Increasing and maintaining a substantial volum« 
of mail and phone orders 
2. Creating a catalog use-preference with customers 
over competitive catalogs 

Placing a distributor's catalog in the hands of the right 
people, and waiting for orders to “roll” in is only the 
beginning of the capable selling job a catalog can do, M1 
Allen said. To give this silent salesman more “voice” in 
its sales presentation, all Allen Supply letterheads, calling 
cards, order acknowledgment cards, and handout note 


especially as 


books carry the catalog facsimile imprint. Every time the 
firm name appears in print, 1 reproduced facsimile of the 
firm’s brilliant red catalog is printed in its actual color. 
Ihe company phone number is effectively displayed 
along with the catalog reproduction whenever possible. 

“The catalog and the firm’s telephone number have a 
close working relationship,” said Mr. Allen. 

Allen salesmen like the catalog promotion campaign. 
They know their catalog is giving them the utmost in 
sales help. Fear that the catalogs will collect dust on their 
customers’ shelves is removed. The calling cards and note- 
books salesmen pass out to customers in their daily rounds 
are subtle but strong reminders plugging for the custom 
ers’ increased use of the Allen catalog and, consequently, 
for increased sales volume 

Although they have no yardstick with which to measure 
accurately the sales results, Allen management men are 
certain their catalog is much more valuable to them 
because of catalog promotional activities. ‘Their company 
catalog represents a substantial investment in future sales. 
Ihe sooner this investment return is realized the better 
they like it. By adding promotion Allen officials feel their 
catalog is delivering its top salesmaking ability and more 
than earning its way for Allen Supply Co. 
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MENTAL QUALITIES of salesman candidates at Ellis & Lowe, Tampa, Fla. are 


now tested by B. B. Harliss, psychological counselor, and results have been good 


Are Aptitude 


Exvus & Lowe Co., Tampa, Fla., does not claim to have 
a conclusive answer to the above question. However, 
the firm’s experience in hiring salesmen with and without 
aptitude tests has made Bert B. Lowe, president, and 
J. E. Ellis, vice-president and treasurer, optimistic. 

Ellis & Lowe began selecting salesmen in the customary 
way—interviewing, studying and probing references and 
background. The objective was to crganize a staff of six 
men. In three years only four men were on the job out 
of a total of eight hired. Of the four who did not remain, 
three lasted six months each, and another a year. 

Although a manpower shortage and a seller’s market 
complicated the task of hiring industrial supply salesmen, 
Mr. Ellis did not feel the company’s record in selecting 
TESTS are taken by candidate at counselor's office salesmen we impressive Both officers agreed that it 
under direction of Miss Jane Martin, psychometrist took from six months to a year to determine whether a 

man would be satisfactory. Both‘agree that failures in 
selections were costly and retarded the firm’s sales efforts. 
\s a result, it was agreed to try aptitude testing. 

In the last three years, during which time three sales- 
man candidates were tested ky a local counselor, the 
sales staff has been brought up ¢o its full complement by 
two highly competent men. The third was hired against 
the specific advice of the counselor. The man had excel- 
lent salesman characteristics but the counselor pointed 
out highly unstable tendencies and said he would not 
remain with the company long. Although he turned out 
to be a good salesman, the man stayed on the job only 
18 months and then resigned to enter a totally different 
field at less money. 

\ptitude testing, Mr. Lowe explained, is rather a simple 
matter. The firm uses Psychological Counselors, Inc., of 
Tampa which does virtually all the work. The service, 
directed by Byron B. Harliss, B.A. and M.A., University 
of Florida, charges $30 per test and delivers personal 
characteristics profile and a detailed written report with 
recommendations within two days. An oral report by 

REPORT and profile are studied by Mr. Ellis and Mr. Lowe telephone mav be obtained within 24 hours 
#8 hours after candidate underwent test Mr. Lowe secures applicants from an employment 


aebpeeeaenee?’ 


\ 
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APPLICANTS are secured from an 
employment agency by Bert B. Lowe 


Tests Beneficial? 


agency and, with Mr. Ellis, selects the most likely one fot 
a psychological test. Men who have had some previous 
sales experience, in no matter what field, are preferred. 
[he technique of making cold calls, Mr. Lowe has 


learned, is not easily acquired by most men, despite the 
fact that they may know industrial supplies well. 

Candidates are interviewed on background (family 
men preferred, because of greater stability); education 
(no formal requirements here); former experience (sell 
ing preferred); former employers (for further informa 
tion); and references, (to determine character and 
responsibility ) . 

Upon selecting the candidate, Mr. Lowe arranges a 
test with Mr. Harliss who interviews the candidate to 
screen him for clinical evidence of social skills, social 
standards, voice, etc. In some instances, Mr. Harliss said, 
it is possible to determine whether a candidate should 
take the test. In that event, the employer is advised and 
asked whether to continue testing 

Ihe test takes four to four and a half hours to com 
plete. It is supervised by Mr. Harliss’ staff of psychome 
trists, qualified by education and training. Actually, there 
are a battery of tests, each designed to delineate the 
candidate’s ratings in characteristics and aptitudes found 
dominant in salesmen. These characteristics ratings form 
the candidate’s personal characteristics profile. 

I'he profile is delineated by ratings on: 

1. Mental Alertness—his capacity for learning, his 
level of organization. 

2. Vocabulary—how many words he understands. 

3. Verbal Fluency—how easily words come to him. 

4. Social Intelligence—judgment in social situations; 
his understanding of human nature; his sense of humor 
5. Emotional Stability—depth of reserves, his ability to 
“take it”; ability to react favorably in bad situations. 

6. Dominance-Aggressiveness—His ability to command 
situations (does not imply high pressure methods). 

7. Extroversion—interest in things, people, activities. 

8. Self-Sufficiency—confidence, ability to be own boss. 


INITIAL INTERVIEW with J. E. Ellis, vice-president, and Mr. Lowe, screens 
applicants. They pick most desirable applicant for testing 


PERSONAL CHARACTERISTICS PROFILE 


Psychological Counseling, lnc 103 S. Franklin Se Tompe 2, Floride Phone M.3157 


Type of Battery 
mos Sex Testing Dote 


PERCENTILE RANK SCALE 
Venaae 


= = 











SOCIAL INTELLIGENCE 
EMOTIONAL STABILITY 
DUMINANCE - AGGRESSIVENESS 
EXTRUVERSIUS 

SELY - SUFFICIENCY 
EOuMOMIC DRIVE 
COMPETITIVE DRIVE 




















CHARACTERISTICS PROFILE indicates ratings in 10 
tests. Above profile chart shows how 200 sales people (con 
tinuous line) outrank 200 non-sales people in tests of 10 
characteristics for which salesmen are tested 


9. Economic drive—how badly does he want to make 
money, to improve his economic position. 

10. Competitive drive—willingness to meet competi 
tion, ability to do well under competitive pressure. 

I'he results of the tests are analyzed by Mr. Harliss and 
the various factors weighed against each other. He then 
draws up a report which treats the results in non-technical 
language. The conclusions are given in detail, pointing 
out favorable and unfavorable factors, and giving Mr. 
Harliss’ recommendation. 

Upon receiving the written report and characteristics 
profile, Mr. Ellis and Mr. Lowe study and discuss it 
\fter this professional advice, they make their decision 
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exhibit for a St. Louis P. A. show. 


TELLING THE BUYER what he wants to know is the psychology behind this Sligo, Inc., 


SLIGO BUILDS ITS PRODUCTS EXHIBITS SO THAT... 


They Answer The Buyers’ Questions 


Your exhibits can do an effective selling job, Sligo officials say, if you 
£) g ) ; 


plan carefully and employ customer psychology right from the start 


Sligo officials say, “but to do it, your exhibit 


BUILDING AN EFFECTIVE product show exhibit is impor shows,” 


tant business to management of Sligo Inc., St. Louis. 
They say “A product exhibit is like a salesman’s sales 
presentation: first, it should stimulate interest, and then 
it should sell by showing the buyer advantages he finds 
hard to resist.”” They savy too, that the distributor should 
build his exhibit himself; a successful product exhibit, 
results when you know 


1. How to apply customer psychology to product show 
exhibits. 
How to plan and build an exhibit that is attractive 
ind incorporates good display merchandising ideas 


Applied customer psychology means hitting the prod 
uct show audience where their interest lies. As an 
example, when building a product show exhibit for a 
purchasing agent show, they realize that most purchasing 
agents are not prepared to make purchasing commit 
ments. Still, the same display-it-to-sell-it idea prevails. 


i 
‘A ; > selling jol | T rod 
convincing selling job can be done at product 


must answer the questions that are paramount in a 
purchasing agent’s mind. Questions such as: “Where 
can I get quality, industrial supplics, tools and equip- 
ment locally?; Does this distributor have the ability to 
give quick, competent service?; Can he prove the claims 
the manufacturer makes for the products he carries?; 
How will costs compare with competitive products?” 

In product shows where industrial engineers and plant 
foremen make up the audience, an exhibit should have a 
technical approach. Sligo men say: “It should tell this 
group how our services and products can result in more 
efficient production methods and cost reduction measures 
in their plants. In short, how they can do a better job.” 

Ideas for a successful product exhibit never stem com 
pletely from one man, said J. J. Muth, plant superintend 
ent. Sligo salesmen, management and factory representa 
tives all contribute ideas. These men, in daily touch with 
their customers, know where the interest lies. 

“It’s their show and any recommendations they make 


INDUSTRIAL DISTRIBUTION © JUNE, 1950 





IDEAS for the successful product show exhibit come from 
factory representatives and salesmen W. E. Shumway, 
R. O. Andersen and E. H. Styffe, (Norton Co.) contribute 
their ideas as C. FE. Harding, Sligo sales manager, listens in 


ve 


CAREFUL DESIGNING of product display boards in 
reases their sales ability Paper layouts help in making 
the product grouping effective. Both product and brand 
name can be easily identified by product show visitors 


should be carefully studied. A product display built on a 


take-it-or-leave-it basis will develop little sales enthusiasm.” 


To create interest, Sligo does not rely upon tricks. 
They believe product demonstration does the most 
interesting and convincing selling job by attracting atten 
tion and still carrying a selling message to the audience 
Just make sure’, said C. EF. Harding, vice-president in 
charge of sales, “that the salesman or factory representa 
tive demonstrating the equipment, is fully equipped to 
answer all the buyers’ questions intelligently. Have plenty 
of descriptive literature on hand and never trust the job 
to an apprentice 


Check Facilities 


he first move in planning for this year’s P. A. show 
in St. Louis was to visit the show room and check the 
available floor space dimensions and service facilities. 
Careful planning and development, contribute to mak 
ing an exhibit physically attractive and effective. So, on 
location, they make a rough sketch of the floor plan, 
noting the positions of radiators, electrical outlets, col 


umns, doorways and any other physical aspects of the 


exhibit space that might have a bearing on the develop 
ment of an effective product display 


ADVANCE PLANNING eliminates display obstacles 
Sligo’s exhibit is planned on their warehouse floor. Chalk 
lines represent the dimensions of the proposed exhibit space 
and mark the positions of electrical outlets, columns, etc 


DRESS REHEARSAL for the exhibit insures readiness 
at show time. J. J. DeMuth and R. Vanderwerff make a 
few last minute changes because physical atractiveness is 
necessary to good display merchandising 


Sligo’s exhibit is built in their warehouse. When the 
exhibit nears completion, a dress rehearsal is staged. 
Chalk lines are drawn on the warehouse floor to show 
the actual display floor space available at the exhibit hall. 
Additional chalk lines indicate the positions of electrical 
outlets, columns, doorways, etc 


Dress Rehearsal 


Building the exhibit from a chalk line foundation per- 
mits better visualizing and planning. The display is 
developed piece by piece, adding grouped product dis 
plays, always making sure that the product name and 
the product itself, can be identified by visitors 15 or 20 
feet away. Finally, at dress rehearsal time, the entire 
exhibit is subjected to constructive criticism and sug 
gestions for improvement. ‘The dress rehearsal results 
in a balanced display and guards against trying to crowd 
too many items into one exhibit. Overcrowding confuses 
the buyer, and fails to capture his interest. 

When the dress rehearsal is over the exhibit is moved 
on to the exhibit hall ready to do a convincing sales job 
he display units will fit into their respective places, 
lighting will be correct and the display will have the 
physical attractiveness necessary to good merchandising. 
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DATA FOR A NEW TRAP SET UP, requested on the 
current call, sends Cliff Oblinger, chief engineer, and Mr 
Becker to the manufacturer’s catalog for specifications 


book is Joseph Becker, Wiley-Hughes Supply Co., Inc., 
I'renton, entering a paper plant, certain he can sell supplies 


Want More Confidence?—Sales? Keep Notes 


There is plenty of sales gold in customers’ plants, says 


you've got to dig for it, keep notes on it, and “mine” it 


Let it be understood that Mr. Becker’s little book 
is not intended as a substitute for Wiley-Hughes’ file 


LITTLE BLACK BOOKS have been known to get some 


people into hot water—but not Joe Becker, salesman 
for Wiley-Hughes Supply Co., Inc. of Trenton, N. J. 
His black booklet keeps him out of trouble and “in 
solid”’ with his customers 

lor what goes into Mr. Becker's “little black book” 
are the dozen small but important figures and details 
that a salesman would like to remember about his cus 
tomers and his sales, especially the good sales he puts 
through. At any rate, that’s Mr. Becker’s profitable 
habit, and he takes particular pains, in his notes, with 
those “‘first installations’’ where he was strictly on his 
own and plugging hard to make his break-in sales 

Ihe pages of Salesman Becker’s little book contain 
big facts and small. Frequently, turning the pages at 
random, you'll find notes like 

Saw Bigelow today, new p.a. at Ace. Picture three 
children on desk. Remember next time and comment.” 

Or this 

“Dillson Corp., laundry, several mangles. Natural for 
traps, strainers. But go slow; p.a. is a store-shopper 
type 

Sometimes the booklet note will be a simple reminder, 
under “Things To Do’ 

“Check Patterson in p.m. Flat belt order Union 
Paper. Obie says hurry.” Then there will be a line 
through it indicating it’s been attended to. A line, not 
an erasure, for this is a record, too, and can be pulled 
out if something goes wrong along the way, or the ques 
tion comes up again 

Another reminder note will read: “New plant out 
turnpike, looks industrial ) 
back issues newspapers.” Or 
trait reminder Leighton’s sect’y likes candy; box at 
elbow all the time. Carry some next call: chewy stuff.” 


Check municipal records, 
inother note, a personal 


records on its customers. All such information is con 
tained in the salesman call reports turned in regularly 
to sales manager Cliff Coleman. Actually, the little 
book effectively supplements, on a more personal level, 
the cut-and-dried statements and figures in the com 
pany’s files. It brings them to life. 

Wiley-Hughes customer account records may say, for 
instance, that the W— Corp. has just about stopped 
buying perishable tools; a simple count of “goods sold”’ 
over the last few months will show that decline. But 
only Mr. Becker’s little black book, or Mr. Becker him 
self, will be able to tell the reason for the decline; 
that the firm is on the edge of going out of business 
‘“. .. hasn’t had a contract big enough to carry expenses 
since last December.” 


Customers Are Alphabetized 


The memo book is probably most useful to Mr. 
Becker in the installation data he writes down for each 
customer. He has the facts all in one place under the 
firm name. Reading them, one can trace the salesman’s 
story of success—or failure—with a plant man. 

The notes he jotted over a period of time on Union 
Mills are a case in point. (It should be said that Sales 
man Becker has been with Wiley-Hughes only a year, 
which makes his progress at Union the more remarkable). 

Mr. Becker writes 

“At Union Mills Paper Mfg. Co., New Hope, Pa. 

Oblinger, chief eng. good guy, easy talk with. ‘Traps, 

replacement job, space limited. Half-doz. three-quarter 

start. Big power setup here, trans. items. ‘Try it.” 
And a little later 
“Emergency call Union Mills (Oblinger) abrasive 
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ORIGINAL INSTALLATION some months ago, a trap STOCK CHECK IN THE SHOP reveals the firm has sev 
setup, led to sales of related products, based on observations eral sizes on hand, need only fillout sizes and ratings to 
made on his first call. The trap did the job well complete the job. Out comes the little black book. 


On Your Customers 


Trenton salesman, but 


later on follow-up calls 


paper. Hopped out myself. Got order, nuts, bolts 
drills. Talked power, but slow to pick me up.” 
Subsequent notes, generally only a word or two, list 
sales Mr. Becker made on angle cutters, slitter wheels, 
1 hoist, reamers, drills, taps, another hoist, then half-a 
dozen taps, some replacement strainers, some straight 
shop maintenance items. ‘Then one day, in heavy black 
pencil, comes the note: 
“Broke through. Got canvas flat belt order, fair sale; 
14-in. 5-ply, used to run beaters; from motor to beater FROM TRAPS TO CONVEYOR BELTS, a long hard 
pulley. Iwo indep beaters in setup, onc each side.’ jump, was made by Mr. Becker through sales of pulleys, 
That opened the door to sales in the plant's power! sheaves, sprockets, angle cutters, small tools, similar items 
setup. It wasn’t long before Mr. Becker was selling 
“Obie” his gears, sprockets, bearings. As for the beaters, 
there were five such installations in the plant; today 
Salesman Becker services them all 


Reason Behind His Purpose 


There was a particular reason why Joe 'Becker tried 
hard to get over into the power setup components at 
Union Mills. The sales potential, naturally, was greater 
on that equipment than on, for instance, the steam lines; 
that was one important consideration. The other was 
Mr. Becker’s background; he walks on firm ground when 
ever he can talk up powet 
He was with Gates Rubber for two vears, in fact sincé 
the time he left the service. He can engineer drives; he 
can analyze a power installation with quirks in it and 
say just what’s wrong—and offer the solution, or th 
several solutions that will best serve the customer’ 
purpose 
Yet where there are sales to be had on heat lines, and 
only such sales, he'll work just as hard for them. One of SALESMAN WITH A FAT ACCOUNT. swings out of the 
the notes in his booklet cautions: “‘Never sell a trap paper mill with an order for 12 ft. of expensive roller chain 
]] 


9» . 
ling a strainer. ind fresh notes on what to play up his next trip 


without se 
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JOHN QUEEN 


SPEAKING at a recent meeting of the N. Y. Chapter, PTC, DISTRIBUTORS and manufacturers’ representatives enjo\ 
is J. R. Queen, Allis Chalmers. Awaiting turns are R. C dinner at Power Transmission Council meeting. Panel dis 
Moore and Al Shaw, flanking Program Chairman Fsterle cussion later aired common problems, suggested solutions 


istributor Meets Manufacturer 


Panel at Power Transmission Council meeting exchanges 


ideas on factors to be weighed in taking on new lines 


[He PRINCIPAL FACTORS that should be considered by and direct selling. 


“Unfortunately,” he said, “there is 


both sides—distributors and manufacturers—before a dis 
tributor takes on a manufacturer’s line were discussed by a 
panel of distributors and manufacturers at a recent meet 
ing of the New York Chapter of the Power ‘Transmission 
Council. As program chairman, Charles Esterle, pre 
sided over the panel 

John R. Queen, Allis-Chalmers Mfg. Co. and Roy C 
Moore, Chas. A. Schieren Co., spoke for the manufac 
turers while R. C. Beers, Atlantic Gear Works, and 
\l Shaw, Frank Tracy, Inc., represented distributors 

Prompt answers to requests for quotations and delivery, 
more careful handling of shipments, and intelligible engi 
neering data and price sheets were services requested of 
manufacturers by Mr. Shaw. He also discussed the prob 
lems of O.F.M. sales as related to distributors 


Discusses 1 ).E.M. 


“Large distributors in some cases have the privilege of 
selling O.F..M., depending on the volume of business they 
do, and the amount of stock they carry to service this 
classification,” said Mr. Shaw. “We know the O.E.M. 
has a place in our business setup, but believe the price 
setup to this group should be studied more closely.” 

Mr. Shaw suggested that most of the problems existing 
between manufacturers and distributors could be over 
come if manufacturers representatives would, when call 
ing on distributors, make an effort to become acquainted 
with the receiving clerks, pricing clerks, buyers and coun 
termen in the organization. Too many manufacturers, 
isserted Mr. Shaw, are not sufficiently acquainted with 
their distributors’ internal set-up 

Mr. Beers raised the questions of sub-distributorships 


still a tendency among some manufacturers to pick up 
the larger orders direct, and quote prices the distributor 
cannot meet.” 

He characterized the functions of the distributor as 
“keeping the wheels of industry turning to mitigate the 
loss of production from breakdown and wear, getting new 
plants and new machinery in operation quickly, and by 
intelligent service and well assorted stocks becoming a 
valuable link between the manufacturer and the user.” 


Attributes Listed 


Mr. Queen listed attributes which were expected by 
manufacturers of distributers. Chief among these were 
financial responsibility, ability to give complete and effec 
tive coverage, a knowledge of the market, and acceptance 
is a major dealer in the area by a majority of buyers. 

Mr. Moore stressed the fact that few products or com 
panies survive time unless ‘they can fit into the economic 
picture.” He went on to say that, “Too often we accept 
the position that our businesses are permanent parts of 
the business society.” Fitting a business into its proper 
place in the economic picture calls for considerable plan 
ning along product lines, according to Mr. Moore 

He maintained that distributors don’t always confine 
their attention to products which logically are distributor 
items; that they do not investigate new products with the 
thoroughness which they should; and that distributors 
sometimes put attention on new accounts at the expense 
of old, established customers 

The principal thing to remember, according to Mr. 
Moore, is that “customers judge distributors by the char- 
icter of the products they handle.” 
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DEBURRING., rounding sharp 
corners, cleaning threads 
to simplify assembly. 


CLEANING SURFACES 
on castings, rubber roughing, 
cleaning heat-treat scale. 


Know about these 
sales starters 


FOR OSBORN MASTER WIRE WHEEL BRUSHES 


ERE’S one item you can be sure is needed by 

every one of your customers . . . the Osborn 
Master® Wire Wheel Brush . . . the brush with 1001 
uses. It’s a profitable item, too, since each new sale 
starts a chain reaction to build an ever-increasing 
volume of repeat business for you. 


Every off-hand grinder or portable tool today has many 
uses for an Osborn Master Wire Wheel Brush. The 
Master Wheel removes grit and rust to prevent costly 
“loading” of abrasive wheels . . . rounds off sharp 
corners ... knocks off burrs... cleans threads... 
does a host of everyday jobs fast, easy and at low cost. 


You can expect brush sales wherever you see bench 
or pedestal-type grinders, portable tools or flexible 
shafts. Each of these power tools can be turned into a 
sales starter — simply by pointing out the many pos- 
sibilities for cutting your customers’ indirect shop 
costs with Osborn Master Wire Wheel Brushes. 


Remember Osborn Master Wheels are another in 
Osborn’s complete line of quality power, paint and 
maintenance brushes .. . built for industry by the 
company that knows industry’s problems. The Osborn 
Manufacturing Company, Dept. 300, 5401 Hamilton 
Avenue, Cleveland 14, Ohio. 





LOOK FOR THE name A 


Se 
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Industry's 
Versatile Brushing Tool 
OSBORN MASTER WHEEL 


Available in sizes 4" to 15" diam- 
eter. To fit arbors 4" to 2” size. 


REMOVING RUST, 
grit and old paint from metal 
parts for refinishing. 


PREPARING SURFACES 
for welding. Cleaning after 
welding for painting. 


RECOGNIZED EVERYWHERE FOR 
LOW END-OF-SERVICE COST 








[— 


U. S. TOTALS 








April 1950 
Compared with 
March 1950 


-3% 


First 4 Mos. 1950 
Compared with 
First 4 Mos. 1949 


April 1950 
Compared with 
April 1949 


+2 % 


CMMMM«eél 


—1% 


CompPliten By InpusTRIAL DisTRIBUTION 








Supply Sales Trends 


The strong upturn in the industrial supply field 
which materialized in March was not, according to 
reports from cooperating distributors, continued into 
April. Only the East South Central and Western 
regions showed an increase in sales, April over 
March, while average sales for the U.S. as a whole 
declined three per cent. 

For the first time, a single month of 1950 is 
higher than the same month of 1949, April 1950 be- 
ing two per cent above April 1949. 

In spite of the sales drop in April under March, 


the gap in year-to-date sales has been closed to 
within seven per cent of 1949’s. This is principally 
because 1949’s sales declined from April throughout 
most of the remaining year. A big jump in 1950 sales 
figures would probably be mostly a reflection of a 
corresponding sharp decline in 1949. 

Strong regions in year-to-date figures are the 
East South Central, the West, and the Pacific, with 
the Pacific region running seven per cent ahead of 
1949’s sales. The Pacific region’s April sales were 
14 per cent above April, 1949. 





April 1950 
Compared with 
March 1950 


April 1950 
Compared with 
April 1949 


First 4 Mos. 1950 
Compared with 
First 4 Mos. 1949 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


-10% 


MIDDLE ATLANTIC 
New Jersey 
New York 
Pennsylvania 


'-6% 





+2% 


-1% 





-3% 


-13% 
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MORE MODELS 
MORE PROFITS 


FOR 4, 


PIPE AND BOLT 
THREADERS 


SELECTIVITY is a powerful sales 
factor! That’s the big idea back of 
this 1950 line of “RAPIDUCTION 
JR.” floor type threading machines. 
Now you can offer, not one, not 
two, but FOUR choices of this 
popular, low cost “RAPIDUCTION 
JR.” ... THE machine to fit the job! 
If the PRIMARY purpose is PIPE 
threading, your customer has TWO 
selections: the No. 782 model with 
STATIONARY Die-Head; and the 
No. 782-R model with REVOLV- 
ING Die-Head. 

If the PRIMARY purpose is BOLT 
threading (including rods, studs, 
pipe nipples, etc., either BENT or 
straight) your customer has TWO 
selections: the No. 781A and the 
No. 782-A “RAPIDUCTION JR.” 
. . . both equipped with automatic 
REVOLVING Die-Head. 

Each of these four models has its 
specific advantages for specific con- 
ditions. Write TODAY for the 
complete facts. Prepare NOW to 
help your customers fit the machine 
to the job! It’s the Oster-way ... 
the PROFITABLE way to SELL! 


THE OSTER MANUFACTURING CO. 
2041 East Gist Street « Cleveland 3, Ohio 


Pipe and Bolt Threading 
Machines for Every Purpose 
and Every Budget 


yr.” 


No. 782 “Rapiduction Jr.” 
Pipe Threader 


STATIONARY Die- 
Head. Standard range: 
¥," to 2” pipe. Bolt 
range %4” to 1\y”". 
Recommend this ma- 
chine for production 
work or where cut- 
ting-to-sketch on the 
job is required. 


No. 782-R “Rapiduction Jr.” 
Pipe Threader 


REVOLVING Die- 
Head and Open Type 
Vise. Standard range 
for Pipe and bolts 
same as No. 782 
model. Recommend 
this machine for 
threading BENT pipe 
or conduit. 


No. 781-A“Rapiduction Jr.” 
Bolt Threader 


AUTOMATIC RE- 
VOLVING Die-Head. 
Standard range: 14” 
to 14” Bolts; 44" to 
114” pipe. 


No. 782-A“Rapiduction Jr.” 
Bolt Threader 


range: 14” 
Bolts; 4” to 


Standard 
to 14” 
2” pipe. 


Recommend these 
models for production 
threading of bolts, 
rods, studs, or pipe 
nipples or where pipe 
or conduit must be 
threaded after bend- 
ing. 





Write for complete 
details, 
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SALES TRENDS 


(Continued ) 





April 1950 
Compared with 
March 1950 


April 1950 
Compared with 
April 1949 


First 4 Mos. 1950 
Compared with 
First 4 Mos. 1949 





SOUTH 


Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST 
Arizona 
Colorado 
Idaho 
lowa 
Kansas 
Minnesota 
Missouri 
Montana 


Arkansas 
Louisiana 
Oklahoma 
Texas 


PACIFIC 


California 
Oregon 
Washington 





EAST NORTH CENTRAL 


EAST SOUTH CENTRAL 


Nebraska 
Nevada 

New Mexico 
North Dakota 
South Dakota 
Utah 
Wyoming 


WEST SOUTH CENTRAL 





-3% 


2% 


+13% 


+2 % 


-3% 


-9% 





+3% 


-3% 


+2 O% 


+9% 


—% 


+14% 





0% 


-12% 


+9% 


+2 % 


-4% 
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A GOOD PRODUCT 
AND EFFECTIVE 
MERCHANDISING 
MAKE YARWAY 

IMPULSE STEAM TRAPS 
A PROFITABLE LINE 
FOR 
SELECTED DISTRIBUTORS 


Write for information 


NOW! AT NO INCREASE IN COST 


Makes a good steam trap better 


Nearly 650,000 Yarway Impulse Steam Traps have already been installed— 
proof that they are doing a good job. 


Now a stainless steel body makes this famous little trapeven better—at no increase in cost. 
Better in wear, better in service. Users will find Yarways require less maintenance 
than ever. All parts are wear-resistant, practically wear-proof. There is only one 
moving part, a small, stainless steel, heat-treated valve. Important, too—Yarway 


Impulse Traps are suitable for all pressures up to specified maximum without change of 
valve or seat. 


Other popular advantages are small size, light weight, easy installation and low cost. 
Often it costs Jess to buy a new Yarway trap than to repair an old, ordinary trap. 


In performance—ask any user. They all say Yarways are the traps that get equipment 
hotter sooner and keep it hot! 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


YAR WAY IMPULSE STEAM TRAP 





The Outlook For Business 





As Seen By 
The McGraw-Hill 
Economics 
Department 


Business continues to break records. Gross national product — the dollar 
value of all goods and services produced — is running at a rate of about $268 
billion a year. 


That’s within 2% of the peak reached late in 1948. And since prices have 
dropped since then, the actual physical volume of goods being produced is at an 
all time high. A look at production records of key industries shows what lies be- 
hind this rise in national output. 


Automakers, in the first week after Chrysler returned to work, put out 
177,398 cars and trucks — an all-time record. No one expected production to hold 
at that rate — which would account for more than 9 million cars and trucks ina 
year — but it shattered all previous ideas of what the industry could do. 


Industrial production — as measured by the Federal Reserve Board for all 
industry — has been running at a rate of 190 or better (1935-39 = 100). It was 
close — within five points — of its peacetime peak, reached in late 1948. 

The construction industry — a key support of the boomin general business — 
is far ahead of what forecasters expected of it. In the first four months of the year, 
contracts awarded for heavy construction work ran 44% ahead of the same period 
in 1949. Since contracts are signed before work begins, that means the industry 
will be working at capacity in the mid-summer months. 


The construction boom also promises a big year in the lines geared to it. 
Furniture, rugs, appliances — practically all industrial products that go into new 
homes — have been running well ahead of last year. 


The second-half outlook is also bolstered by an upturn in business plans to 
buy new plants and equipment. A survey by Business Week, another McGraw-Hill 
magazine, and the McGraw-Hill Department of Economics shows business plans 
to spend 3% more for new plants and equipment than it did in the first half of the 
year. For the year as a whole, business has raised its plans 7% above what it 
planned to invest at the beginning of 1950. 


Autos and railroads are leaders among the industries now planning to in- 
vest more this year than their year-end budgets called for. For 1950 as a whole, 
capital investment promises to be only 7% less than it was in 1949. Earlier sur- 
veys showed planned expenditures would be off 11% to 13%. 


This strengthens the outlook for all lines of business. With the capital 
goods industries — which employ about one-third of all industrial workers -- at a 
high level, general business will be good. The saying, ‘‘As capital expenditures 
g0, So goes prosperity,’’ still holds good. 

With industry on a high level, employment has been rising across the nation. 
By mid-summer, it promises to go above 60 million — a point first reached in 1947 
but never quite touched in 1949. Nevertheless, as the Bureau of Labor Statistics 
stresses, there will be areas where unemployment will be high. In early May, the 
Bureau listed twelve major labor markets where more than 12% of the available 
workers were looking for jobs. 


For business as a whole, though, the outlook is bright. Some lines — such 


as homebuilding and autos, which reached new peaks in the spring — may taper off. 
But overall business activity promises to run on at a high level through 1950. 
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1 Precision—Strength—Service 
2 User Benefit—A Sales Advantage 


3 Good Business Getters 


Constant Good Performance Makes 
them Good Sellers 


5 Good Distributor Sales 


MORGAN 


SEMI-STEEL 


Morcan VISES on your sales W A ay, E ss 


staff means that half your battle 
in successful selling is won—the 
right line gives you the jump on 
competition. MORGAN VISES are nationally- The Tougher the Job the Better these 


4 ‘ : Vises Show Up 
known, nationally-advertised, and used in large 


industrials the country over—your markets are in- 

exhaustible. Our many years of experience—over RE TS Ae See: SNS ae 
56—in making and selling vises is at your service to 

help you get the most for your sales effort. All 

MORGAN VISES are unconditionally guaranteed ee See or Cenye ae 
for a long service life. They fit into any distributor ersten 

sales plan and do a good job—in service and in 

sales. The MORGAN Sales Policy gives you every wutate Seed Gulley Wine Se 
advantage and we urge users to buy through their eae 

local Distributor. Get the complete story today. 


we All Handles and Side Locks 


@ Machinists’ Bench e ick Acti 
een: tae ome 0 now Nickle-Plated — Rust-proof 


@ Combination Pipe @ Solid Nut Continuous Screw 
@ Woodworking @ Garage Vise 
@ Sheet Metal Workers @ Hinged Pipe Vise 


MORGAN VISE CO, 12" "0s. CHICAGO 6, U.S.A. 
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Selling Is My Business” cece “Dol cooperate with 


outside salesmen? . .. Save customers’ time? 


LEONARD H. PATTERSON: 


Save Everyone’s Time 


Get Requisition Number 


How can an inside salesman orient 
himself in the fastest way possible? 
Leonard H. Patterson, price clerk and 
inside salesman at Wiley-Hughes 
Supply Co. ‘Trenton, N. J. asked him- 
self that one day when he was on the 
job for about a week. He kept getting 
calls from customers of the firm, talk 
ing up this and that, sometimes to 
register a complaint, sometimes to 
make a routine check on whether 
someone back at the plant had re 
membered to put an order through 
to the supply firm. Mr. Patterson con 
fesses he had a devil of a time trying 
to catch on in those early days; it was 
hard to discover just what was going 
on. 

hen he got into the habit of ask 
ing the customer for his order re 
quisition number. That put Mr. Pat 
terson in line with a lot of necessary 
information. All he did then was to 
ask one of his co-workers to look up 
requisition #48965 and 
him, meanwhile keeping his customer 
engaged with a courteous comment or 
two. Once he had_ the 
hand, he knew where he 
what the customer was angry about, 
or checking through on. Otherwis« 
both customer and Mr. Patte 
up in the au 

Mr. Patterson’s experience as pri 
ing clerk puts him a little ahead of 
the game today, in these times when 
prices are so all important You can’t 


pass it to 


carbon in 


was and 


rson were 
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quote prices all day long without some 
of them sticking to you, making it 
that much easier to do your job, giv- 
ing you time badly needed, especially 
when several calls are in the making. 


What Is A “Proven, 
Effective Sales Point’ ? 


Industrial supply salesmen like to 
know “proven, effective sales points” 
about every product they sell. Un- 
fortunately, they do not always get 
them. ‘l'oo often they are fed generali- 
ties. What they want is something 
concrete. 

Ihe following incident indicates 
just what salesmen mean when they 
say they want “proven, effective sales 
points.” 

The main portion of a distributor’s 
sales meeting was over. The manufac- 
turer’s field representative who was 
conducting the meeting asked, “Any 
questions?” Some questions were asked 
about the product but interest in these 
was confined to the person who asked. 
However, all present perked up their 
ears when one salesman said: 

“What do you do in the case of a 
guy who calls you up and tells you he 
had just bought a machine for $2,500 
and needs a coupling. You tell him 
about this coupling. But when you 
tell him what it costs, he hits the 
ceiling. He tells you that he doesn’t 
want to buy a motor, he’s got one. 
All he wants is a coupling.” 

Everybody looked quizzically at the 
manufacturer's man. No doubt they 
had heard that argument before. 
Small operator, just spent a lot of 
hard-earned dough and not too keen 
ibout spending any more. But the 
imanufacturer’s man wasn’t a bit fazed 
by the stumper. 

“A damned good question,” he said 
seriously. “Still, not too tough. All 
right, the guy just spent $2,500 of his 
hard-earned dough for the machine 
out of which he expects to get a lot 
of work. Ask him if he wants to risk 
damaging it with shock and vibra 
tion or run into shut-down time to re 
pair coupling break-downs 
“You fellows saw how our coup 
ngs absorb shock and _ vibration 
which causes damage to bearings. Sell 
him on the idea of protection and the 
conomy of long uninterrupted pro 
duction runs. If he’s really economy 
minded, he'll get the point.” 
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. . . Present concrete sales points?” 


J. L. GALLOWAY: 


Always Work 
With The Men Outside 


Work with the outside salesmen 
all the time; they’re at the experience 
end of it, the end that “fills in’” prod 
uct knowledge for the inside salesman. 
That's the advice J. L. Galloway, in 
side salesman for Hinds & Coon Co., 
Boston, Mass., has for men who make 
their sales over the phone. You can 
learn from them, not only about prod 
ucts but about substitute setups that 
might be employed when a custom- 
er’s running into trouble. 

And keep up your end of the rela- 
tionship by keeping track of the man 
on the road, to let him know about 
changes back at the office, in price, 
manufacturing methods, etc. Mr. 
Galloway recalls writing to three dif 
ferent hotels one time to catch up 
with a Hinds & Coon salesman cov 
ering a lot of territory on his calls. 

As for how to conduct yourself on 
the phone, one of Mr. Galloway’s 
tules is ‘“‘promptness”. Be prompt in 
answering; prompt in giving accurate, 
detailed information (as much of it as 
is necessary; don’t bore them or con 
fuse them with unnecessary details). 
If you can’t meet their requirements 
and suggest a change to a product 
you can supply, take care how you 
present your information. If they still 
insist on sticking with the old, don’t 
try to change them. You may lose the 
sale and the customer. 

If you can succeed in making them 
change over, send out quotations, 
literature, get a salesman to call there, 
follow it up. Big things grow out of 
such little things as a price quotation. 





RUST-OLE 


Show up in large figures 
* THE PRODUCT | 


RUST-OLEUM is a scientifically prepared 
rust preventive that is easy to apply and 
is self-levelling. Here is a product with 
either flat, semi-gloss, or gloss finish that 
has great salability because of the excellent 
job it does wherever applied. It is pliable 
and retains its elasticity. RUST-OLEUM 
resists expansion or contraction. It is 
applied by spray, dip, or brush method. 
Any trade area can be a volume sales 
producer. 


x ITS PURPOSE 


There are Industry-Proved RUST- 
OLEUM products for protecting metal, 
wood, brick, concrete, etc. RUST- 
OLEUM is applicable to stacks, metal 
roofs, fire escapes, boilers, structural 
steel, window frames, pipes, ducts, tanks, 
and a long list of other items. It is used 
both indoors and out. In its various types 
RUST-OLEUM resists acid fumes, alkali, 
grease, oil, exterior weather elements, brine, 
slight abrasion, salt water, salt air, etc. 


* THE RESULTS 


Where RUST-OLEUM is used, time, labor, and money are saved. 
This has been true for years past throughout industry, and means 
that you build permanent customers and therefore steady sources 
of profit. Now particularly when all of industry is seeking ways and 
means of saving money, RUST-OLEUM gives you an excellent 
opportunity for increasing your earnings. 


* Your MARKET 


Rust is one of industry's big problems. It is being fought continuously. 
It means that you have a market for this rust preventive that is as 
big as all industry itself. Distributors require no complicated, tech- 
nical knowledge. The repeat business in YOUR market is something 
for you to think about. You can be the “stop the rust’ man in your 
territory and make excellent money as such. 





Available in colors, white 
and aluminum. 
Decorates as it protects. 


_ PREVENTS 


DISTRIBUTOR 


POLICY 


We cannot emphasize too strongly 
the value of a RUST-OLEUM dis- 
tributorship and the protection it 
gives you. Our policy of selective 
distribution assures fast, profitable 
turnover on minimum inventory. 


Promotional support — Your sales 
effort is backed by an increased 
advertising schedule in Time, 
Newsweek, Business Week, Factory, 
Mill & Factory, Modern Industry, 
and other leading industrial pub- 
lications — plus direct mail adver- 
tising, directories, and our catalog 
in Sweets. 


Cooperative Field Men — RUST- 
OLEUM trained field engineers 
qualified to do a thorough sales 
job are ready at all times to help 
you build and maintain high profit 
volume. 


Write — As a good business move 
we suggest that you write for 
complete information and data on 
tested sales promotion and sam- 
pling campaigns. 


RUST-OLEUM CORPORATION 





2410 Oakton Street » 


Evanston, Illinois 
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| Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


All-weather airplane navigation is now out of the planning stage. DME, distance 
measuring equipment, is a device which gives a pilot continuous data on how fat 
his plane is from various checking stations along his route. The CAA recently 
awarded the largest equipment contract in its history for a supply of these devices 
to equip five stations along federal airways 


\ metal which melts at 85° F has been developed by scientists at ‘The Eagle 
Picher Co. in Joplin, Mo. Problem now is what use to make of the new metal, a 
by-product of the extraction of lead and zinc. Called gallium, the metal liquifies 
when held in the hand, but will not boil below a temperature of 3500° | 


A blink-rate tester has been developed by Stanford Research Institute to check on 
air contamination (smog). Phototube under eve goggles worn by test subject 
counts blinks of the eyelid as various concentrations of contaminants are fed into 
the mask 


Berlin window shoppers can light display windows at night merely by knocking 
gently on glass. ‘The vibration turns lights on for three minutes. 


Differences between ten million colors are distinguished by a recording spectro 
photometer developed by General Electric. It has been used already for stand 


irdizing colors of the American flag—and false teeth. 


Machine tools which can be operated at speeds more than 20 times faster than 
sound are about to emerge from the laboratory, according to W. W. Goehring, 
senior anti-friction bearing engineer of SKF Industries, Inc. While spindle speeds of 
some grinding machines can now attain 100,000 rpm, these speeds are being 
doubled in current tests 


I'here seems to be no limit to what a conveyor belt can do. Goodrich reports 
from Akron that the world’s oldest cord-type belt is still going strong after trans 
porting more than a million tons of coal per year for the past 14 vears. 


One user regrinds carbide cutters when the work becomes hot. Reason is that 
tool life and cutting speed are at maximum when chip load is high. When chip 


load declines, or cutter dulls, heat goes to work rather than chip. 
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P| 4 
e 40% more horsepower per belt 


the Dayton Cog-Belt puts real © fewer belts do the job, 


last longer 
© lower cost per unit of 


“teeth” in your selling Story | sims wir 


© more profit to the distributor 





The cogs or “teeth” in the premium Dayton Cog-Belt* are an important 
reason why Dayton Distributors get a good big bite of the industrial V-Belt 
business. Dayton Cog-Belts* deliver 40% more horsepower, last years 
longer. Yet they run on ordinary pulleys—require no special sheaves. 

Cog construction, with space between the cogs, lets a Cog-Belt* bend 
freely as it goes round the pulley (just as your finger does when you crook 
it—see diagram). The spaces between the cogs take up che compression, 
increase flexibility, minimize heat. As a result, one Cog-Belt* does the work 
of 1.4 ordinary V-Belts—you save even on the original cost of belting. 

The Dayton Distributor (and only he) has the Cog-Belt*—it’s exclusive 
and patented. He also has a complete line of Dayton Thorobred V-Belts. 
He has powerful advertising and sales promotion helps. He has a deal that 
you should have. For further information, write: 


THE DAYTON RUBBER COMPANY, DAYTON 1, OHIO 


Daytom Ruler 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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SUPP iv Curie 


NEW HOME of the Harris Supply 
( I tland, Ore.. 


vit nder one root 


concentrates firm’s 


Harris Supply Co. 
Benefits By Move 


Since moving to a less congested 
irea, the Harris Supply Co., Portland, 
Ore., has increased business by six 
percent, according to George Harris, 
president. Formerly spread out in 
three buildings, the company moved 
to a former warehouse building at 
Northwest 14th Avenue and Hoyt 
Street on Aug. 1, 1949. 

The new quarters are 100 by 100 
ft. and, since it is located just out- 
side of the restricted parking zone, 
there is plenty of parking space avail 
ible. All stock is carried in the build 
ing which also houses the office. New 
steel shelving with plenty of aisle 
space has improved service 

The firm distributes industrial steam 
specialties 


Parker, Helms & Langston 
Begins Operations 
Parker, 


wholesale 


Helms & Langston, Inc., 
distributor of industrial 
supplies, has opened and now is ready 
to begin full-scale operations in a 
building at 1212 Bay Street. 

Officers of the firm are Gordon 
Helms, president; E. B. Langston, 
vice-president, and Edward B. Parker, 
secretary-treasurer 

Mr. Helms at time 


one Was as 


100 


sistant purchasing agent of the Bruns- 
wick Pulp & Paper Co. and formerly 
represented Fleming & Moore, an 
industrial concern of Savannah. Mr. 
Parker resigned as assistant chief ac 
countant of Brunswick to enter the 
new firm. 

Mr. Langston in the past held an 
interest in the Kramer Supply Co. of 
Jacksonville. 


Cornell Supply Co. 
Reorganizes In Toledo 


The Cornell Supply Co. at 128 
Summit St. Toledo, Ohio, has re 
organized its facilities, with Howard 
R. Sattler as president and treasurer, 
and Merle J. Hicks as vice-president 
and sales manager. The new pro 
prictors will retain the name and all 
present lines of Cornell Supply, and 
add several others. 

Lawrence J. Moll, with Cornell for 
18 years, will continue as a_ sales 
representative. Other present employ- 
ees will be retained. 

Mr. Sattler formerly was assistant 
secretary-treasurer of the Mayle Mfg. 
Co., which recently was sold to De 
troit interests. Mr. Hicks formerly 
operated his own business as a manu 
facturers’ agent. 

Cornell Supply was founded 24 
years ago by the late Wallace Cornell. 


Hatch Succeds Edwards 
At Columbia Rope Branch 


Captain Alymer R. Hatch has been 
appointed to succeed Evan Edwards as 
manager of the New Orleans branch 
of the Columbian Rope Co., Auburn, 
N. Y. He has transferred from the 
New York branch, where he special- 
ized in rope for marine uses. 

Allen K. Strong will assume the du- 

ties of Captain Hatch at the New 
York branch. Mr. Strong has been 
closely associated with the activities of 
the Columbian Mills for some 20 
vears. 
’ Mr. Edwards, who has retired from 
active duty on the advice of his physi- 
cian, has been associated with Colum- 
bian for 27 years. 


Washington Belting 
In New Building 


The Washington Belting & Rubber 
Co., now occupies its new building at 
672 E. 11th Street, Tacoma, Wash. 
It is a one-story structure covering 
7,300 sq. ft. 

Parking facilities are provided in the 
front of the building which is set back 
from the street. Loading doors are lo- 
cated in the side, front and rear of the 
building. 

The firm has a branch in Seattle. 





NEW HOME of the Washington Belting & Rubber Co., 
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Tacoma, Wash. 





W. H. Feldmann 
Heads Worthington Sales 


Walther H. Feldmann, who re- 
cently resigned as president of the 
Worthington Pump & Machinery 
Corp.’s subsidiary company, Electric 
Machinery Mfg. Co. of Minneapolis, 
has been named vice-president in 
charge of sales for the company. 

Richard H. Olson, formerly vice 
president in charge of sales at Electric 
Machinery Mfg. Co., succeeds Mr. 
Feldmann as president of that firm. 

John J. Summersby has been named 
vice-president in charge of purchases 
at Worthington; Frederic W. Thomas 
has become general manager of pur- 
chases; and Carleton Reynell, general 
representative, sales and purchasing 
departments. 

Mr. Feldmann joined Electric Ma- 
chinery in 1922, after having served as 
a power sales engineer with Consoli- 
dated Gas, Electric Light & Power Co. 
of Baltimore. Advancing with E-M, 
he served successively as district man- 
ager, general sales manager, vice-presi 
dent and general manager, until his 
election as president in 1944. He will 
make his headquarters at the Worth- 
ington executive offices in Harrison, 


N. J. 


Marqueite Names Potter 
Sales Vice-President 


Morgan H. Potter has been elected 
vice-president in charge of sales of 
Marquette Mfg. Co., Minneapolis, 
Minn. He joined the company 13 
years ago as a welding clinic specialist; 
later was placed in charge of sales 
training. He was made sales manager 
in 1939, 


Morgan H. Potter 


ADDITIONAL NEWS BEGINS ON PAGE 





LOOKING ON as Harry Rose of Yale & Towne explains the working of a Yale 


hoist are K. FE. Yorke, treasurer of Hanson and Yorke, New York, and A. M 


lich of Hanson and Yorke’s sales force. 


Red 


SILVER DOLLAR is received for correct answer about Yale hoist by John C. Han- 
son, sales manager of Hanson and Yorke, New York. Sales meeting was conducted 


by Harry Rose, here tossing dollar to Mr 


Hanson 


Yale Hoist Meeting Held for Hanson & Yorke 


A sales training meeting especially 
designed by the Philadelphia Division 
of The Yale & Towne Manufacturing 
Co. for distributors of Yale hoists was 
recently held in New York for th« 
sales force of The Hanson & Yorke 
‘0... Inc. 

Hanson & Yorke salesmen attended 
an all day meeting devoted to the lat 
est addition to Yale’s line of hoists. 
The mecting was conducted by Harry 
Rose, assistant manager of Yale’s hoist 
ing equipment section. 

Mr. Rose is touring the country to 
hold the same meeting, worked out by 
Yale over a number of months, for 


those Yale distributors who wish to 
take advantage of this sales help. 

The program includes tw 
moving pictures, one showing the 
tures of the hoist and the other 
showing a number of hoist applica 
tions in various plants. A question and 
inswer period, a demonstration of the 
hoist, and an explanation of the Yale 
Hoist Selector were other features of 
the meeting. 

To follow up the sales meetings, 
when held for individual distributors, 
Yale has developed a comprehensive 
direct mail advertising program for 
distributor use. 


color 
fCa 
new 


168 





NN 


SERVICE 
THAT SELLS 


KEEPS 
CUSTOMERS 


COMING BACK TO You 


Expert Tool Servicing Replacement 
Mechanics! Machinery! Parts! 


Manned by Equipped with Stocked with 
He l SERVICE Factory-Trained Special Electric Genuine B&D 


BRANCHES ARE 





INTERIOR: Chicago Branch 
EXTERIOR: Atlanta Branch 
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BLACK & DECKER 


Sales and Service Hours of Any 


s¥aelalaalets Customer 


WINNIPEG @ 


e MONTREAL 
SEATTLE * 





@ PORTLAND 


(s Ne eurFALo 
new vor ©, 


cmicacog 


ImprAMAPoLs @ © a 
@ DENVER cancinn® 
SAN FRANCISCO 


* 
HANSAS CITV @gr. cous 


CHARLOTTE @ 


@.0s ANGELES @memernis 


@ ATLANTA 
@ DALLAS 


HOUSTON @ 


A tool user who gets maximum life out of the 
tools you sell him is a satisfied customer... 
and a blue chip prospect for future orders! 
That’s why Black & Decker’s unmatched serv- 
ice facilities are a real sales tool for you to 
use. That’s why we are constantly expanding 
them to bring better service closer to more 
customers. That’s why they'll build plenty of 


sales, as well as profitable good will, for your 


It’s one more reason why it pays to sell 
BLACK & DECKER ... the big, diversified 
Electric Tool Line that gives you over 100 
varieties of tools to make sales ... consistent, 
hard-hitting national advertising ... plenty of 
local selling helps ...and Tools that are 
world famous for top-quality design, materials 
and workmanship! THE BLACK & DECKER 


MFG. CO., 617 Pennsylvania Ave., Towson 


organization! 4, Maryland. 


LEADING pisteisurors || v 
—m 


S 


Block D 


6 
~M@> EVERYWHERE SELL 
| ei\_--"* 
=— ITF 


A 


PORTABLE ELECTRIC TOOLS 


ELECTRIC 


TOOL HEADQUARTERS 


{ SCREW 
DRIVERS 


Py 


PORTABLE 
GRINDERS 


BENCH 


ORILLS SANDERS POLISHERS GRINDERS DIE GRINDERS TAPPERS HAMMERS SAWS SHEARS 
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W. L. LIND is now manager of Pro 
duction Products Co., Seattle, Wash., 
having replaced L. W. Lippincott, who 
resigned to take a post with Seattle 
Hardware Co 


EDMOND F. DUCOMMUN, presi 
dent of Ducommun Metals and Sup 
ply Co., Los Angeles, has retired as 
idmuinistrative head after more than 53 
years of service. He was named chair 
man of the board in April and Charles 
E. Ducommun, formerly vice-president 
and treasurer, was named president 


104 


DISTRIBUTOR MET FACTORY REPRESENTATIVE at a sales meeting held 
at Weaks Supply Co., Monroe, La. Otis B. Casanova represented Rust-Oleum, 
Evanston, Ill., at a recent gathering of Weaks Supply personnel 


Baw. ae | 
A RECENT VISITOR to Andrews Hardware and Metal Company, Los 


with G. C. Nancarrow (third from left), vice-president and general manager of Atlas 
Press Co. of Kalamazoo, Mich. Also pictured above are ‘Tom McKinnie, Atlas’ 
local representative T. J. McBride, manager of Andrews Machinery department and 
Don Hucke, Atlas district sales manager 


Angeles 


the company for 24 years, the last 12 
H. Benson (right), 


formerly sales manager of automotive, 


ELECTIONS at 
Manufacturing Co., 
in F. C. Shafer 

president and chairman of the board 
of directors. Mr. Shafer has been with iles 


The Imperial Brass 
Chicago, resulted is vice-president. C 
left) being named 
industrial and refrigeration distributor 


is now vice-president 
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ORS PROFIT 
NG LIKE THIS 
MAGAZINES 


YALE HOIST DISTRIBUT 
FROM POWERFUL ADVERTISI 
IN THE LEADING INDUSTRY 


$3002 
SAVE 


ON EACH LARGE PRESS 


> 
ye 


Yale Cable 


i 4 
x 
=e Ge * 


The Gougler Machine Company of Kent, Ohio, in- 
stalled a Yale Cable King Wire Rope Electric Hoist 
to move large presses during and after production. 
Result: $300.00 saved on each press produced. 


Let the Yale Cable King save real money, time 
and effort for you. It’s an easy-to-operate hoist 
that lifts loads faster—does more work a day—and 
speeds processing and assembly. No overheating! 
Exclusive air cooling and positive load brake lubri- 
cation make the Cable King ideal for long, unin- 
terrupted, heavy-duty service. Finger-tip, push- 
button control leaves one hand free .. . enables the 


operator to “spot” loads with pin point precision. 


Phe self-actuating load brake operates whether the 
power is “on” or “off? ... assures safety-plus for 
operator and load. 

The Cable King has many more quality and 
performance features youll want to know about. 
All add up to money-saving hoisting service that 
can't be beat. There are Yale Cable King Hoists 
for every industrial need. Lug, hook, plain trolley, 
geared trolley, motor driven trolley or close head- 
room with parallel or right angle suspension. Capac- 
ities range from 14 to 12 tons. Winches to 3 tons. 

Get all the facts from your Yale Industrial Supply 


Distributor or write dire« ms 


THE YALE & TOWNE MANUFACTURING COMPANY 


ROOSEVELT BOULEVARD 


> z 
XQ 


S 


SCALES —Industrial - HOISTS —Hond and Electric - 


ea 


ows Ta. 
‘6 Ao Ae |e 


TRUCKS — Hand Lift - - - Electric - - - Gasoline - 


PHILADELPHIA 15, PA. 
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To sELL Dressers. You NEED THE ANSWERS 





You may not be the star 
of the sales force on dressers, 


but no need to be a stick 


about it. “Drag” your profile 
over these 13 questions, then 
get educated with the answers 


on Page 144. 


1. Match the following dresser types 
star dresser 
zig-zag dresset 
abrasive stick dresser 
locked dis« 
] precision steel typc 
magazine mounted _ stick 
dresser 
With the following work condi 
tions 
1) for the smoothing of rough 
ing wheels 
b) for 
wheels for 
used on certain types of pre 
cision grinding machines a 


dressing  coars¢ 


snigging 


substitute for diamonds in 
comm il grinding 
ibrasive 


1 common level and 


remoy¢ 


up the wheel fac« 
is well adapted to 
grits and grad 
room whecl 

useful for for 

to various patt 

hile grinding 
Wheel dressers are of fou 
types; mechanical (revol 
cutters 
stick and diamond 

l'ruc False 


107 ] 
LCnuecra 


ing met 


abrasive wheel, abrasive 


“For precision grinding, where ac 


curacy 


precision tvp¢ rasive 


ind high finish are required, 
| wheel 


dressers still are most popular 
truing device.” 


l'rue lalse 


Wheels should be under 
the same conditions as when grind 
ing; dressing wet when grinding 
wet, dre ssing drv when 
dry 


dre S¢ d 


good sens¢ 
nonsense 
makes no differencc 


\ 


5. Abrasive wheel dressers general 
consist of bonded 
wheels rotably mounted in a suit 
able holder with high grade bear 


ings ) True False 


silicon carbide 
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grinding 


t consists of two heavy knobs at from center high spot to the 

the ends of a short shaft on which edges 
ial grit abrasive whecl 

volves. It is held at an angl 

: Bi grinding of c1 

the grinding wheel and_ rotate ‘ 


with it.” What i an 


vheels used in production 


inkshafts, you wou 


dressed and trued 
dresser 1s 


hand tvpe wheel 

dresser 
itions d multiple diamond dresse1 
followi precision typ ibrasive wheel 
ly 


IFeSsel 


size of wheel 

} rdi ; 
whecl hardn 1] | 
grit siz¢ 

rade 


x semi-finishing in the marble, 
tone and granite trades, you 
vould recommend 
the Sherman 
the conical (bell 
the Huntington 


is dresse1 


— , 
ng with a diamond zig-zag) type 


wheel, 


8. For rough dress 
to pl ( fast-cutting dresser 


(star) type 


he operator 
bout 12 ¢ appearance 
mechanica 
indicates 
increase the drag ) the operator is using too 


30-deg 


f sparks during 


dressing opel 


on the dresse1 


fF the 


much pressure 


i warkites the wheel is grinding 
penetration | diamond 

lresser because, obviously, he mis : 
handles the tool on the wheel facc 
diamond 

rse across the fa hould b« 13 
from left edge to right edg¢ ing 
from either edge into th tvpes 


| 
cent 


CXCCSSIVC 


the pin is not revolving fre 


bushing 
ou would suggest that ase 
Phe dressers pictured in the draw 


ibove are representative of the 


used in 


1? 
name all five 





ld 


ition 


tecth of the revolving cutters 


cnough in the threaded 


industry. Can vou 





Next month: SAFETY EQUIPMENT 
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You don’t have to pull your hair out because 


of overstocks to make unit quanities 











with fbichi QPP Red Coat Brand Abrasives, unit quantities 


are made up of any assortment needed to maintain clean stocks. 


ABRASIVE BELTS 
ABRASIVE ROLLS 
ABRASIVE DISCS 
ABRASIVE SHEETS 
LAPPING COMPOUNDS 


When you buy Michigan Red Coat 
Brand Abrasives, you make your 
purchases to fit your requirements 
... you don’t have to buy extra 
quantities to make up your unit 
requirements . . . you can assort 
them. This is another step in dis- 
tributor cooperation provided to 
help maintain clean stocks... . 
secure turnover. . . and make a 
profit on abrasive sales. 

At Michigan Abrasive Company 


everything possible is being done 
to make distributors the main 
marketing force . . . simplified 
pricing ... unit quantities reduced 
to two... more profit on small 
purchases... are a few of the 
other reasons why Michigan 
Abrasives should have your 
support. 

Write today for information on 
how you can handle the Michigan 
Red Coat Brand Abrasive line. 


MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 16, Michigan 


/Uichigan 


eS 





RED COAT BRAND 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 





Dual Purpose Grinder 


Toolpost and Bench Grinder 
Fits Lathes of 9 In. to 13 In. Swing 


\ dual purpose toolpost and bench 
grinder is accurate 0002 in. The 
: Er, RPM 
lath 
ternal cy 
on shaper 
for tface grinding 
\W “ae ! needed 
work it quickly convert 
for burring 
wire brushing, 
sharpening 

tamuna, construchon 


not 


casting 
polishing 
l'o obtain a 


ion and heav leaturc 

heavy cast rig 

minimum 

idju 

lathe, vise 
The Dumor 


Industrial Distril 


tment 


] 
md 


All Purpose Belting 


Belting Made of Cotton Duck 
Impregnated With Neoprene 


mand for 

’ 
vill hand 
Ing requirel 


tr mate 


heavy, tightly woven 
Neoprene impregna 
tion not only provides extra strength 
ind durability but also a belt 
ing of lasting under the 
operating conditions 
idvantages claimed for the 
waterproofness, dur 
fact that stretch and 
shrinkage are minimized. It is avail 
able in four styles, a‘ of thick 
ind widths up to 45 in 
Victor Balata & ‘Textile 
Co., New York—Industrial 
tion, June 1950 


combination of 
duck and the 
assures 
SCTVICE 


} 
SCVCTCSE 


ire. oats 
ibility and the 
aricty 
Nncss¢ .. 
Belting 
Distribu 














Fitting 
Threading, Flaring, Welding 
Eliminated In Installation 


fitting requires no threading 
welding or soldering in instal 
The simple installation pro 
requires that the tubing first 
so that it is reasonably squire; 
then merely 
ind tightened 
ols are required 
Designed for high pressure and re 
to excessive vibration, the fit 
1 pressure tight seal up 
strength of the tubing 
ign and dependability 
such economics as 
installation tim«¢ mini 
icement costs 
very fitting is a 
ners offer 


ing can be 


slipped into 


No 


the ends ITC 


, 
the htting 


pc Cl i] 


ind 


union, hard 
no. difficulty 
used over and over 
replacing of 
thin 


n, and permits the 
] 
vall_ pipe with relatively 
“ | 
| tubing 


Che W eitualiadl Co., 


Industrial Distribution, 


Cleve land 
June 1950 
1950 
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Threading Machines 


Four Portable Machines 
Have Specialized Uses 


lour 


tircading 


portable 2 in 
been de 
mect 


complete, 

machines 
the manufacturer to 
individual requirements. Iwo models 
ire designed primarily for threading 
pipe from } in. to 2 in. standard range, 
ind the remaining two are designed 
primarily for threading bolts from 
4 in. to 14 in. 

Model 582, furnished with two sta 
tionary dic heads 
chuck, threads straight pipe or 
luit and bolts. No. 582-R, furnished 
with a manually operated revolving 
die head and open type vise, threads 
bent as well as straight pipe, conduit 
and bolts. 

Each bolt machine is equipped with 
fully automatic revolving die head 
and open type vise for threading bent 
ind straight bolts, rods, studs, etc. 

[he Oster Mtg. Co., Cleveland 
Industrial Distribution, June 1950. 


Nave 


signed by 


and a wrenchless 


con 


Sheave 


V Belt Sheave 
Has Adjustable Diameter 


The manufacturer announces a new 
idjustable diameter V_ belt sheave 
with taper bushing and taper sleeve 
on which the flanges are mounted 
Ihis double taper hub feature, in ad 
dition to providing casy mounting 
ind dismounting of the sheave, is dc 
signed to ri gidly lock the unit into 
i single, “‘solid”’ sheave, elimi 
nating vibration, 

corrosion 


Advantages cl 


thereby 
wear and _ fretting 


uimed for the new dc 





“Pittsbu reb e presents . 


PRECISION GROUND 
OIL HARDENING NON-DEFORMING TOOL STEEL 




















FLAT *™ STOCK 


PITTSBURGH TOOL ST. FEL WIRE CO. 
NACA ~ PENN. 


ready-for-use flats and squares of truly fine quality—note the analysis— 
cold melt electric furnace tool steel . . . oil hardening, non-warping 
. all four surfaces ground smooth, parallel, accurate, free of defects 

and decarb; ends squared. 


156 standard sizes in thicknesses 1/64” to 1}” and widths up to 10”— 
specials, too, on short notice—in handy 18” lengths, each snug in its 
own protective wrapper bearing size and heat treatment. 


Warplis puts your skilled workers ’way ahead. None of their time and 
talent need be spent—no metal wasted—on get-ready. 


Whether put to work as received, or whether first fashioned intricately 
and then hardened, you'll like Warplis—its convenience, its ease of 
working, its fine performance, for all precision jobs . . . dies, punches, 


tools, gages, templates, shims, fixtures, jigs, stamps, machine parts. 


Warplis precision ground flat stock is obtainable from fine steel distribu- 
tors and mill supply houses everywhere. 














ANALYSIS TO DISTRIBUTORS 
Carbon .90 
Manganese 1.10 Superior stock and service + attractive packaging + WARPLIS 
Chromium —__.50 the best known trade name in cold finished oil hardening tool 
Tungsten 50 


steel distinctive ads like this in leading trade papers . all 
Vanadium 15 








planned to pave your way and make it easy and pleasant and 
profitable for you to handle WARPLIS ground flat stock. Right 


now is a good time to get distributor details. Write today 


























write FOR Warplis Flat Stock pistrisutor DETAILS 


PITTSBURGH TOOL STEEL WIRE 


Since 1902 . . . manufacturers of cold finished fine steels and 
drill rods, including renowned Warplis drill rod rounds. 


MONACA, PA. 
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WINTER PIPE TAPS 


leak-proof pipe joints on a produc- 
tion basis in all types of metals 
require pipe taps that combine 
precision with high performance. 


Winter “Balanced Action" Pipe Taps 
are the result of study and long 
experience in. this field. Regular 
styles, Interrupted Thread, and Dry 
Seal styles ore all available. 


Special Pipe Taps for stainless steel 
and other difficult materials, as well 
pagel sual 


ALWAYS AT YOUR SERVICE 
WINTER BROTHERS advertising in leading 
business publications points out that WINTER 
distributors carry @ complete stock of WINTER 
Taps. Your customers are encouraged to deal 
with their industrial distributors when they need 
any staple industrial product. 


INIER 


WINTER BROTHERS COMPANY «+ Division of the National 
Twist Drill and Tool Company, Rochester, Michigan, U. S. A. Distributors in 
Principal Cities « Branches in New York, Detroit, Chicago, San Francisco 





ACCURACY and LONG TOOL LIFE 
with NATIONAL HOBS 


For continuous cutting of gear teeth, 
splines, and other symmetrical 
projections, the hobbing process is 
recognized as a most efficient 
method. However, both work accu- 
racy and hob life depend on the 
quality and precision of the hob itself. 


National Hobs have the inbuilt 
qualities born of sound engineering, 
exact processing, and long field 
experience. Furthermore, National 
hob specialists are always ready to 
assist you and your customers 


on new or troublesome jobs. 


Other National products are Twist 
Drills, Reamers, Counterbores, Milling 
Cutters, End Mills, and Special Tools. 


“CALL YOUR DISTRIBUTOR" — 
it is NATIONAL'S firm belief, based on long expe- 
rience, that the local industrial distributor is the 
one best source for all staple industrial needs — 
including NATIONAL Metal Cutting Tools. 


NATIONAL 


TWIST DRILL 


NATIONAL TWIST DRILL AND TOOL COMPANY °* 
Rochester, Michigan, U. S. A. Distributors in Principal Cities 
Factory Branches: New York * Chicago » Detroit + Cleveland + San Francisco 

















sign are casy mounting and dismount 
ing, positive lock-up of the flanges, 
no fretting corrosion or freezing, no 
vibration, silent operation, and elimi 
nation of V belt misalignment 

[he American Pulley Co., Phila 
delphia—Industrial Distribution, June 
1950. 


Hoists 


Magnetic Lower Limit Switch 
Provided on New Line 
| he 


clectric 


manufacturer's 
hoists has 
with — the 
features to 


1950 line of 
been further im 
addition of 
every model. A greater 
measure of safety is provided by the 
use of a magnetic 
Ihe cable cannot 
ind rewind itself. 
conductor on 


proved new 


lower limit switch 
run off the drum 
An extra ground 


feeder cable is now 


standard, making a short in the cir- 
cuit impossible. 

Ihe new models also have a rein- 
forced push button pendant. ‘This 
extra protection is provided for cases 
where operators move heavy loads 
along jibs and trolleys by pulling the 
push button cable. Grooved drums 
are now used, contributing to longer 
cable life. Prices of the new 
have not been increased. 

Harnischfeger Corp., Milwaukee 
Industrial Distribution, June 1950. 


hoists 

















Has One or Two Handles 
With Open or Closed Nose 


A truck with two handles 
ind with open or closed nose is an 
nounced by the manufacturer. In the 
one handle model, the frame is arched 


one Or 


and the handle mounted in the 
center. ‘This model weighs only 28 
pounds, making it particularly con- 
venient for carrying in vehicles. Due 
to the concave cross straps, the truck 
accommodates bags, barrels, drums, 
kegs, and paper rolls as well as cases, 
cartons, boxes and packages. Skids 
are provided to slide up or down steps 
and curbs. The ball bearing wheels 
have 6 x 2.00 semi pneumatic, punc 
ture proof cushion tires. 

Hamilton Caster & 
Hamilton, Ohio 
tion, June 1950. 


Mfg. Co., 
Industrial Distribu 


Fluorescent Lamp 


Eight Foot Unit 
Designed For Industrial Use 
\ new, cight foot, two lamp fluores 


cent lighting fixture which allows ap 
preciable economies in installation 





\ 











(Continued on page 114 





Product Manufacturer 


Product 


Manufacturer Page 





Grinder Dumore Co. 


Belting Victor Balata & 
Belting Co. 
Fitting Weatherhead Co. 
Threading Machines Oster Mfg. Co. 
Sheave American Pulley Co. _ 


Hoists 
Truck 


Harnischfeger Corp. 


Fluorescent Lamp 
Dise File 


Jaw Head Hammer 


Sylvania Electric Products 
Kennametal Ine 

Chicago Rawhide Mfg. Co. 
South Bend Lathe Works 


Frazier & Son 


Live Center 
Speed Transmissions 
Power Hoist Unit 


Flat Stock 


Flinchbaugh Co. 

Pittsburgh Tool Steel Wire 
Co. 

Oilers Trico Fuse Mfg. Co. 

Test Sieve Shakers 


Grinder Wheel 


The Syntron Co, 


Norton Co. 





Textile 


Hamilton Caster & Mig. Co. 


Humidity Control 


Saw Attachment 
Sander-Polisher 
Fire Extinguishers 
Control Valves 
Blow Torches 
Steel Tape Rules 
Cable Reel Truck 
Polisher-Sander 
Self-Adjusting Lap 
Bits 

Coupling 

Fire Hose 

V Belt 

End Mill 


Portable Sander 





Weston Electrical Instru- 
ment Corp. 128 

DeWalt Ine. 129 

Dremel Mig. Co. 129 

Pyrene Mfg. Co. 

A. Schrader’s Son 

Turner Brass Works 

Lufkin Rule Co. 

Lyon-Raymond Corp. 

Mall Tool Co. 

Ideal Industries, Ine. 

Greenlee Tool Co. 

The Falk Corp. 

B. F. Goodrich Co. 

Chas. A. Schieren Co. 

Putnam Tool Co. 


Junior Tool Co. 
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than grinding 
SIMONDS 


ABRASIVE CO. 


FIBREX*RED WHEELS 


TRADE MARK 


Cut yourself in on this new profit opportunity! Stock Fibrex Red Wheels 
... the new, amazingly versatile abrasive tools that actually head into 
the work, slice off excess metal . . . and actually smooth and finish the 


work ... all with the same wheel. 


Show these top sellers . . . now advertised to your customers as the 
most effective answer wherever speed is essential in the grinding room. 
Write for bulletin ESA 186 giving full details. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 


DIVISION OF SIMONDS SAW AND STEEL CO., FITCHBURG, MASS OTHER SIMONDS COMPANIES: SIMONDS STEEL MILLS, LOCKPORT, N.Y., 
SIMONDS CANADA SAW CO., LTD.. MONTREAL, QUE. AND SIMONDS CANADA ABRASIVE CO., LTD.. ARVIDA. QUE. 
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@® Under today’s conditions, pro- 
duction and maintenance men 
are buying only the tools and 
equipment they know will pro- 
duce substantial savings in job 
time—which means more jobs 
can be done at less cost. That’s 
why they are buying Ingersoll- 
Rand Impactools—the value is 
self-evident! That’s why Inger- 
soll-Rand Electric Impactool 
sales are zooming! 


Here are typical examples of Impactool savings: 


» Fabrication job— 


60 units per day with hand wrenches 
150 units per day with Impactool 
$197 Impactool paid for in 11 days 


® Maintenance job— 


90 minutes by hand wrenches 
9 minutes by Impactool 

$110 Impactool paid for 

itself in 10 days 


Available in 2 popular sizes— 


2 a rn nee 


No Kick No Twist 
to Operator 


No Motor Burn Outs, 
can't stall motor 





Nut Running Time 
cut 90% 


Runs Nuts 
Taps 
Reams 


SEEING IS 
BELIEVING! 


The I-R IMPACTOOL quickly sells production 
and maintenance men when they see this amazing 
all-purpose electric tool in action. 


Ingersoll-Rand 





New Products 


(Continued from page 112) 





costs, together with a four foot match 
ing unit, both designed especially for 
continuous row lighting applications 
in industrial plants are announced by 
the manufacturer. Equipped with two 
75 watt fluorescent lamps which are 
instant starting, the eight foot fix- 
ture was engineered to simplify main- 
tenance, ; 

The four foot companion fixture 
utilizes two 40 watt single pin instant 

start fluorescent lamps and one re 
| flector. It is intended primarily for 
| finishing out a row of the eight foot 
| fixtures. 

Turrent type single pin lamphold 

| crs in both fixtures pcrmit the lamps 
to be spaced 5 in. on centers so that 
maximum efhiciency is achieved and 
installation and maintenance of the 
lamps is further simplified. With this 

| type lampholder, the company claims, 
the tubes are virtually free from the 
possibility of loosening as a result of 

| vibration. 

A baked white finish provides a re 
flection factor of not les than 86 per 
cent, and top housing surfaces arc 
covered with gray hard baked enamel. 
Both fixtures are designed for mount- 
ing directly to the ceiling or by 
means of suspension rods or chains, 
and louver shielding is available for 
these units 

Sylvania 
New York 
June 1950. 


® Tube Rolling job— 


80 man hours by hand tools 
16 man hours by Impactool 
$165 Impactool paid for 
itself in 13.8 hours use 


Electric Products Inc., 
Industrial Distribution, 


Assembly Operation— 


3 minutes, 48 seconds by hand wrenches 
1 minute, 50 seconds by Impactool 

$110 Impactool paid for 

itself in 15 days 





Size 4U—%%” cap. 
Size 8U—5” cap. 


oA 


,. 


x i ELECTRIC 
\ IMPACTOOL 








Disc File 


File for Operations 
On Non-Ferrous Metals, Plastics 


Designed for operations on non 
ferrous metals and plastics commonly 
performed by grinding, this disc file 
is said to eliminate the expense in- 
volved in frequent replacement of 
abrasive wheels. 

l'riangular prisms of hard metal are 

Continued on page 118 


11 BROADWAY, NEW YORK 4, N. Y. 


Drives Studs Bores Wood 
Saws Holes __ Extracts Broken 
Drills SS OTHE 


Drills Masonry 
Wire Brushes 
Drives Screws 
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Make EXTRA Sales 


DRILL and TAP CHUCKS 


e«-Glong with your drills and taps 


Here is your answer to today’s rising costs and diminishing profits: —Open up an 
entirely new source of business that ties in with the lines you handle. Have Scully- 
Jones Drill and Tap Chucks in stock, to deliver along with the drills and taps 
you now carry. 


This means additional sales and additional “‘greater-margin” profits for you with- 
out any increased sales expense or overhead. All these Scully-Jones Chucks and 
Drivers are One-Piece Units for use with any type of machine having a spindle, 
holder or attachment with a Morse Taper hole. Note the special advantages of 
these S-J Tools, described below. 


»+» WRITE TODAY FOR DISCOUNTS and complete details 


r 


SCULLY-JONES TAP CHUCKS 


Save costly “Set-Up’’ and ‘‘Down- 

Time’’. Drive tap by the square — 

center by the shank — hold with a 4 

collet action. Tap holes accurately; “STYLE B” 

ground concentric to eliminate bell- 

mouth,and over-size tapped holes. SCULLY-JONES TAP CHUCKS 
Similar in design to Style ‘B’’ Drill 
Chucks. Permit close center dis- 
tances because they are smaller in 
diameter than the spindle. No mov- 
ing parts to get out of order; require 

“STYLE B” no adjustments. 


SCULLY-JONES DRILL CHUCKS 
For driving straight shank drills 


work. Easy to use. Positive drive; no Supersedes all previously publised 
slipping. Accurate drilling. listings and prices. 


“STYLE B"— SCULLY-JONES 
CENTER DRILL DRIVERS 


For driving combined center drills 
and countersinks—regular and bell 
styles. Simple one-piece tools; small 
diameter makes them suitable for 
work on close centers. 


Seaiaametr maces nen wei pg Send for New Bulletin No. 1-50 cully~ 
for close center or multiple spindle : on Scully-Jones Drill and Tap Chucks. 
AWD COMPANY dl JONES 


990 S. ROCKWELL ST., CHICAGO 8B, ILLINOIS 


YOUR CUSTOMERS GET LOW COST, FAST, ACCURATE PRODUCTION WITH THESE STANDARD TOOLS 
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LYON 


THE DIRECT ROUTE 


to Bigger and Better 
Steel Equipment Sales 


— MARKETS 


BIG PROFIT 
MARGIN 
PACKAGED SELLING PROGRAM 


FACTORY-TO-DEALER PRICES 


FACTORY COOPERATION a 


NATIONAL ADVERTISING 


METAL PRODUCTS, INCORPORATED 
General Offices: 653 Monroe Avenue, Aurora, Illinois 
i Factories: AURORA, ILL., YORK, PA., CHICAGO HEIGHTS, ILL. 
Sold Nationally through Factory Branches and Dealers 


LYON Metal Products, Incorporated 
653 Monroe Ave., Aurora, Illinois 


Please send me information about the Lyon dealership. 





NAME. 

















A PARTIAL LIST OF LYON PRODUCTS 


® Shelving ite # . . 6 Sas aid nvevyors eT 
® Lockers C 
® Wood Working Benches ® H 


* Economy Locker Racks 
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the Greatest 
hame in 
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copper brazed to the face of a steel 


| Capitalize on these | | ae | Sree eee 
| Advantages of 7 | edges. They are shaped, grouped, and 


| positioned to provide a 30° negative 
| . 

axial rake, a 30° clearance angle, and 
10° negative radial rake. This con- 


struction affords the most efficient and 
Cort i free cutting action. Material is re- 
ertified 6 2 = ‘ 

Reshippable moved in sizable chips, and a remark- 
ably smooth surface is produced. 

Four sizes are available, 6 in., 8 in., 

10 in., and 12 in. diameters; they may 

IN DISTRIBUTOR be mounted on a grinder, abrasive disc 

WAREHOUSES machine, motor end, or disc file ma- 


s chine by means of a suitable adapter. 
Handy-Packs are sturdy...can be moved, Rec mended speed P 
HANDY- PACK handled or ae without break- Pee agg > EN a cha 





ing. They canbe stacked neatlyandeasily | 5,000 to 7,000 sfm for the harder ma- 
without crushing or toppling. They terials, and 8,000 to 9,000 sfm for 
save time...eliminate costly spillage, soft or gummy materials. 

mdaing aoe senting, Kennametal Inc., Latrobe, Pa. 
Industrial Distribution, June 1950. 








IN JOBBER SALES 


Sturdy Handy-Pack bolt cartons have 
sales features never before available. 
Jobber salesmen respond by pushing 
the line... because they have something 
‘extra’ to sell. Sales go ‘way up. 

@ Handy-Packs contain the same small 
lot quantities of bolts that have been 
standard for years. Cut thread carriage 
and machine bolts have nuts attached as 
always. 


STURDY HANDY-PACK 
CARTONS 


are constructed of corrugated board with 
a certified bursting strength of from 125 
to 200 Ibs. per sq. in. depending on bolt 
size. The cartons are packed in wooden 
boxes...can be aed in carload or less- 
than-carload lots. Every carton is sealed 
with nylon tape...is certified reshippable. 
Tying and wre apping are not required 
when you reship. Sturdy Handy-Packs 
are supe rior in every way to ordinary 
‘paper’ cartons. Warehousemen, jobbe r 
salesmen and sales clerks who have tried 
them don’t want anything else. Order 
your bolts from Buffalo and enjoy the 
Bye: advantages of Handy-Pack. 


Rugged open 
drawer 


Jaw Head Hammer 


Hammer Features 
Replaceable Rawhide Faces 


This new jaw head hammer with 
replaceable rawhide faces permits the 
easiest replacement of faces yet de- 

IN RETAIL OUTLETS veloped, according to the manufac- 
Handy-Pack covers are marvelous open turer. To replace, the workman 
drawers for bolt cabinets. They save — loosens the nut, slips a new face be- 
time...elimimate opening cartons every- tween the adjustable jaws of the 
time you make a sale. The Handy-Pack : 
covers are sturdy... won't bulge, tear | hammer head, and tightens the nut. 
or crumble. . Waterbuffalo hide is again being used 

by this company in its products. 


The hammer face does not become 


WRITE a this rs a Po — soft or brittle under extremes of tem- 
ORE Re CF ee Lee, perature. The rawhide does not chip, 


nor does it load up with metal par 


BUFFALO BOLT COMPANY ticles. The hammer is designed for 


assembling, shaping, adjusting and 
North Tonawanda, N. Y. dismantling valuable parts without 


Sales Offices in Principal Cities. Export Sales Office: surface or other injury ; ‘ ait 

Chicago Rawhide Mfg. Co., Chi 
cago—Industrial Distribution, June 
PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS | 195/(), 


Buffalo International Corp., 50 Church Street, New York City 
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To readers of “Industrial Distribution’ 


This message to your customers, which appears in Business Week 
and Newsweek, is reprinted here for your information. It will help 
you whenever you sell products made with Du Pont “Cordura” 
High Tenacity Rayon. Just be sure to remind your customers 
about the engineered qualities of “Cordura” that give better 
performance. 

And keep “Cordura” in mind whenever your customer needs 
a yarn that provides high strength at low cost. 


The sharp yank needed to lace these 
wires together quickly will break ordinary 
cords. Expensive specialty tying materials 
were formerly required. But now cord made of 
“Cordura” Rayon is used because it has the 
necessary strength—and it costs much less. 


SPSS HEHEHE EE SHEE EE EEEHEHSOHSHEHE EEE EEEEHEEEEHEHEEHEHEHEEEHEEHEHEHEEHEHEHEEHEHEHEHEHEHEHEEHE EEE HEHEHE HEEEE 


I: this yarn that makes tires cooler-running . . . without in- 
creasing cost. Makes hose 50% stronger . .. without increasing 
weight. Puts extra strength into conveyor belts... without increas- 


f This arn ing bulk. It’s Du Pont Cordura* High Tenacity Rayon—the man- 
\ y made fiber that provides high strength at /ow cost. 


\ 
\ Inherently stronger than natural fibers commonly used, **Cor- 
may be exactly 


dura” is made of continuous filaments—no short ends to pull 


apart under strain. And it is absolutely uniform—a yarn with no 
what you need weak spots! 


Right now “Cordura” is finding many new uses—for instance, 
solving unusual problems like the one illustrated above. It may 
be exactly right to help you realize your ideas for cutting costs... 
for making a better product. 


REG U @. PAT OFF 


GET FULL INFORMATION about “Cordura” in this 
new manual,** Sinews for Industry.” It gives physi- 
cal properties of “Cordura,” describes many suc- 
cessful applications ... and tells you how Du Pont 
will help you profit from this yarn. Write Rayon 
Div., E. I. du Pont de Nemours & Co. (Inc.), 
Wilmington 98, Delaware 


BETTER THINGS FOR BETTER LIVING. THROUGH CHEMISTRY = 
‘Ty a . ry . J 
Du Pont Cordura” High Tenacity Rayon—for high strength at low cost 
for RAYON...for NYLON...for FIBERS to come... look to DU PONT 
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Live Center 


Designed For 
Centerless Shafts 


A new female live center designed 
especially for supporting centerless 
shafts is now available. The 60° cup 
receives the shaft end. 

Two sizes are available, one with 
No. 3 Morse taper shank and maxi 
mum work capacity of 1 in., and the 
other with a No. 2 Morse taper 
shank and 3 in. work capacity. Both 
sizes will take work diameters down 
to in. 

The revolving center is made from 
electric furnace steel heat treated to 
a hardness of 61 to 65 Rockwell C. 
I'he center shaft extends through the 
taper shank and is rigidly supported 
at both ends. A specially designed 
precision ball bearing carries both the 
radial and thrust loads of the work, 
and a plain pilot bearing eliminates 
center shaft whip. 

South Bend Lathe Works, South 


CECAWSE.. - Bend, Ind.—Industrial Distribution, 


June 1950. 


7. < 
: UES 


Billings Wrenches and Shop Tools are accepted 
as top quality by Industry. 





Billings Tools sell faster — build profitable volumes. 


Billings has a sound policy of selected Distributorships — 
factory-trained salesmen work with Distributors to make more 
sales — bring in new business. 


Billings promotes Distributors’ business with hard-hitting, 
tailor-made promotions and consistent advertising in 
leading Industrial publications. 











Billings means MORE PROFITS — MORE BUSINESS . . . with 
one nationally recognized line of Wrenches and Shop Tools. 


Speed Transmissions 


Rate of Speed 
Set by Simple Knob Movement 


Ihe rate of speed for these vari 
able speed transmissions for fractional 
horsepower motors can be casily 
changed and set by a simple knob 
movement, Constant selected speeds 
are assured; the featured automatic 
speed locking device which keeps the 
pulley in the desired position through 
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Foe Wty jot 
BAY STATE 


BAY STATE TAP & DIE CO. 
MANSFIELD, MASS. 


ON NEARBY SHELVES OF INDUSTRIAL SUPPLY DISTRIBUTORS 








yo can help plant managers in your territory 

to big savings in the expensive work of 
maintenance and cleaning. When you have the 
CAPITAL line of Industrial Brushes and Brooms to 
back up your selling you can always produce the 
“right” brush or broom for every job. The long 
wearing qualities of CAPITAL Industrial Brushes 
and Brooms is more than appreciated by the 
plant man who must keep down maintenance 
costs. Your prospects are unlimited and we help 
by urging users to buy through their local dis- 
tributor. 


ADT AL 


/ 


| out the entire three to one ratio is 
| a control against speed slippage. 
I'he transmissions can be mounted 
anywhere, in any position on the ma 
| chine. Remote control is available if 
desired, and can be placed in a posi 
tion best suited for the operator. The 
operating components consist of a 
| double grooved pulley on a floating 
type jack-shaft with one groove of the 
pulley driven by the motor and the 
other groove driving the machine by 
two “A” (4 in.) section V_ belts 
Belts, with the aid of springs on both 
the end faces, control the 
| flanges and assure perfect alignment. 
Frazier & Son, Belleville, N. |] 
Industrial Distribution, June 1950. 
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Power Hoist Unit 


Lifts 500 Pounds 
At 25 Feet Per Minute 


\ new power hoist unit is being 
manufactured which will lift 500 
pounds at 25 fpm or 250 pounds at 
50 fpm. The unit comes complete 
with adjustable track trolleys for both 
single or double stcel tracks, a } HP 
single phase, reversing motor, cable 
for 10 and 20 foot lifts (2000 pound 
test aircraft stype cable 
drum, automatic brake 
tional hook attachments 
It will lift or pull distances up to 
200 feet. In addition to hoisting, the 
unit can be easily adapted as a power 
unit at 62 for running grind 


grooved 


ind conven 


Tpm 


-INDIANAPOLIS- 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. _ Est. 1890 INDIANAPOLIS, IND 


stones, and any other drive application 

suitable to speed and power rating 
Flinchbaugh Co., York, Pa 

dustrial Distribution, June 1950 
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for ROUGE anc 74-7.) Pe 


ELECTRIC 


No. 1485—WiITH the 

PISTOL GRIP — Easy 

to use. Well balanced — sturdy con- 
struction — has plenty of power for 

general purpose drilling. Specifi- 

cations: Capacity in steel %‘'. No 

Load speed 1650 R.P.M. — Full Load 950 
R.P.M.—115 Volt AC-DC., 2 Amperes, overall 
length 8''—weight 32 lbs. Also 2100 or 2500 
R.P.M. same price. 


No.1525—'s' Heavy Duty » 

—A Drill you can depend 

upon. Has exceptional fea- 
‘tures. A proven asset in any 


No.1550—'2"Heavy Duty No.1495 All Angle ¥ Drill 
—Has unusual features. A — DIFFERENT — has unlimit- 
bear for punishment. A ed uses. A time saver and 
must in any shop. money maker in any shop. 


Sold only through authorized SIOUX Distributors 


NN 
STANDARD THE eh; : WORLD OVER 
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made the Dixon line so desira 
and profitable for Distributor 
salesmen serving every industry. 


PRODUCERS OF Jhe Quality Line cour 
“BOSS” “GJ-BOSS" “DIXON” KING 


a lle.8) aaaall. wee. BRANCHES: CHICAG 


AIR KING 
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| Flat Stock 


Is Oil Hardening, 
Non Warping Tool Steel 


Vhis flat stock is an oil hardening, 
non warping, tool steel of well known 
composition, plus vanadium. Every 
picce is fully annealed for case of ma 
chining and for best hardening results. 

All four surfaces are precision ground 
extremely smooth, flat, parallel, accu 
rate, and completely free of defects 
and decarburization. ‘The ends are 
squared. For convenience, the stand 
ard length is 18 inches, and each piece 
is packaged in a protective wrapper, 
bearing identification and heat treat 
ment. Under good heat treating prac 
tice, the stecl will develop excellent 
hardness and toughness, without di 
mension change. 

Pittsburgh ‘Tool Steel Wire Co., 
Monaca, Pa.—Industrial Distribution, 
June 1950. 


























Oilers 


Spring Mechanism 
Locks Rate of Speed Adjustment 


hese oilers automatically supply a 
measured amount of lubricant to 
plain, stationary and anti-friction 
bearings. New ratchet control mech 
anism provides instant adjustment of 
the oil feed. A unique spring mech 
anism literally locks adjustment into 
position, avoiding the dangers of 
changing the rate of feed while han 
dling or cleaning. 

The protecting cap shields the 
mechanism from dust and dirt and 
from possible damage or distortion 
while cleaning or wiping. An exclu 





Stripped Models with Housings, Nos. 8022, 8062 
and 8102. Simplify installation, particu- 
larly where internal discharge and suction ports 
are not readily incorporated in the machine 
design, or where outside piping 
is desirable. 


Stripped Models without Housings, Nos. 8023, 
8063 and 8103. Made for manufacturers 
who wish to utilize pumps as integral parts of 

machines with suction and discharge 
ports incorporated in the machine castings. 
Provide compact installation . . . 
minimum projection from 
machine surfaces. 


ew sales | 
opportunities 


with this new series of 


AUTOMATIC 
REVERSING 
VANE 
PUMPS 


Nos. 8021, 8061, 8101 — and 
Stripped Models with Housings 


Stripped Models without Housings 


Many important and convenient features make easy sellers out of 
this new series of Brown & Sharpe Pumps for lubrication and 
coolant systems on machines that reverse. Heading the list is the 
fully-automatic reversing feature with unidirectional flow. Other 
features include . . . three sizes—2!/), 5 and 11'/, gpm at O pres- 
sure and at max. speed of 1140 R.P.M.... easy changeability of 
flow direction from one port to the other, in the field... mounting 
design that permits foot to be set in 4 different positions with 
ports held vertical. 

For integral mounting, each size pump is furnished also as a 
stripped model with housing, or stripped model without housing. 
Easily installed with minimum number of machining operations. 
Tell your customers about these new pumps, and get in on the 
ground floor of this new business. Brown & Sharpe Mfg. Co., 
Providence 1, R. I., U.S. A. 


We urge buying through the Distributor 


BROWN & SHARPE PUMPS [55 





r sive dual purpose vent relieves suc- 
Ow tion and back pressures caused by 
tight bearings, high speeds, etc., and 


provides an overflow when feed is set 
too fast. 


. | The oilers are available in 1, 2, 
—_ 4 and 8 oz. capacities with 4 in., } in., 


and # in. pipe thread. 
Trico Fuse Mfg. Co., Milwaukee 


Die Stock that WONT tam Industrial Distribution, June 1950. 
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—Threading Improvement your customers want 
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ew JAM-PROOF drive plate automatically 
N kicks out driving ratchet pawl when stand- 
ard length thread is cut.... You don’t have to 
watch it—lead screw can’t jam on workholder 


when threading with power drive or by hand. 
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Test Sieve Shakers 


Vibrating Shakers 
Operate On 110 Volt AC 


‘The manufacturer announces a vi 
brating test sieve shaker for labora 
tory screen analysis work which is 


Right Here is the simple Your customers can easily portable and quiet in operation. 


foolproof mechanism that change present GSR to The shakers operate on common 110 
makes 65R automatically new JAM-PROOF type— See . ; - 
. : : volt, AC power outlets. 
JAM-PROOF sell them new drive plate to ps. ° 
sine easily replace old drive plate Ihe vibrating action of the shaker 
eee is produced by an electromagnet drive 
All other FRIEX1D 65R features remain the same energized by rectified, half wave AC 
Perfect threads on 1” to 2” pipe with 1 set of high-speed steel dies— og poner Rage — cngg agg ag om 
sets to pipe size in 10 seconds—mistake-proof self-centering workholder ee an! cudrsig = 
sets instantly —and now it’s JAM-PROOF. INES, Geals, belts or pulleys to main- 
; tain and replace. No lubrication is 
Feature the new streamlined Jam-Proof RIED 65R—order now! required. 

Amplitude of vibration is regulated 
by a rheostat located in the front of 
the base cabinet; a reset timer pro 
vides accurately timed test periods. 
I'he sieve shaker is mounted on three 


on . , so - adjustable feet that permit perfect 
w re) R K-S AV E R r) t ry E 1 fe] re) L s a the spirit level on the 


The Syntron Co., Homer City, Pa 


THE RIDGE TOOL co. e ELYRIA, OHIO Industrial Distribution, June 1950. 
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i. POWERFUL NATIONAL ADVERTISING in the maga- 
zines most tool users read keeps telling them that “No Other Cutting 
Tool Will Outperform A Union” ond reminds them “Contact your 


Local Distributor”. The steady impact of this continuous campaign 
WH Y means a steady flow of profitable orders for distributors who carry 
Union tools in stock. 


there’s extra profit for you in 


CUTTING TOOLS 


is a sure source of extra profit because it guarantees 

m COMPREHENSIVE MERCHANDISING in the fair treatment, protection and factory support to every 

form of counter displays, folders, charts and gauges Union distributor. Investigate! See whether you'll soon 

keeps your name and Union's alive in your prospects’ _join the list of Union Distributors whose names appear — 

memories. Such steady reminders can't fail to build prof- without charge — in a special two-page insert in 
itable volume for Union distributors in the long run. THOMAS' REGISTER under “Drills, Twist”. 


¢ on f et ® UNION’S HONEST DISTRIBUTOR POLICY 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 
MILLING CUTTERS « GEAR CUTTERS »« TWIST DRILLS « HOBS e« REAMERS oe CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 

BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates, 
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Your £4 /i R A Advantages 
in stocking CLEVELAND Fasteners: 


Extra high manufacturing standards, 
Extra wide range of sizes, 
Extra fast delivery. 


. ++ advantages that spring from 


CLEVELAND'S SPECIALIZATION 


in Cap Screws* Set Screws, Milled Studs 


*Cap Screws in Hex, Fillister, Flat and Socket Heads 


>» stock Cleveland Fasteners 


r our monthly Stock List 


THE CLEVELAND CAP SCREW COMPANY 
2917 EAST 79TH STREET ° CLEVELAND 4, OHIO 
Warehouses: Chicago, New York, Philadelphia 





ORIGINATORS OF THE 
| KAUFMAN PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 
Ask your jobber for Cleveland Fastewers 


— 
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Humidity Control 


Automatically Regulates 
Relative Humidity 


An instrument which records and 
automatically controls humidity has 
been announced by the manufacturer. 
Utilizing the psychrometric wet and 
dry bulb principle, the controller auto- 
matic: illy regulates the wet bulb (rela 
tive humidity) depression for which 
it is set, regardless of any fluctuations 
in the dry bulb temperature. 

I'wo pens operate on a circular 10 
in. chart, simultancously recording the 
dry bulb temperature and the wet 
bulb depression. The flow of the 
humidifying agent, moisture, steam or 
oil fog, is regulated by a valve which 
is operated by the control instrument. 
For applications involving gas, such 
as the saturation of natural gas in 
the main, bars can be clamped on the 
case of the instrument, to make it gas 
tight. 

Weston Electrical 
Corp., Newark, N. J. 
tribution, June 1950. 


Instrument 
Industrial Dis 


Grinder Wheel 


Reinforced Hub Wheel 
For Portable Grinders 


I'his wheel is designed for use on 
right angle portable grinders and disc 
sanders primarily in weld grinding 
and foundry operations. It has been 





designed to combine exceptional 
strength, safety, and durability with 
a fast rate of cut. , 

In construction, this wheel is re 
inforced with layers of strong fibrous 
material between the layers of abra 
sive grain and resinoid bond. In ad 
dition, the wheel has a strong compo 
sition safety web molded onto th« 
back which serves to hold the whee! 
together in the event of accidenta! 
breakage until the machine can_ bx 
stopped and the wheel removd. 

Norton Co., Worcester, Mass. 
Industrial Distribution, June 1950. 


Saw Attachment 


Attaches To 
Radial Arm Saw 


This power rip feed attachment 
can be attached to almost any radial 
arm saw and many under table saws 
Ihe power rip feed may be attached 
quickly and securely with two mount 
ing brackets supplied with the unit 

The design of this unit enables the 
operator of the saw to not only us« 
it for straight rip sawing but also for 
bevel ripping, molding, power feed 
shaping, ploughing, grooving and rab 
beting. The operator can move the 
unit completely out of the way in 
a matter of seconds once power feed 
work has been completed. Hand op 
erations may then be resumed with 
out delay. 

DeWalt Inc., Lancaster, Pa—lIn 
dustrial Distribution, Tune 1950 


Sander-Polisher 


Larger Model 
Meets Heavier Requirements 


This new and larger model of the 
manufacturer's electric sander-polishet 


delivers 14,400 strokes px 


sanding 


GRINDING WHEEL DRESSER CUTTERS 


Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

———~\_ more dressings—cleaner dressings. And that 
Ua - presses \ means sure repeat sales. Stock the complete 
* \iineels ¥ m line for quick delivery . . . increased profits. 


_ 


\ face Ss 


press€ 2 | 
+  %0 
* Weneels \% \ 
a | 
_— ” presser, © \ 
1 Vineels = 
face of #22 
~\ nee!s 
use ~~. of e 
of © 


\ _— 


“FOR CORRECT DRESSER SIZE 
} USE THIS CHART 





VINCENT. 


STEEL PROCESS COMPANY 
; Heat Treaters of Metals—300 Tons Capacity Doily 


Producers of GRINDING WHEEL DRESSERS AND CUTTERS MSs TOOL arts 
HIGHWAY SURFACER CUTTERS 


CONICAL CUTTERS AND HOLDERS * DIAMOND 
TUBE CLEANER CUTTERS 





2424 Bellevue Avenue 
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... Selling your services 


» 

we, 
Tuis ADVERTISEMENT, oppear- 
ing in the May 27th issue of 
Business Week, will be read by 
over 200,000 business execu- 
tives and top management men. 
Prepared by Industrial Distribu- 
tion, it will help sell your ser- 
vices to these influential buyers 
of industrial equipment, tools 
and supplies. 














Give each of them fifteen minutes — and fifty hours of 
your time will have gone down the spout. Give a 
4 quarter of them an order and you'll soon be up to 
sour ears in phone calls, follow-ups, confirmations 
purchase orders, invoices and checks. 


What we're getting at is that buying your equipment 
and supply requirements from your local industrial 
distributor will save you time and money and sim 


plify your purchasing immeasurably 


Your distributor is prepared, at all times, to supply 
vou with the products you need — when you need them 
He stocks thousands of production and maintenance 
items — all quality products assembled from manufac 
turers in all parts of the country 


Wherever your plant is located, there's an industrial 
distributor close by to serve you. Always call him 


when you need industrial equipment, tools and 





oupplies. 


HERE'S HOW YOUR INDUSTRIAL DISTRIBUTOR 
CAN SAVE YOU TIME AND MONEY 


1. You deo! with only one salesman for all of your 
equipment and supply requirements 


2. You place one order and get the products of 
mony manutacturing wephers 


3. You seve occounting costs. (less paper work 
fewer purchase orders, invoices checks 


. You sove the freight ond cortege charges that 
would be incurred by buying diverse supplies from 


many distant sources 


SB. You get immediate price and catalog information 
by picking up your phone 


6. You ore assured quality merchandise. The dis 
tributor builds and protects his reputation by core 
fully selecting the best products from thousends of 
lines produced oll over the continent. The lines he 
handles ore nationally known and natvenally accepted 


7. You deal with o local business man, who em 
ploys loca! people, poys loco! toxes, participotes in 
loco! affairs, boosts local industy—and who knows 
your problems 








A McGRAW-HILL PUBLICATION 
SERVING DISTRIBUTORS AND THEIR SALESMEN 


mom cour vocoas Industrial Distribution 


330 WEST 42ND STREET, NEW YORK 18. NEW YORK 








. 
i 


idustrial Distribution 


{ McGRAW-HILL PUBLICATION 


330 WEST 42nd STREET, NEW YORK 
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minute using a straight line, reciprocal 
action principle whick is claimed will 
prevent burning, scratching or mar 
ring of sanded surfaces. 

Features include only two moving 
parts, oil-less bearings, light weight 
of five pounds, 21 inches of sanding 
surface using abrasives No. 4 or finer, 
and a cam-type paper holder which 
permits rapid abrasive changing. 

Dremel Mfg. Co., Racine, Wisc.— 
Industrial Distribution, June 1950. 





Fire Extinguishers 


Stainless Steel, Gas Charged Models 
Replace Soda Acid Extinguishers 


The manufacturer has developed a 
cartridge operated water type fire ex 
tinguisher with stainless steel shell 
which, it is claimed, has numerous 
advantages over the riveted copper, 
soda acid type long used in restau 
rants, hotels, offices, factories and 
institutions. 

Eliminated is the annual cost of 
recharging necessary with the soda 
acid extinguisher. The carbon di 
oxide pressure cartridge need be re 
placed and the water replenished only 
if the extinguisher is discharged. 

When the extinguisher is turned 
upside down and struck on the floor, 
the gas, contained in the cartridge 
fitted into the extinguisher cap, 1s 
released inside gradually. As a result 
a steady 40 foot stream is easily di 
rected from a safe distance. 

Other features are five pounds 
lighter weight, stainless steel finish, 
ind plastic transparent nozzle 

Pyrene Manufacturing Co., New 
ark, N. J.—Industrial Distribution, 
June 1950 





IMPROVED 


SOLD BY PROGRESSIVE JOBBERS 


Selected alloy steel, heat treated, 
and hard chrome plated, com- 
bined with quality SUPER work- 
manship gives you a holder that 
resists distortion and scoring, The 
broached holes fully enclose and 
support the carbide inserts. 


No separate parts or clamping 
devices to become lost or to 
cause other complications 
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DESIGNS 


New Clamping Method — Lower Prices 


. Easily accessible clamp locking 
screw for fast and easy blade 
interchange. 

. Wing nut locks adjusting screw. 
No wrench required. 

Knock-out hole for easy carbide 
insert removal. 

. No offsets nor excessive over- 
hangs. Permits adjacent set-up of 
holders. 
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LISHED BY THE COOPER ALLOY FOUNDRY CO., HILLSIDE, N.S. 4 


BIG POTENTIAL MARKET BECKONS 
CORROSION RESISTANT VALVES AND FITTINGS 


... SOLVES CORROSION PROBLEMS IN 
CHEMICAL AND PHARMACEUTICAL FIELDS 


Unless you suffer from some allergy, 
Pyribenzamine is probably just an- 
other strange medical word. But words 
like that are beginning to gain im- 
portance in the making and market- 
ing of stainless steel. Pyribenzamine 
—to string along with a name that is 
now in our vocabulary—is a chemical 
developed by research scientists at 
Ciba Pharmaceutical Products, Inc., 
Summit, N. J. It is an anti-histamine 
that effectively fights allergies like sneezing and itching. 


Such pharmaceuticals are of special interest to the metal 
industry because of the way they are made. Strict hygienic 
codes necessitate extreme cleanliness in the processing 
equipment. Relatively uninterrupted service and resistance 
to corrosive attack are among the important requirements. 
To meet these specifications in systems that must be liquid 
and vacuum tight, Ciba's engineers standardized, among 
other tested materials, on Monel . . . the nickel-copper 
alloy that is rapidly gaining such prominence in chemical 
and allied fields. As a result, Cooper Alloy MM is specified 
for all valves, pipes and fittings required to handle cor- 
rosive chemicals in certain key stages of the processing 
of Pyribenzamine. 


“Our past experience indicated that Cooper Alloy valves 
would do the trick, and our present production of highest 
quality PBZ indicates that our judgement was not in error," 
says Walter Bluntschli, Ciba’s distinguished Vice-President. 


Just as Cooper Alloy Monel is doing a superior job in 
this instance, other Cooper Alloy valves and fittings are 
perfectly suited to thousands of applications in the chemical 
and allied fields. Monel Metal and Stainless Steel belong 
wherever resistance to corrosion is an important factor, 
and every day more and more engineers are recognizing 
the trouble-free, economical operation it provides. 





AVAILABLE UPON REQUEST—For design features of 
competitive Gate Valves, Write for Cooper Alloy 
Comparison Chart. 








The COOPER ALLOY Foundry Co leading producer 
of Stainless Steel VALVES + FITTINGS + CASTINGS 
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Control Valves 


For Use With Single 
And Double Acting Cylinders 


The manufacturer has released a 
complete line of small operating 
valves designed for durability and 
simplicity of construction, featuring 
the sliding disc principal of forged 
brass. One steel bolt holds the two 
piece body and internal parts in placc 
and contributes to time saving, low 
cost maintenance. 

The valves are available for hand, 
foot, knee or mechanical actuation. 
They are especially adaptable for 
small bore cylinders, but are also 
adaptable to cylinders up to 34 bore 
in short strokes. 

A. Schrader’s Son Division, Scovill 
Manufacturing Co., Inc., Brooklyn, 
N. Y.—Industrial Distribution, June 
1950. 


Blow Torches 


New Line of Torches 
Redesigned by Manufacturer 


According to the manufacturer, 
three of his most popular blow torches 
have been redesigned to increase their 
functional utility as well as to create 
greater merchandising appeal on the 
counter. 

Ihe newest addition to the line is 
also ready for delivery. It is the half 
pint torch for hobbyists, home crafts- 
men, and for light shop work. The 
torch is complete with soldering iron 
rest and windshield, and has the same 
design characteristics as regular heavy 
duty torches. The 34 in. diameter 
tank is high polished brass and holds 
7k oz. of fuel; the torch burns 34 
hours full open and attains a tem 
perature of 1700°. Pressure is main 
tained by a_ brass wire interwoven 
with the wick which conducts heat 
from the burner to the tank. 

l'urner Brass Works, Sycamore, III. 

Industrial Distribution, June 1950. 


Continued on page 135) 
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SAWS FOR INDUSTRIAL METAL CUTTING 


Helping your customers is a sure way of helping 
yourself ...And you help your customers best when 
you supply them with Atkins ‘’Silver Steel’’ metal 
cutting saws!... For generations ‘’Silver Steel” has 


stood for the finest in saws—for faster cutting, 


longer life, reduced maintenance. 


Only Atkins makes “Silver Steel’’ saws. That's im- 
portant—worth repeating to your customers. Be- 
cause—of all fine saws, the finest are ‘Silver Steel’’ 
—and because “‘Silver Steel’’ is the brand preferred 
by more industrial users than any other! 


Sar ATKINS 


BAND SAW BLADES 


Teeth are milled to uniform size and shape, with deep 
gullets. Flexible back, hard edge. For cutting harder 
materials. Other band saw blades include all-hard and 
“Curled-Chip.” All standard widths. 


ATKINS 
“SILVER STEEL” BLADES 


Industry's “Standard for more than 25 years.” 
For tough, high-carbon steel or any steel that 
can be cut with a hacksaw. Available in both 
hand and power blades. Also “Curled-Chip” 
power blades. 


ATKINS 
SILVER FLASH BLADES 


A new blade for sawing lower-alloy steels 
where high production cutting is essential. 
Tough, flexible and practically unbreakable 
in its field of service. Resists chipping and 
abrasive action. For all makes of power hack- 
saw machines. 


Cllaer Shel’ SAWS 





E. C. ATKINS AND COMPANY 


Home Office and Factory: 
402 S. Illinois Street 


Indi lis 9, Indi 





ADA 


P , 
Branch Factory: Portland, Oregon a ws 
aoe wt 


Knife Factory: Lancaster, N.Y. 
Branch Offices: 


Atlanta + Chicago * New Orleans + New York 
“arteries atwars antae™ 
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IMPERIAL 
FLEX FITTINGS 


-«eMake Tube Fitting Failures 
Unnecessary... 


Offer these fittings where your 
customers are having trouble 
with breakage or leakage due to 


MAJOR 
VIBRATION 


MINOR 


— TUBE MOVEMENT 


Flex Fittings Make Joints Virtually 


Indestructible by Vibration. .. On tests 
where ordinary fittings failed after 73,000 cycles of 
vibration, Imperial Flex Fittings have withstood over 
2,000,000 cycles without failure as indicated in the 
chart at left. 

lf you are having 





trouble with tube fit- 
tings due to the 
destructive elements 
mentioned above, why 
not use Imperial Flex 
Fittings as does the 
manufacturer of the 
engine in this engine- 
generator set. Flex 
Fittings are used as 


standard equipment on trucks, tractors, diesel engines, oil 
filter connections, heavy power equipment, machinery, etc. 


teh for Catalog Ne. 


344-@. 


Comperetive Vibration Test 





eneeeR OF VIBRATIONS mm CYCLES 


cod 20,000,000 





Pere Fitting tailed efter 72.480 cycles | 





Compression Fitting felled efter 79.350 cycles 
4 re 





W-Duty Fitting felled efter 401.925 cycles 


FLEX FITTING showed no signs of failure after 


IMPERIAL 
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This Elastic Sleeve in Flex Fittings 
Absorbs Vibration and Shock .. . per. 


mits tubing to flex 
_ back and forth 
through the angle 
| shown ... at the 
same time assures 
a positive, pres- 
sure-tight seal. 
Easy to Install . . . Ail that is necessary is to 
slip nut and Flex sleeve over tubing. Then insert tub- 
ing into body as far as it will go and tighten nut to 
shoulder on body. No guesswork cn how far nut should 
be screwed down. On sizes larger than 12” O.D. and 
where higher pressures are involved, end of tubing 
should be belled slightly. 


Flex Fittings Can Be Used with All Kinds 
of Tubing ... Proved by Extensive Use. 


THE IMPERIAL BRASS MFG. CO. 


511 S. Racine Ave., Chicago 7, Illinois 


Pioneers in Tube Fittings and Tube Working Tools 
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EVERY ASSEMBLED PRODUCT 
NEEDS FASTENINGS LIKE THESE! 


Steel Tape Rules 


Chrome Provides : 
Non Glare Finish ' — 


hese non glare blades absorb dis 
turbing light reflections and afford 
easier reading of all markings and 
graduations. The black markings 
stand out sharply against the hard 
chrome-white surface. The gradua- 
tions are permanently bonded to the 
steel and sunk below the surface, pro 
tected against wear. 

Blades are 100 percent metal, will ~ | - 7s, YC r) ae 
not chip, crack or peel, and are rust ~- | = r r 
resistant. The blades are manually a J a 32 ca ad ; 
operated; balanced construction holds 
the blades at any length withdrawn. 


SHAKEPROOF . "7 
THREAD-CUTTING SCREWS SHAKEPROOF SPEED wuts 


’ } 
Blades are replaceable in a matter of eened tus ‘ | 
seconds. — | CA \4 Wn Te ' 

he Lufkin Rule Co., Saginaw, | CNIS 
Michigan—Industrial Distribution, 


June 1950. 


Cable Reel Truck 
Requires No Adjustment | teecia \Nt. 
For Different Sized Reels | 
This cable reel truck, designed for 
one specific purpose, will handle reels 
of various diameters and widths with 
out requiring any adjustment. Al 
though trucks of different sizes and 


capacities are available, a model suit 
ible to handle the user’s largest reel 
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Performance 


STRANDFLEX 


A Speed 


Gear Drive 


errr re, 


o? 


FLEXIBLE SHAFT 
MACHINE 


HIGH SPEED MOTOR 


GIVES YOU: 
1700 RPM 
3600 RPM 
7200 RPM 
9000 RPM 


STANDARD SPEED MOTOR 


GIVES YOU: 

850 RPM 
1800 RPM 
3600 RPM 
4500 RPM 


Cabinet 
Type> 


Distributors can sell the new 

Strandflex 4-speed gear drive flex- 

ible shaft machine with enthusiasm, 

for here is a quality product with outstand- 
ing, trade-accepted features. It represents 
a forward step in the flexible shaft machine 
business. 

Strandflex provides your customers with 
four speeds, allowing the change of RPM 
in a matter of seconds. This will meet many 
variable requirements of the trade 


The Strandflex gear drive is provided with 
two sets of helical-cut, hardened steel gears 
By means of an eccentric driving-sleeve 
assembly, one or more master gears can be 
engaged by a slight rotary and axial move- 
ment. The unit is totally enclosed 


Other STRANDFLEX models available 
Cabinet type and Vertical type for overhead 
use 

Strand distributors are provided with litera- 
ture that tells a complete story to the trade. 





STRAND 


FLEXIBLE SHAFTS 
and 
FLEXIBLE SHAFT MACHINES 


will also pick up and transport smaller 
ones. 

The lifting arrangement incorpo- 
rates two hydraulic hoists which rais¢ 
the carrying arms of the truck. One 
of the popular standard models pro 


| vides a 23 in. lift and will handle 


reels from 24 in. to 60 in. in diameter 
ind up to 36 in. wide. Others can be 


| furnished in capacities from 2,000 
| to 10,000 Ibs. 


A fifth wheel steer arrangement pro- 
vides maximum mancuverability. A 
single speed hydraulic hand pump pro 
vides the power to clevate the lifting 
arms. 

Lyon-Raymond  Corp., Greene 
N. Y.—Industrial Distribution, June 
1950 





Polisher-Sander 


All Moving Parts Enclosed 
In Aluminum Housing 


[his polisher-sander, weighing only 
74 Ibs., has attachments that convert 
it to a drum or disc sander, wire or 
scratch brush, rotary file, reciprocat 
ing saw or paint stirrer. ‘The heavy 
duty 115 volt AC-DC universal motor 
is fitted with oil impregnated bear 
ings and develops a 1,200 rpm spindle 
speed. 

\ll_ moving parts are encased in 
i lightweight die cast aluminum hous 
ing to make the tool easier and lighter 
to handie. The polisher is furnished 
complete with a 7 in. backing pad, 
polishing pad and assorted abrasive 
cdlises 

Mall Tool Co., Chicago—Indus 
trial Distribution, June 1950 


Self-Adjusting Lap 


Provides Constant 
Self-Expanding Pressure 


This self-aligning, self-adjusting lap 
requires no manual adjustment. It 


onsists of one steel arbor, two ser 





EER LENE A IE, 
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rated copper sleeves and one S shaped 
pressure spring. The spring applies 
constant, even pressure against the 
two sleeves. Diagonal grooves in the 
sleeves serve as channels for the 
lapping compound, assuring uniform 
distribution. 

The arbors are said to last longer 
because they have no set screw to 
wear or possibly “freeze” and break 


Mee 
off under heavy duty and frequent ‘ 
adjustments. This item is available 
in sets of six laps (one each of six \ 
sizes) or individually. A complete set p 


with stand consists of one each of 


hese sizes: Hit in Hi fi HERE’S WHAT YOU-GET. 


— 
~ 


é in., and in. ‘Two extra sets of — 
_—_ sng — spring are in IN ADDITION TO PROFITS. 
cluded for each lap. 

Ideal Industries, Inc., Sycamore, | om 
I]l.—Industrial_ Distribution, — June F \ 
1950. 





DEMAND __Volume users—the big mass °° OPERATION you'll find that close 
production plants where tool quality is support by factory engineers at Beloit, 
critical—buy Besly Taps, Reamers and or in the field, helps your customers 
Twist Drills. Besly’s unchallenged repu solve difficult production problems. 
tation for quality helps Besly distributors yypnNover 











—Quick-turning inventory is 
assured by Besly’s popular exchange 
policy that “weeds out” slow movers 
For 42 In. or Smaller Holes DISTRIBI N__No longer are you just a and replaces them with items in great- 
In Soft or Hard Wood “me-too” distributor—one of many in est demand in your territory. Stock 
the same territory with the same line. must move to make a profit for you 
hese wood-boring bits for use in Besly’s “respected distribution” policy and your salesmen. 

} in. portable electric drills have been eliminates wasteful duplication of sales 

designed for workers using electri effort. You get the profits you earn! 
drills for boring 4 in. or smaller holes 
in soft or hard wood. ‘The bits are 
carefully formed and heat treated; 
they are of solid center design and 


have the single cutter, extension lip ; ‘ ’ 
tomer satisfaction wherever Besly Taps motion helps you cultivate your most 
type head with outlining spur. No : . . 
are sold—in large or small shops. profitable markets. 
pressure is required and holes arc 


bored quickly and smoothly The Write “Today! See, by checking facts, why Besly's hard fisted 


shanks are accurately sized to } in selling program gets results for distributors. 


diameter. 


sell the big fellows and makes it easier 
to sell all the rest. 


PROMOTION__Besly ads are read by the 
buying power of industry. Intensive 
ACCEPTANCE __Besly’s reputation for user trade paper advertising is backed by 
satisfaction makes sales for you. Stocks coordinated promotion that includes 
move faster. Besly maintenance of top catalogs, mailings, reprints, selector 
quality production standards assures cus- manuals and tap data sheets. This pro- 


The electric diill bits come pack 
aged as a set of five in a metal edgx 
display box. Sizes of this set of bit 


ire 4/16, 5/16, 6/16, 7/16, and 8 /1¢ 

TAPS—the TWIST DRILLS 
in. ‘The bits may be purchased in world’s most AND REAMERS ABRASIVE Gein DERS that 
complete scts of five o im indi icht i accurate tap —Complete line DISCS— individ reduce costs on 
for every need every type of 
surface grinding 


BEStY-TATAN 


, lcsir | vally formulated 
IZES AS CGCSITCE 


for your job 
Greenlee Tool Co., Rockford, III CHARLES NH. BESLY & COMPANY 


Industrial Distribution, June 195 @ 118N. Clinton Street * Chicago 6, Illinois 
. Factory: Beloit, Wisconsin 
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CAMPBELL 


CHAIN 


takes the strain... 


The job that calls for chain deserves only the best. 


Campbell rigidly inspects every link of every chain... to 
make sure the chain you sell your customers measures up 
to the high standards of strength and quality traditional 
with Campbell for almost half a century. 


Send your next chain order to Campbell. Production at 
Campbell is linked to your requirements as a distributor — 


you get prompt, courteous service and fast delivery. 


Campbell Chain is advertised 
consistently fo your customers 
in BUSINESS WEEK and 
PURCHASING 


CAMPBELL CHAIN @..,20g 


York, Penna. 


INDUSTRIAL + MARINE + AUTOMOTIVE + FARM 
SPECIAL PURPOSES 
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Coupling 


Torque Capacity 
Increased 20 Per Cent 


‘The manufacturer's coupling has 
recently been redesigned, and im 
provement in rubber composition and 
bonding have increased the torque 
capacity 20 percent above previously 
published values, while the hubs and 
adaptor plates have been redesigned 
to facilitate disconnection and re 
moval of the entire gland assembly. 

Redesigned components are en 
tirely interchangeable with the equiv- 
alent components of the manufac- 
turer's couplings now in use, and 
standard parts may be combined to 
allow six different mounting arrange- 
ments. Stiffness factors can be con 
trolled and are available for torsional 
analysis. 

This coupling is designed primarily 
for engine drives and for applications 
involving extremely severe torque 
fluctuations. 

The Falk Corp., Milwaukee—In 
dustrial Distribution, June 1950. 


Fire Hose 


Said 50 Per Cent Stronger 
Than Standard Hose 


According to the company, this 
new hose is 12 to 15 percent lighter 
and 50 percent stronger under a 600 
pound test than standard hose tested 
at 400 pounds. The new hose is 
more flexible, easier to handle and 
coils into a smaller diameter than 
standard constructions. 

Additional strength and _ lighter 
weight have been made possible by 
the use of a new chemically produced 
fiber which is used as the filler cord 
in the fire hose jackets. [t is not at 
fected by mildew, mild acid oi 
ilkalies 

B. F. Goodrich Co., Akron—Indus 
trial Distribution, June 1950. 











It stands to reason... that 


Most of your customers see our advertisements in leading trade publications 
suggesting that THEY CONTACT YOU for 


UNITED STATES ELECTRICAL TOOLS 


“America’s most complete line for 


production and maintenance in WRITE 


industrial America.” TODAY 


for available terri- 
tory and the liberal 
proposition for real 
business producers 


Profit 
by our 


SIX-POINT 
DISTRIBUTION 
PLAN 


. Full line 
. Super-quality 


. Economical 
prices 


. Protection 
. Good profits 


. Sales aids 
Dealer helps to help your customers 


sell more U. S. Electrical Tools. 
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L « I REAMERS 
GIVE YOU THESE 
BIG ADVANTAGES 


FULL LINE 


PACKAGING 


Price & Delivery 


PROMOTION 


POLICY 


All sizes from 1/16” to 1%” 
by 64ths are standard. Also 
Wire Gages sizes 1 thru 
60, and Letter sizes A thru Z 
are STANDARD. 


All reamers packed in trans- 
parent plastic capsule, clearly 
marked for size and identifi- 
cation. Protection and storage 
problems solved. 


Competitive prices with fair 
profit for Distributors on any 
size order. Delivery schedule 
on 24 hour basis. 


Advertising and merchandis- 
ing program geared to sup- 
port Distributors to the hilt. 
Sales tools and weapons with 
a real buy-appeal. 


An “on the line policy” with 
real features. GUARANTEED 
INVENTORY CONTROL, full 
Distributor protection, credit 
for direct sales, and more! 


“The Reamer Specialists” 


LAVALLEE & IDE, INC. 
CHICOPEE, MASSACHUSETTS 
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V Belt 


Built With 
Stretch Resistant Rayon Core 


The two outstanding features of 
this V belt are a greater resistance to 
stretch than many cotton cord belts 
and the fact that it can be spliced 
endless right on the sheaves 

This V belt is constructed of leather 
and has a built in “tension guard” 
which minimizes stretch. ‘This guard 
consists of a row of rayon cords 
bonded between the leather plies. It 
is the anti stretch function of this 
layer of cords which preserves belt 
tension im service. 

This belt is supplied in rolls or in 
endless belts. It is cut to fit the drive 
and can be spliced endless, in place, 
on the sheaves. When installing the 
belts directly in the grooves, a ten 
sion rod and clamp is added to cach 
end of the press clamp. This makes 
it possible to install the belts under 
any desired tension without dismantl 
ing the drive 

Chas. A. Schieren Co., New York 

Industrial Distribution, June 1950 














End Mill 


End Mill In Holder 
Cannot Jar Loose 


\ new type of end mill which is 
said to reduce tool costs as much as 





Month in and month out Cushman 
advertising like this in leading 
metal-working media helps you to 
sell better working holding methods. 


NATIONWIDE SERVICE THROUGH INDUSTRIAL DISTRIBUTORS 


THE CUSHMAN CHUCK COMPANY, HARTFORD 2, CONN. 





" 
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Yes, bolts are one of your best “‘bread-and-butter” lines! 


Aggressive Industrial Distributors know that Lamson 
bolts, nuts and screws are year-round steady sellers, with 
fast turn-over, and good profits on the inventory invest- 
ment. They help pay the rent and carry the overhead. 


It’s easy to make the complete Lamson Line your “bread- 
and-butter” profit line, too! Just keep your stocks com- 
plete and mention fasteners on every call. You'll be 
surprised at the EXTRA sales you'll make! 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street © Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio @ Birmingham e Chicago 


“eo & .SESSIONS 
re. 4 caamace 


THE COMPLETE, STEADY-PROFIT LINE 
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25 percent is announced by the manu- 
facturer. The new design eliminates 
the need for integral tapered shank 
end mills on large boring mill jobs, 
profiling and similar heavy duty ap- 
plications. It is presently available 
from stock in sizes ranging upward 


| from 14 in. diameter. 


The end mills are used with a spe- 
cial end mill holder, in which the 
locking action is aided by torque of 
the end mill in operation so that the 
end mill cannot jar loose and cause 
damage to work. The end mills are 
also claimed to reduce set-up and 
changeover time because they are 
lighter and easier to manage than 
tapered shank end mills. 

Special adapters for shell end mills 
and end mills smaller than 14 in. di- 


| ameter are available. These permit a 


variety of milling operations without 
inserting different holders or remov- 
ing work to other machines. 

Putnam Tool Co., Detroit—Indus- 
trial Distribution, June 1950. 














Portable Sander 


Ball Bearing Drive 
Requires No Lubrication 


The manufacturer announces a new 
portable electric sander as a com- 
panion tool to his all purpose electric 
grinder. According to the manufac- 


| turer, the sander is of revolutionary 


design with many new features, in- 


| cluding direct ball bearing drive which 
| requires no lubrication. 


Nine pounds in weight, the sander 
is unconditionally guaranteed against 
defective material or workmanship for 


| one year. Built for production and 
| maintenance sanding, finishing, pol- 


ishing and rubbing operations on 
wood, metal, stone, plastics and com 
position material, it has applications 
in industrial, construction, automotive, 
aircraft, cabinet and home work shops. 

Junior Tool Company, Los Angeles 

Industrial Distribution, June 1950. 





your 


ROPE SALES 
with 











NEW BEDFORD’s re 


PREM, 
and self-dispensing 


volutionary 


ROPE 


Carton! 











Here's a merchandising idea that'll hike your rope sales to a new high. 


Display 
This Sign 


it’s new.. 


@ It cuts measuring time in half and speeds up 
the sale. 

@ Satisfied customers know they’re getting just 
the length of rope they’re paying for... the 
quality they ask for. 

@ Packaged in colorful octagonal, compact- 
self-dispensing carton which means: 

@ The rope feeds out smoothly—no bands to 
cut—no covers to remove. 

@ Opens only at the right end—no tangling or 
snarling. 

@ It takes up less room, is easy to stack from 
floor to ceiling. 

@ Sealed tight in transit—keeps dirt out, insures 
clean rope at all times. 


NEW BEDFORD —— co. New Bedford, Mass. 


NEW BEDFOR 
pan fant D CORDAGE co. 


I'm hese in ; 
Nowing ho 
= the easy to handle gh Be at 
easured Rope in Self- pcb 


Company 


. @ traffic-stopper . . 


Only New Bedford Dealers will be selling PRE-MEASURED ROPE . 
in 50 years! It’s factory marked in red at ten-foot intervals . . 


rina 


. it really sells rope! 
.. first real improvement 
. think what this means to youl 


ae No longer a cellar item—a traffic-stopper, 
especially when used with New Bedford’s 
special DISPLAY STAND. 
Ideal for island display, it features a handy rope 
cutter that speeds up sales. And it’s all backed 
by a MERCHANDISING PLAN designed to 
help you sell more rope! Newspaper mats, cata- 
logue sheets ... give-away literature, agents’ 
signs, plus the heaviest advertising campaign 
New Bedford has ever run. Send for New 
Bedford’s MERCHANDISING PORTFOLIO 
at once! Fill out and mail coupon for complete 
details. Remember, New Bedtord backs you to 


the limit! 


Dispensing cartons. 
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PlasTex® is a distinct 
advance in belting for 
food conveying . . . an impervi- 
ous plastic coating, semi-impreg 


nated, on a solid woven carcass 
Completely pliable, PlasTex 
belt is odorless, impervious to 
alkalis, 
greases — stands heat to 200 
F. and cold to —20° F. Can be 


kept clean because of plastic sur 


moisture, oils, acids, 


face. Washable by all methods, 
including steam 


Accepted by the food industry 
as the ideal food conveying belt 
— PlasTex® pays for itself many 
times in low maintenance, long 
life and 


performance under 


exacting conditions. Its plastic 


coat won't crack or peel 


Available in several construc 
tions in white, maroon or green 
colors. An exclusive Buffalo 
Weaving & Belting Com- 


pany development 


Build profits on in- 
creased sales to food 
processors — with 


PlasTex 


PlasTex is the reg 
istered trade name 
for Buffalo Weav- 
ing & Belting 
Company's 
plastic-cover- 


ed belting 


Write for full information 


and samples to: 


| EP- BUFFALO WEAVING & BELTING CO. 


209 Chandler St. Buffalo 7, N. Y. 


“A fundamental policy of our company —to strengthen 
the position of the distributor by selling through him—not ground him 
by remaining a belt source, and not a competitor.” 
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Know the Answers 


to quiz on page 106 





l 


For the smoothing of roughing 
wheels, suggest the zig-zag (Sher 
man) dresser; for dressing coarse 
grit wheels for snagging, the star 
dresser’s a good recommendation. 
The substitute for diamonds in 
commercial grinding would be the 
precision steel type dresser; the 
locked disc dresser removes abra 
sive grains to a common level and 
opens the bond; the abrasive stick 
dresser is well adapted to common 
grits and grades of tool room 
wheels; and the magazine-mounted 
stick dresser is useful for forming 
wheels to various patterns for pro 
file grinding. 

Vhat’s true. 

That's false. ‘The diamond is the 
most popular for high finish, ac 
curate, precision work. 

That's a good sense practice. 
l'rue, too. 

Ihe dresser being described is the 
off-hand abrasive wheel dresser. 

.Hope you checked all four. All 
affect vour choice of a size of 
diamond, or should, if you know 
what you're supposed to know. 

. Let him increase his traverse speed. 
Ihe other two would do more 
damage than good 

.Diamond traverse should be from 

the center high spot to the edges. 
The precision type abrasive wheel 
dresser should be your recommen 
dation. 
Ihe Sherman, or zig-zag type gen 
erally is suggested for sales to these 
trades for the kind of work speci 
ficd. 


2. Sparks mean the wheel is grinding 


13 


off the teeth of the revolving cut- 
ters. ‘The remedy?—use more pres 
sure against the wheel face. 

The five types pictured are (a) 
locked disc type; (b) precision steel 
tvpe; (c) corrugated disc dresser; 
d) abrasive stick dresser and (e) 
double — handl wheel 
dresser. 


abrasive 





It is with words as with sunbeams—the 
more they are condensed, the deeper they 
burn. 


—Southey 











BARNES presents... 


THE MACHETE 


This famous blade has never been equalled for 
efficiency and has proven itself in its con- 
tribution to the productivity of the sugar, 
banana and rubber plantations of the Tropics. 


Designed and _ constructed 
for a specific job — the 
Machete is an outstanding 
example of variance in knife 
design — just as the Barnes 
“Arc Line” is in the design 
and construction of band 
saw blades. 


Hard edged, with a flexible 
back for contour metal cut- 
ting, available in standard 
or wove set— Barnes “Arc 
Line” is as famous for pro- 
duction as it is for precision 
tool forming. 


CALL YOUR 
INDUSTRIAL 
DISTRIBUTOR 
HE'S YOUR LOCAL 
SOURCE OF 
INDUSTRIAL SUPPLY 
AND INFORMATION 


BARNES’ 


ATTENTION- 
GETTING 


FAMOUS BLADE 
ADVERTISEMENTS 
—APPEARING 

IN LEADING 
METAL WORKING 
MAGAZINES— 
REFER READERS 
TO 

THEIR 

LOCAL 
INDUSTRIAL 


DISTRIBUTORS... 


es = = 
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NEW GIANT ALLOY 


adjustable 


wrenches 


REPLACE 29 SIZES 
THINNER + LIGHTER 


Now for the first time quality, light-weight, alloy 
steel adjustable wrenches drop-forged to stand 
up under heavy duty jobs. The OTC Slim Twins 
make tough jobs easy ~ save tool and time 
costs -- result in faster, more productive work in 
your shop or on emergency calls. The OTC Slim 


Twin Wrenches replace 29 standard size wrenches. 


OA-24 is 24” long, 7,8” thick and weighs only 
10 Ibs. Adjusts to 13 standard sizes from 1-3/8" 
to 2-7/8". OA-36 is 35” long, 1-1/8" thick and 
weighs only 22 Ibs. Adjusts to 16 standard sizes 
from 2-15/16" to 4-3/4". 


























LOCATED LEVERAGE POINTS 


PATENT 
APPLIED 
FOR 


I " 
| 
! 


EXCLUSIVE DESIGN 
GIVES ADDED 
STRENGTH IN PROPERLY 


FOR LONG SERVICE. 


OWATONNA 
Miele) Moet: Wp4 


373 CEDAR STREET 


OWATONNA, MINN. 
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FROM THE 


w= FILES » 


25 YEARS AGO 


One of the major problems of the 
industry—and still a major problem in 
this year of our Lord, 1950—was out- 
lined at the Atlanta joint convention 
by Charles W. Beaver in his con- 
demnation of “‘small drop shipments” 
sent direct to dealers’ customers. 

The Fort Wayne Oil & Supply Co. 
changed its name to ‘The Fort Wayne 
Pipe & Supply Co., Fort Wayne, Ind. 

Proper and consistent use of adver- 
tising can make a mill supply distribu- 
tor’s trade-mark stand for what the 
business represents, W. W. French, 
ad manager of Dodge Mfg. Corp. told 
readers in his sixth article on the gen- 
eral subject of “Mill Supply House 
Advertising”. 

Frank Farrington’s “lesson in ef- 
fective salesmanship” warned sales- 
men that ‘Good Beginnings Make 
Good Endings’. Be sure you don’t 
waste too much time in the early part 
of your first visit, he cautioned, as your 
opening remarks mean much. 

J. L. Pitts, president of the Brown- 
Roberts Hardware & Supply Co., Alex- 
andria, La., at the Atlanta convention, 
advised his listeners to “spread the gos- 
pel of quality”. 

The Smith-Monroe Co. was organ- 
ized in South Bend, Ind., to stock 
and sell power plant and factory equip- 
ment and supplies, handling chiefly 
specialties rather than a general line 
of mill supplies. 

Exports of industrial machinery 
from the United States in 1924 
amounted to $130-odd millions; more 
than $7 millions greater than in 1923 





10 YEARS AGO 
Salesman Charles R. Muehlenback 


was the latest to join the five other 
members in the 25-Year Club at West- 
ern Iron Stores, Milwaukee. 

Joe Pitts (John’s boy) of Brown, 
Roberts Hardware & Supply, was 
elected the new president of the Alex 
andria, La. Chamber of Commerce. 

Machine Tool & Supply Co., Tulsa, 
had just made its third move in eight 
years, each time into larger quarters. 

Salesmen of Abrasive Machine & 
Supply, Newark were taking advantage 
of New Jersey's vocational training 
plan, undergoing a shop course to 
learn more about the application and 
performance of products they sell. 








... ANOTHER REASON FOR THE 


Every component in a link of roller chain plays 
an important part—the bushing, the pin, the 
link and inside plate, the roller. Each must pull 
its share of the load—each must be heat- 
treated so that it takes more than its share of 
the punishment. Otherwise, premature chain 
maintenance and replacement. 

The Atlas Nicarb Process used for case 
hardening bushings and pins is one big 
reason for the stamina of Atlas 'Super-Life’”’ 
Chain. Nicarbing provides an outer surface 
strongly bound to the core of the steel which 
provides greater strength and wear resistance. 





“SUPER-LIFE” OF ATLAS CHAIN 


The link plates and rollers are also made of 
tough, heat-treated alloy steel; ya uniform- 
ity achieved with autom@gytic eledtronic instru- 
ments which control the frnaces. 

Yes, every component part of Atlas ''Super- 
Life’’ Chain is made to have the maximum of 
inherent strength. This means greater effi- 
ciency—greater economy—on every drive! 

Investigate today the chain that keeps on 
running after ordinary chain is out of service. 
Write: ATLAS CHAIN and MANUFACTURING 
COMPANY, Kensington & Castor Avenues, 
Philadelphia 24, Penna. 


““SUPER-LIFE”’ 


ATLAS: CHAIN 








Manufacturer’s Supply Co., Grand 
Rapids, Mich., moved into their new 
and larger quarters on Commerce 7. 
just two weeks shy of their first anni- 
versary. 

R. E. Pat Kramer, president of H. 
Channon Co., Chicago, used our 
“Questions and Answers” section to 
help him prepare a “Monthly Quiz” 
for his salesmen and inside personnel. 

The entire third floor of LeClaire 
Hotel in Moline was taken over by 
Sterling Products Co. for its third an- 
nual Industrial Tool Show. 

Wm. Blom, salesman of Manufac- 
turers’ Supply Co., Grand Rapids, was 
just back ion a week’s visit at the 
Paasche Airbrush Co.’s Chicago plant. 

E. R. Lindstrom and W. F. Hart 
were added to the sales staff of Indus- 
trial Supply Corp., Richmond, Va. 

First general catalog issued by The 
Triplex Supply Co. of Milwaukee was 
being distributed by that firm. 


When a valve must make its own decisions 


use KENNEDY swing Check Valves 


A swing check valve often guards the most vital point in 
your lines. That is why you will want the full assurance of 
KENNEDY'S seventy-three years of valve experience back of the 
check valves you select. When things are flowing smoothly ... 
in the right direction... it stays open with minimum flow 
resistance. The moment back pressure develops it closes 
instantly and positively! 

KENNEDY manufactures check valves in a wide range of 
types and sizes. Write for full details. 








The Buyer Looks 
at Business 


KENNEDY FIG. 889—IRON 
BODY BRONZE MOUNTED 


KENNEDY FIG. 492—BRONZE 
SWING CHECK VALVE 


Steam 300 Ibs. at 550° F. Cold 
Water, Oil or Gas, Non-shock, 
600 Ibs. Generous diameter 
cap permits easy inspection 
and regrinding without re 
moving from line. Swing disc 
swivels in hinge while a stop 
on the cap prevents sticking in 
open position. Sizes '/,” to 3” 


Bronze Faced Disc. Steam 250 
Ibs. at 500° F. Cold Water, 
Oi! or Gas, Non-shock, 500 
Ibs. Revolving disc is self-ad- 
justing Angular placement 
permits easy opening at low 
pressures while also reducing 
closing shock at high back 
pressures. Sizes 2” to 10”. 





2 


i 


‘dl 


KENNEDY FIG. 106—IRON- 


BODY SWING CHECK VALVE 
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Flanged Bronze Mounted, 
Bronze Faced Disc. 2” to 12” 
Saturated Steam 125 Ibs 
Cold Water, Oi! or Gas, Non 
shock, 175 Ibs. Has revolving, 
self-adjusting disc angled for 
easy opening at low pressure 
and shock reducing closing at 
high back pressure. Sizes 2” 
to 24” 





KENNEDY FIG. 103—BRONZE 
SWING CHECK VALVE 


Bronze or Leather-Faced Disc 
Saturated steam 125 Ibs. Cold 
Water, Non-shock, 200 Ibs 
Also recommended for use on 
oil and gas lines. Leather 
Faced disc should be used on 
cold water lines. Easy swing- 
ing disc is hinged on bronze 
pin will not stick in open 
position. Sizes 4" to 4” 


BUY FROM YOUR LOCAL DISTRIBUTOR 


THE 


® KENNEDY feces 
1040 EAST WATER ST. 
) ‘ ELMIRA, NEW YORK 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 


OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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Composite opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 
Business Survey Committee. 

Purchasing Agents in their Na- 
tional Survey for April, report a sub- 
stantial pickup in industrial business 
volume. Order booking and produc- 
tion increases are exceeding the high 
rate during the booming pre-steel 
strike period of last August and Sep- 
tember. Much of the improvement 1s 
attributed to recovery from the set- 
backs caused by steel and coal strikes, 
but there is strong evidence of a 
steady upward movement from the de- 
cline of 1949. Prices continue to 
show strengthening to moderate in- 
creases. 

Industrial inventories are being 
lowered by the boost in production 
schedules but may build up slightly 
in the next few months. The re-em- 
ployment rate is the best since last 
September. Buying policy though av- 
eraging well within a “hand-to-mouth” 
to 90-day range, is increasing in the 
area of 60- to 90-day commitments. 
Keen competition and aggressive sales 
efforts are causing a profit squeeze in 
many lines, principally at the dis- 
tributor level and on fabricated goods, 
but it is expected to spread into other 
lines as the vear progresses. Over-all 
sentiment is much more optimistic 
than it has been for several months. 





Purchasing executives, however, con- 
sidering the increased order booking, 
point out that it only reflects the for- 
ward coverage of the longer but con- 
servative material buying policy of in- 
dustry. 


Prices 


No signs of weakness in the indus- 
trial materials price structure are noted 
this month. Except for copper, zinc 
and lead, the movement would prac- 
tically have been sidewise for April. 
There is some price deterioration re- 
ported at distributor levels. Competi- 
tion for volume is sharpening up, 
resulting in reduced profit margins, as 
sellers test markets to determine prices 
at which the consumer will buy. In- 
dustrial buyers feel this trend in 
merchandising finished goods must 
eventually reach back to put pressure 
on basic material prices. 


Inventories 


Production material inventories are 
slightly down for the month. In 
creased production schedules have 
eaten into stocks a little faster than 
they have been replaced. The ex- 
tremely cautious inventory policy gen 
erally adhered to for many months 
will cause some inventory build-up in 
the next few months to protect the 
higher production levels. Steel, while 
still on the critical list, is making 
rapid inroads on accumulated orders. 
Copper, zinc and their products are 
currently in a tight position. Little un- 
balance of stocks is reported. 
Employment 

Pay roll increases are about up to 
the September rate. Re-employment 
continues at the same pace set in 
March, the increases running neck- 
and-neck with improved production 
schedules. The labor market is gen- 
erally reported as plentiful, allowing 
for greater selectivity in filling jobs. 
This year’s high school and college 
graduates will have tough sledding. 
Buying Policy 

Cautious, with little incentive to be 
otherwise. The sharp increase in 
order books the past two months is 
predominantly within a delivery range 
of 90 days, and buying to cover mate 
rials to produce them is right in line 
with this coverage. With few excep 
tions, industrial materials can be ob 
tained in the lead time required. Pur 
chasing Agents are not buying the 
easy-to-get items beyond the delivery 
time required to match the bottleneck 
materials. 


Commodity Changes 


Many “ups,” a fewer 
price movement either 


“downs.” The 
wav was of 


yacrO BOX FINGER BRAKE 


Four models 6” 12” 18” 24” 
Capacity—16 Gauge Steel 


3 TOOLS IN ONE 


1. BOX and PAN BRAKE 
2. STANDARD BRAKE 
3. BAR FOLDER 


410 


OPEN END FINGER 


for forming triangular, square 


and rectangular tubes. 


Versatility from the word GO!! One box or 10,000 
nomically produced with the 


can be eco- 
new Di-Acro Box Finger Brake 
The complete box finger bar also serves perfectly for all stand- 
ard brake operations. An Acute Angle Bar—quickly mounted 
converts the brake to a bar folder for locks, seams, hems and 
The unique Di-Acro Open End Finger forms 
square or triangular tubes and other similar parts difficult to 
make. Real machine tool construction, with hardened and pre- 
cision ground box fingers, assures permanent accuracy in pro- 
ducing duplicated parts. The Box Finger Bar easily 
mounted on all standard Di-Acro Brakes 


sharp angles 


can be 


Di-Acro is pronounced ‘'DIE-ACK-RO"” 


Perr eee ee we we wees 


Send for 


40 PAGE CATALOG 


and dealer informa- 
tion. Add to your 
sales with all six 
DI-ACRO Precision 
Machines. 


rae) ONEIL-IRWIN mFG.co 


“ss Jn 


"One-Time” Customers? 
Never! 


if you recommend the 


GASOLINE BLOW TORCH 


Heavy steel tanks with copper- 
brazed joints. Closing valve 
forces cleaning needle through 
orifice without enlarging orifice. 


WRITE TODAY for FREE BOOKLE) 


giving full information on 
Unique’s complete line of 


GASOLINE and KEROSENE 
FURNACES and BLOWTORCHES 


UNIQUE MFG. CO., INC., Est. 1921 





150 Ibs. 


| 223 W. Walton St., Chicago 10, Ill. 
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312 EIGHTH AVENUE, LAKE CITY, MINN. 


PI) 14 ae 
VALVES 


Can be placed in any position. 
Flexible Monel Metal Poppet cannot 
leak. For cold or hot water or steam. 
pressure. 
for bulletin 402. 


Onder from your Yobber 


Noiseless. Ask 





More Bu 


Sell * National Sande i 


re li 
F omplete ™ 
Here's daiviona!t bus 


pring ad 


MODEL 400 
“Mity-Midget”’ 
Woodworkers, boatbuilders, ma- 
chine tool plants, auto and air- 
plane manufacturers are among 
the many users. It saves time re 
money because it is light-weight 
and compact. because it is 

vibrationless and powerful 


MODEL 300 


A straight-line, reciprocating, two- 
pad sander for use on wood, 
metal, plastic, or stone. It has 
built-in water outlet for wet sand- 
ing. It makes 2250 34-in. strokes 
per minute per pad. 


MODEL 500 
Electric 
National's powerful, orbital action 
electric sander operdtes at a con- 
stant speed of 5000 rpm [With a 
permanently lubricated uhiversal 
type motor which will develop 


NATIONAL 








= sa “ef 
an 


INOS» 000 


sanders that will 
Dis stributor- 


k 
-— bloc 
ill- Supp. be sanders 


NATIONAL AIR SANDER, INC. 


2822 AUBURN ST., ROCKFORD, ILLINOIS 
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short range. Nonferrous metals dis- 
played the greatest strength. 

On the increase side were: Abra 
sives, sulphuric acid, alcohol, belting, 
brass, copper, cornstarch, chlorine, 
motors, fire brick, fuel oil, lead, 
leather, lumber, magnesium, mica, 
muriatic acid, edible oils, kraft paper, 
tires, steel, tin, zinc. 

Prices reported lower: Antimony, 
cocoa butter, dyestuffs, transformers, 
ester gum, coal, coke, naphthalene, 
plasticizers, propane, rosin, silver, tex 
tiles, turpentine. 

Hard to get: Aluminum, benzol, 
burlap, cellophane, chlorine, copper, 
some grades of lumber, kraft paper, 
steel, zinc. 

Canada 

The general Canadian business pat 
tern is more like that of the United 
States this month. Order booking and 
production are up, with a substantial 
percentage holding to previous levels. 
lewer price increases and more de 
creases are reported than in the 
United States. Inventory trend is 
down. Employment is up. Buying 
policy is of slightly longer range. Con 
struction is booming. Reduction of 
exports is dimming an otherwise mod 
erately optimistic ‘outlook. 





D-A-T-E-§ 
TO REMEMBER 





May 29-June 9—Canadian Interna- 
tional Trade Fair, National Exhibi 
tion Park, Toronto. 

June 12-14—International Convention 
and “Inform-a-Show’, National 
Association of Purchasing Agents, 
Cleveland, Ohio. 

June 12-16—National Oil and Gas 
Power Division Conference and Ex- 
hibit, Lord Baltimore Hotel, Balti 
more. 

June 16 
Llanerch 
phia. 

Aug. 7-20—First U. S. International 
rade Fair, Navy Pier, International 
Amphitheatre, € Coliseum and Arena, 
Chicago. 

Aug. 14-18 
National 


Annual Keystoners Outing, 
Country Club, Phil. ide] 


National Power Show of 

Association of Power En 
gineers, St. Louis, Mo. 

Aug. 28-31—Metal Mining Conven- 
tion and Exposition, Salt | ike City, 
Utah. 

Sept. 5 9—National Chemical Exposi- 


tion, Coliseum, Chicago. 





Pam FRICAN 
| Screw Company? 


e NEW NUMBER “ee @ 


... please call th pax. 


at WILLIMANTIC 


a, CONNECTICUT!” 


--.and get fastest fastener- 
service from this modern, 
high-production plant 


Save time and “wrong numbers” by chang- 
ing yourrecords now to the address of Amer- 
ican’s new main plant and home office. 

This high-production operation... one of 
the most modern in the screw industry... 
is equipped and staffed to raise American 
quality and service to new high levels, both 
in American Phillips Recessed-Head 
Fasteners, and also slotted products. What- 
ever it takes to make better screws, American 
has it at Willimantic! 

Photos at the right give you a good picture 
of American's present position on deliveries. 
So for either Phillips or slotted, mark your 
order American ... and shoot it to 
Willimantic. 


AMERICAN SCREW COMPANY 
Plants at Willimantic, Conn., and Norristown, Pa. 
Warehouses at: 

589 E. Illinois St. 502 Stephenson Bidg. 
Chicago 11 Detroit 2 


"ty SLIP OUT 
ER CAN CESS 


D 
ewinete oA wee REC 


MEA SCREWS 
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| Sept. 18-21— National Builders Hard- 
ware Exposition, St. Louis, Mo. 

Sept. 18-22—Fifth National Instru- 
ment Conference & Exhibit, Me- 
morial Auditorium, Buffalo. 

Sept. 26-29—Industrial Packaging & 
Materials Handling Exposition, 
Philadelphia. 

Sept. 26-29—Iron & Steel Exposition, 
Public Auditorium, Cleveland. 

Oct. 2-6—The National Hardware 
Show, Grand Central Palace, New 
York City. 

Oct. 3-5-—National Lubricating Grease 
Institute, 17th Meeting Roosevelt 
Hotel, New Orleans, La. 

Oct. 4-6—Direct Mail Advertising 
Association, Hotel Roosevelt, N. Y. 

Oct. 8-11—-National Institute of Gov- 
ernmental Purchasing, 5th Annual 
Conference and Products Exhibit, 
Milwaukee, Wis. 

Oct. 15-18—Public Works Congress & 
Equipment Show, New York. 

Oct. 16-20—National Safety Congress 
& Exposition, Chicago. 

Oct 23-27—1950 Convention of Na- 
tional Metal Congress & Exposi- 
tion, Chicago. 





NEW LINES 
taken on by 


DISTRIBUTORS 








The Roden Electrical Supply Co., 
Knoxville, Tenn. has been named a 
dealer for Allis-Chalmers transform- 
ers in Greene, Hamblen, Union, 
Campbell, Scott, Anderson, Knox, 
Sevier, Cocke, Blount, Munroe, 
Loudon, McMinn, Morgan, Cum- 
berland, Meigs, Fentress and Roane 
Counties in Tennessee. 

The following distributors have been 


Matchability of Wood's “Sure-Grip” V-Belts and V-Belt Sheaves appointed by The Falk Corp. to 
assures a balanced drive performance. The positive locking | merchandise its reducers and 


effect—achieved as the “tailored to the groove” v-belts seat ee 
themselves in the smooth, uniform sheave grooves—assures © Stockton a 
higher operating efficiency, smoothness at all belt speeds, e Meier Transmission Supply Co. 
greater load capacity, ability to absorb shock and pulsating Cleveland, Ohio 
loads, minimum maintenance and lowest power consumption. . pp Pilg 
Write for detailed information. 

The following have been appointed 
Power Transmission Equipment Engineers and Manufacturers ri en ee 
since 1857. e The Essmueller Co. 


Kansas City, Mo. 


e Industrial Engineering Equip. Co. 


¥. B. WOOD'S SONS CO. Davenport, Iowa 


eR. R. Howell Co. 
CHAMBERSBURG, PA. Minneapolis, Minn. 
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ject eaatcocs PYRAMID sw SALES 


# Fairbanks’ 3 lines! 
ee wth Fairbanks 3 lines: 
GA! Better Discounts 
FOR B | TH PROFIT Capitalize on the profitable combination of Fairbanks’ three 


lines—Trucks, Casters and Valves. Many of your customers may 
be unaware of the fact that all three lines are made by the same 
Fairbanks Company. Yet a number of users of hand and plat- 
form trucks, for instance, also buy casters and wheels —and 
bronze and iron bodied valves—turning elsewhere for sales that 
should be yours. 

So make three calls in one — pyramid your profits by selling 
all of these famous Fairbanks products to every customer. 


The Quality = : 
Builds Steady 7 ; VALVES 


Repeat Sales 

* Full Line of Bronze and Iron 
Body Valves in all types — 
Gate — Globe — Angle — Check 
—"Sphero” Ball Valves—Sol- 
der Joint—Brazed Joint. Sizes 
Ye" to 24”. 





TRUCKS 
l\ : ; Hand and Platform Trucks in 


BL ADE f f 7 : B)over 200 stondard styles and 


: y sizes. Dollies, Carts, Skids,also 
CIRCULAR ; 4 \ ks oe aC =. specially designed equipment. 


SAW BLADES 


Here's the new, guaranteed 


CASTERS and WHEELS 


quality circular saw blade line 
that will build a profitable, 
steady repeat business for you 
in saw blades. 


There's extra hours of keen, sharp- 
edge cutting built into highest 
quality chrome nickel steel Blade 
saws. These additional hours of 
smooth, trouble-free cutting service 
will keep customers re-ordering 
Blade Brand regularly. 


Blade circular saws are individ- 
vally packaged to provide easier 
handling and greater protection of 
blade. Immediate delivery out of 
stock permits a small stock in- 
ventory. 


SEND FOR CATALOG AND PRICES 
on the complete Blade line, in- 
cluding new metal and plastic sows 


Styles 
Sizes Rip, Cut-Off, 


4 to 16 inches Combination & 


Inclusive Hollow-Ground 


909 W. 3rd AVE 
COLUMBUS 12, OHIO 


Swivel and Rigid Casters in 
both Pressed Steel and Semi- 
Steel in sizes 2” to 8”. Wheels 
for casters and trucks in 2” to 
18” diameters. Rubber Tired, 
Semi-Steel, Solid Rubber and 
Pneumatic types with Plain or 
Anti-Friction Bearings. 


OVER 21/, MILLION ADVER- 
TISEMENTS IN 1950 ARE 
HELPING YOU SELL FAIR- 
BANKS PRODUCTS. 


, “cairbanks. 


K 3, N.Y: 


ROME, GA 


New YOR 


BOSTON 10° 


TE ST REET. ° 


PITTSBURGH 22 ° 


K3° 
Branches NEW YOR 


DART & PIC UNIONS - VALVES - TRUCKS - CASTERS 
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CAP 
SCREWS 


MILLED 
STUDS 


Ottemiller products 
for free folder which i 


*Wm.H.O 


YORK, 


FINEST 


SET 
SCREWS 


COUPLING 
BOLTS 


ill Supply Houses. Write 
ribes the complete line. 





Company 
> sanmmuicnall PENNA. 


WEINBERG & McHEE 


af! VE THESE MODERN FEA roaas! 


*g* ~Z=Ee—-COn lehs) jera 2. is) 


600 West Jackson Bivd., 


‘ 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertise 
with manufacturers 
of their trade-marks, 


d Lines are tied up 
advertising by use 


Chicago 6, til. 
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| Tools & Supplies, Inc., 


The New England Electric Supply 
Co., Pawtucket, R. I., has been 
named an Allis-Chalmers dealer for 
Texrope drive equipment in the 
state of Rhode Island with the ex- 
ception of the city of Woonsocket. 


Industrial Supply Co. of Minneapolis, 
Minn. has taken on the following 
lines during the past year. Revco 
Inc.; Bunting Brass & Bronze Co.; 
M. R. C. Corp.; Waldes Kohinoor, 
Inc; G. P. Dorris Co.; Quincy 
Compressor Co.; Shafer Bearing 
Corp.; Lovejoy Flexible Coupling 
Co.; Rockwood Mfg. Co.; Louis 
Allis Co.; Twin Disc Clutch Co.; 
Falk Corp.; and Arrowhead Rubber 
Co. 


St. Louis, Mo. 
has been appointed an authorized 
distributor for St. Louis and the 
St. Louis area by Carboloy Co., 
Inc. 


Kornfield-Thorp Electric Co., Kansas 
City, Mo., has been established as 
a distributor of Falk Corp. Steel- 
flex couplings. 


The Sidney B. Roby Co., Rochester, 
N.Y. has been appointed distri- 
butor of the Firth-Sterling line of 
carbide tips, tool holders, and drill 
products. 


+H. OD. Taylor Co., Buffalo, N. Y. has 
been named exclusive distributor 
for the Buffalo area in Sterling 
hacksaw and band saw blades; and 
bearings and bearing bronze manu- 


factured by Imperial Brass. 


Miami Armature Works has been 
appointed a dealer for Allis- 
Chalmers motors and controls in 
Ottawa, Delaware, Nowata, Mayes, 
Craig and Rogers counties in 
Oklahoma, and in Cherokee and 
Crawford counties in Kansas. 


The Whiton Machine Co., New Lon- 
don, Conn., manufacturers of lathe 
chucks, centering machines and gear 
cutting machines, has appointed 
the following distributors to handle 
the sale of its products in their 
various areas: 


e American Steel & Supply Co. 
Chicago 4, Ill. 


e Hibbard, Spencer, Bartlett Co. 
Evanston, Ill. 

e The Keiser-Van Leer Co. 
Bloomington, III 


Sanford & Co. 
Mo. 


@ Clarke F. 
St. Louis, 


e South Bend Supply Co. 
St. Louis, Mo. 





SPECIALIZE? 
LUBRICANT? 


no 

KEYSTONE, LUBRICAT:, 
PHILADELPHIA,PA- 
ESTABLISHED 0 


Rae 


e¢ 


No Guesswork In Selecting The Right Lubricant 


HEN a plant engineer—your prospect— 

actually breaks down the facts and keeps 
check on what his overall lubrication costs 
really are, he becomes even more aware of the 
importance of selecting the right lubricant for 
each job. 


The Distributor Salesman who knows what 
problems a plant engineer has to meet—how 
well bearings stand up, how much lubricant 
is needed and how often required—can help 
the engineer specify the right lubricant for the 
job. For your reference there are Specific In- 
dustry Recommendation forms, or the Selec- 
tor in the Application Guide, which will tell 
you precisely what oil or grease to use—for 
each type of bearing or gear, and condition of 
operation. It’s wise, too, to explain exactly 


SPECIALIZED 


INDUSTRIAL D'STRIBUT! 


what Keystone Specialized Lubricants are... 
how they are engineered for precise solution 
of individual job requirements— which is why 
performance is high and maintenance costs 


are low. 


Be sure to have your Keystone Selector and 
Guide with you on your sales calls—plus one 
for your prospect. And whenever possible, 
set up a date for yourself and a Keystone 
Engineer to make a complete plant lubrication 
survey. KEYSTONE 

LUBRICATING COM- 

PANY, 21st, Clearfield 

and Lippincott Sts., 
Philadelphia 32, Pa. 
Est. 1884. 


LUBRICANTS 


ON ¢ JUNE, 1950 





e Industrial Equipment & Supply 
C 


0. 
Benton Harbor, Mich. 


e Miles Machinery Co. 
Saginaw, Mich. 


e Howard & Smith, Inc. 
Detroit, Mich. 


e McKee-Kenyon & Co. 
Detroit, Mich. 


e Neill-LaVielle Supply Co. 


Louisville, Ky. 


© Steel City Tool & Supply Co. 
Pittsburgh, Pa. 


Patron Transmission Co., New York, 
N. Y. has been appointed a stock- 
ing distributor of Oilite plain, 
flanged and thrust bearings, cored 
and solid bars, plates and strips. 


Warren & Bailey., Los Angeles, Calif. 
recently was named to represent the 
Allis-‘Chalmers Co. on Texrope 
drive equipment in California south 
of and including San Luis Obispo, 
Kern and San Bernardino counties. 


Noland Co., Inc., Atlanta, Ga., has 
been named distributors for Whit- 
man & Barnes tools. 





OBITUARIES 





Raymond T. Mesker 
Aluminum Industries, Ine. 


Raymond T. Mesker, _ secretary, 
Aluminum Industries, Inc., Cincin- 
By comparing the photo microscopic views above the nati, Ohio, died on Easter eve at 
difference between Randall Graphitic Cast Bronze and Santa Monica, Calif. Mr. Mesker had 
ordinary bronze is readily apparent. In Randall bronze aa eae sill in a yany affairs for 
the grain structure is more homogenous, the matrix he 2 ae do} 1% is 
size smaller, large lead crystals are absent. The result the past image erg , 

. a better, longer wearing bronze. This amazing : Mr. Mesker joined the old Kant 
new Graphitic-Cast phosphor bronze is available to you Skore Piston Co. in Cincinnati, in 
in over 450 stock sizes of bored or solid bronze bars. an executive capacity, in 1920. In 
All surfaces are fully machined . . . concentric . . . ready 1927, when the company became 
for the finish cut. Randall Graphitic-Cast Phosphor Aluminum Industries, Inc., he con- 
Bronze meets SAE 660 specifications . . . it’s economical tinued as secretary and a member of 
to buy .. . economical to use and all orders are shipped the board of directors, which offices 
immediately from stock or within 36 hrs. after receipt he held until he died 7 
of order. Write for catalog No. 100 which lists all Surv 9 are | ‘d » | he 
sizes and prices—ask for information on choice distrib- SUPINE, HG DAS WHO, BO CONE, 
utor territories now available. a sister and a son. 


Charles F. Northup, 
PILLOW BLOCKS GRAPHITED BEARINGS Brown & Sharpe of N. Y. 
BUSHINGS €R, fall THRUST WASHERS Charles F. Northup, formerly Syra 
BAR STOCK ane BABBITTS cuse representative of Brown & Sharpe 
quset wwencates iieesitiedieane of New York, Inc., until his retire- 
ment in 1941 after 41 years of service, 
died in Syracuse on April 3rd in his 


RANDALL GRAPHITE BEARINGS, INC. 87th year. 


, : After serving his machinist ap- 
215 E. Market Street Lima, Ohio prenticeship at the Brown & Sharpe 
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QUAKE 





“THEBELT = 
DOUBLE LIFE” 


WITHA 


QUAKER TRANSMISSION BELTING 





LASTS 10 YEARS... CUTS COSTS IN HALF! 


Day and night for six years... regular 
running for more than four years. That's 
the service record of an eighteen inch, 
six ply Quaker Ironsides Endless Belt on 
a forty foot drive powered by a 150 
horsepower steam engine. Twice the 
length of service of any other belting... 
a saving of more than $400.00. 

More proof of why more plants are 
specifying Quaker for quality. Each and 
every Quaker Belt is designed for a par- 


PACKINGS THAT PRESERVE POWER 
Quaker packings are pre-tested 
for size, shape and quality to 
assure perfect fit, long service, 


moximum power. 


ticular job... pre-tested and perform- 
ance proved for maximum service and 
lower operating costs. 

Achievements like this are typical of 
all Quaker products which makes selling 
easy and builds repeat volume for 
Quaker Distributors. 

Get added business and profits by 
Quakerizing your line. Write for com- 
plete catalog. 


HOSE FOR RUGGED WEAR 
Pre-tested and performance 
proved for flexing and strength, 
there is a Quaker Hose for air, 
steam, liquids. 


QUAKER RUBBER CORPORATION °* PHILADELPHIA 24, PA. 
Division of H. K. Porter Company, Inc. 


Pittsburgh + New York 


Cleveland « 


Chicago + Houston + Atlanta 


Western Territory 


QUAKER PACIFIC RUBBER CO. 


RUBBER PRODUCTS 


custom made for every industrial use 


« Sanfrancisco + Los Angeles + Seattle 









Mfg. Co., he worked for several years 
in Worcester, Mass. He returned to 
Brown & Sharpe as a salesman and 
was appointed Syracuse representative 
in 1912, which position he held un 
til his retirement. ' 


O. W. Hurlbert Sr. 
S. B. Hubbard Co. 


O. W. Hurlbert Sr., 77, a lifelong 
resident of Jacksonville, Fla., died on 
April 24. He was associated with the 
S. B. Hubbard Co. for 35 years until 
his retirement 15 years ago. 

He was a past master and one of 
the founders of Francis T. Hurlbert 
Masonic Lodge, which was named for 
his father. 

Surviving are his wife, four sons, 
two daughters, three brothers and a 
number of grandchildren. 





William Luekens, 
The W. Bingham Co. 


William Luekens, who was with 
This drop-forged ring Day f | the Bingham Co., hardware concern, 
is permanently at. : po for 55 years before his retirement in 
tachedtoeachAcco fm b st 1939, died on May 2 at the age of 
Registered SLING i [ 83. 
CHAIN. All essential Zo. Zz Three of his sons followed him in 
identifying informa- | the hardware business: Walter is 
tion shown on both ' ; * president of the Riverside Hardware 
sides of ring, as illus- >» is | Co.; Edgar is president of the Lake- 
trated, protected by the oe | wood Hardware & Electric Co.; and 
outer flange. Norman is secretary-treasurer of the 
George Worthington Co. 
Other survivors include five daugh- 


e 
ACCOHegistered sume cum | == 


re @ The right sling chain for the job is _ Francis I, Kemp, 
i aca the safe one. The wrong sling chain _ Worthington Pump Manager 
ditntes infor. Wagi be a hazard—to men, materials Francis I. Kemp, manager of the 
mation on how and equipment. vertical turbine pump division, Worth- 
ns — In ACCO Registered SLING CHAINS, — PN , pec si — 
care for sling ; , alris ] ie Apri : 

: ou have a selection of types, sizes and MEEESODy. 102s: Seen ee Sooo 2 
chains. It is ptesthccoe bs Caled ence eget pee Mr. Kemp joined the W orthington 
— : : y organization in 1913 as a salesman in 

application—plus the assurancethat =| the St. Louis district office. He be- 

every sling that carries the Identification | came district manager, first of the 
r . o > 

Ring has been fully tested and rigidly Kansas City office in 1921, and then 

inspected. of the San Francisco office in 1929. 


- — In 1944, he assumed managership of 
AMERICAN CHAIN—"The Nation’s the vertical turbine pump division in 
Chainmaker’’— feels the responsibility | Harrison. 
of positively identifying every sling chain 
that leaves the plant. Herman -* Krouse. 
Victor Balata & Textile 


Herman L. Krouse, Fort Wayne 
representative for the Victor Balata 
& Textile Belting Co., Easton, Pa., 
died on April 2. He was 49, and had 


AMERICAN CHAIN DIVISION been associated with the Company 
AMERICAN CHAIN & CABLE since 1934. 


Mr. Krouse is survived by his wife, 
In Business for Your Safety two sons and one daughter. 


; 
| 
_ 
: 
: 
- 
7 


York, Pa., Chicago, Denver, Detroit, ’ Pittsburgh, Portland, San Francisco, 
Los Angeles, New York, Philadelphia, Bridgeport, Conn. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


= 
= 
«a 
a 
a 


SistauauTeR, 
f 


When you offer your customer a complete 
line of fasteners, you reduce his costs of 
purchasing and receiving and help him get 
True Fastener Economy. In promoting RB&W 
Plow, Step and Elevator Bolts, stress the 
completeness as well as the quality of the line... 
the product of more than a century of 
continuous research and progressive 
development in fastener manufacturing .. . 
backed by the skill of four generations 
of RB&W men and women. 


t -_ ] , 
} / Plants at: Port Gusstan: N. Y., Coraopolis, 
Pa., Rock Falls, lil, Los Angeles, Calif, 
Additional sales offices at: Philadelphia, 


Detroit, Chicago, Chattanooga, Oakland, 


THE foley 1 1831: ‘elty- Vane LINE Portiand, Seattle 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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For Safety’s Sake . . . SELL 











Sizes 3 feet to 16 feet in height 
with standard rubber safety shoes 
at no extra cost. 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 


ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 


WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 














@ ASSURES unmatched self-prim- 
ing speed. Advanced Centrifu- 
go! Design. Exclusive CMC dual 
jet construction and open thrash 
type impeller mean peak per- 
formance and dependability. 


@ GIVES top performance even 
under adverse conditions. Extra 
air handling ability permits de- 
pendable performance when 
ordinary centrifugal pumps 
become air bound. 


@ YOUR BEST BUY! 
Easily installed. Readily port- t 





able. May be placedaway from 
pit. Suction lifts of at least 25 ft. 


@ UNMATCHED 


PRIMING SPEED 


@ “NEVER FAIL” 
FLOAT SWITCH 


@ NON—CORROSIVE 
FLOAT AND STRAINER 


@ FLOAT CONTROL 
EASILY ADJUSTABLE 


@ SIMPLE TO CLEAN 
JUST UNSCREW PIPE 


@ AVAILABLE IN 
WIDE RANGE 
OF SIZES 


\ 


Write for full details of CMC DUAL PRIME PUMPS. ‘ 


ONSTRUCTION Mune ( “ors. 
WATERLOO, WOWA, U.S.A. 
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SALES HELPS 
from 


MANUFACTURERS 


MECHANICAL AND HYDRAU- 
LIC JACKS BULLETIN—Complete 
specifications and application informa- 
tion on all sizes and types of mechani- 
cal and hydraulic jacks are included in 
a new catalog. The 32 pages of this 
letter file size catalog carry full de- 
tails of the 123 model of ratchet 
lowering, hydraulic and screw type 
jacks that comprise the manufacturer’s 
standard line. Contributing to the 
simplicity and ease of use of the new 
catalog is a new method of grouping 
the jacks by type, combined with a 
quick identification of each jack’s 
major uses.—Templeton, Kenly and 
Co., Chicago. 


SAW BLADE FOLDERS-—The man- 
ufacturer announces the availability 
of four new product folders featuring 
his line of flexible and all hard hack 
saw blades and profile and wavy set 
band saw blades. These enclosures 
are the first of a series planned to 
help the consumer select the blades 
best suited to his requirements. In 
addition to being factual product 
presentations, these new folders fea- 
ture application pictures, hints on 
metal cutting, and other information 
of general interest. — Henry G. 
Thompson && Son Co., New Haven, 
Conn. 





YYHORIZED 


e il 
vi 


DEALED 





WINDOW DECAL—A new four 
color window decal is available to 
dealers handling the manufacturer’s 
line of machine tools. ‘The decal is a 
double purpose transfer that can be 
applied to either side of glass or to a 
wood or a metal surface—Delta Mfg. 
Division, Rockwell Mfg. Co., Milwau 
kee, Wis. 








YET LIGHT AS A FEATHER! 











COUNTER DISPLAY — Important 
features of his new 14 in. aluminum 
pipe wrench are emphasized on a new 
counter display recently introduced 
by the manufacturer. Copy panels 
stress ruggedness, light weight and 
interchangeable, replaceable alloy steel Pe H / 
jaw inserts. Die a display card is and increased production 10-Folef 
Shek "lar sea & Cee ae PARTS: Anchor pieces of 1020 steel with punched holes. 

tached by fitting jaws over simulated PROBLEM: Tapping with ordinary taps had to be done at boron A 
pipe section. The handle is secured low Speeds to prevent welding SP 80 prone. Changing 

by a metal tab through hole in end. cutting oil made no difference. Taps were continually 


—j. H. Williams & Co. Buffalo, | galling in the soft, stringy material. 
N. Y Then they called the HY-PRO Sales Engineer. 


= ; : ' HY-PRO SOLUTION: He recommended a Hy-Pro %-24 3 Flute 
MATERIALS HANDLING BUL- Spiral Point Tap with the exclusive Hy-Pro Ferrox 
LETIN—Twelve pictures and four line Surface Finish. Running at a speed of 50'/min. with a 
drawings in a four page bulletin de- water-soluble lubricant, production increased tenfold. 
scribe the manufacturer's system of | The Hy-Pro Taps never galled in the soft, stringy steel 
palletless handling with fork trucks. | and stayed sharp longer in spite of the work-hardened, 
Text, photos, and line drawings de- | punched holes. 

scribe and illustrate two typical han- ‘ ‘ . 
dling cycles and clearly indicate how Above is a typical example of how the Hy-Pro Sales Engineer =—= 


in piliiiien: exces 6 seme at help increase threaded-hole production. His expert engineering counsel 
pad ie danteeel with re son backed by the most up-to-date tap production methods combine to 
solve tapping problems rapidly and profitably. 





isms and several steel plates per truck, 


saves storage space, manual loading, All Hy-Pro Taps are ground from tough uniform quality high- 
demurrage, and handling costs. The speed steel and given one of the Hy-Pro exclusive 

elements of the system are presented surface treatments. 

in an overall inclusive manner that | , ' 

permits plant managers, shipping Each tap is completely inspected by the lat- 

supervisors, traffic engineers, and ma- est electronic quality control equipment, your 

terials handling experts in specific in assurance that there will be no dimensional vari- 

dustries to apply the svstem to their ance in Hy-Pro Taps of a stated size. 

own special requirements.—Yale & 


Towne Mfg. Co., Philadelphia. These precision manufacturing methods 


plus the ability of the Hy-Pro Sales Engineer to 
prescribe the correct tap for your particular job 
means sustained accuracy on your production line 
resulting in higher productivity ae your tap- 
ping machines. 


FLUID DRIVES CATALOG~—This 
28 page catalog is a progress report 
on the manufacturer's compact, pack 
iged power transmission unit designed - 
three vears ago to provide smooth, Let Hy-Pro solve your tapping problem- 
cushioned _ starting f machines, call a Hy-Pro Sales Engineer today. 

smooth running under varving con 
ditions of loading, and automatic 














Order from your distributor. 
ss. 


t i ts and d Thea Da) a 
vpes, sizes, arrangements and dimen a. 
sions of units available; features of HY-PRO) HY PRO igete}t 
——— ——4 
A — 


overload protection. The book covers 


construction; advantages to the user; 
selection tables; typical examples of 
fluid drive selections; and numerous A SUBSIDIARY OF CONTINENTAL SCREW COMPANY 


NEW BEDFORD, MASSACHUSETTS 
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By Installing 


CURTIS 


Air Compressors, 





* d | eS SS wns 
Air-Operate acy tootsie 
@ Self-Lubricating 


Ld] ° 
{ n € rs Gg 4 0 | sts @ Centrifugal Unloaded Starting 
@ Nationally-Known Motor 
ESE 


CURTIS AIR HOIST 


@ Accurate Finger-Tip Spotting of 
loads 
@ Low-Cost Lifting 





e manhours 
9 uction costs 


tficiency 


e Sa 
e Reduce prod 
e Increase plant e 


No better equipment is built for producing air at 


low cost, or for assuring efficiency in any lifting, 
‘ 4 : CURTIS MODEL C AIR COMPRESSORS 
pulling or pushing operation. © Water-Cooled 
@ Up to 50 H.-P. 
@ Fully Enclosed 
@ Dust and Dirt-proof 


Precision built by a company with 96 Years of  e¢ timken-Beoring Equipped 





“Know-How”—Your assurance of proper per- 


formance from the moment of installation. 


=CURTIS-— 150 
ST.LOUIS}—— CURTIS PNEUMATIC MACHINERY DIVISION CURTIS AIR CYLINDERS 


of Curtis Manufacturing Company For Any 


1911 Kienlen Avenue, St. Lovis 20, Mo. Pushing 
. — Pulling 
| am interested in items checked below: or 
Lifting Operation 


C] iii =e CURTIS PNEUMATIC MACHINERY DIVISION 


Air Hoists of Curtis Manufacturing Company 
f 1911 Kienlen Avenue St. Lovis 20, Mo. 
LJ 


Air Cylinders 


C) 


Alr Compressors 
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photographs of actual installations — 
Link-Belt Co., Chicago. 


HEADER DIES BULLETIN—With 
increasing use of header dies employ- 
ing carbide die nibs—for heading of 
bolts, screws, rivets, etc., the manu- 
facturer has issued a four page bulletin 
giving detailed instructions for as- 
sembling and finishing such dies. In- 
cluded in the leaflet is information on 
the preparation of the rough nib for 
assembly; heat treatment of steel die 
case; method of finishing case; as- 
sembly of nib in case, etc. The various 
steps are visualized by means of line 
drawings. A monograph for the rapid 
determination of the amount of press 
fit required for the assembly of any 
given size of header die nib in a 
steel case is included.—Carboloy Co., 
Detroit 





DISPLAY RACK—A new display and 
storage rack for scroll saw blades lists 
on its face 22 different materials that 
can be cut with the blades. Next to 
each is the number of the correct 
blade to use for various thicknesses and 
the speed at which the saw should 
run. The customer moves a pointer 
to the material he wants to cut and 
he gets all the information necessary. 
The inside of the cabinet provides 
ample space for blade storage, with a 
separate compartment for each blade 
package. he complete unit takes 
only 64 in. x ¥ in. Of counter space. 

Power Tool Division, Rockwell 


Mfg. Co., Milwaukee. 


HOSE COUPLINGS PRICE LIST 
-A new net price list on malleable 
and steel hose couplings is being dis 
tributed by the manufacturer. The 
new list eliminates the time consum 
ing job of figuring chain discounts on 
hose couplings. The new list saves 
time for top management by making it 
easy to figure profit rapidly and to 
simplify inventory control. Services 
to customers is speeded up in the 


KLEINS 


THE PLIERS 


Good Workmen 


PREFER 








Good workmen know that the quality of the work they do 
depends in no small measure upon the quality of the tools 
they use. Kleins were made for men who know and appre- 
ciate the finest in pliers. The highest quality drop forgings 
—the most careful tempering throughout—the individual 
testing and inspection of every pair—the carefully honed 
knives—all add up to pliers that last longer, do the job better. 

Klein Pliers are made in a wide variety of styles and 
sizes to suit every job. Be sure you have a representative 
selection of these famous tools in stock to care for your 


customers who appreciate and want the best in pliers. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric Corp., 
New York 


The Klein Pocket Tool Guide 
shows the many sizes and types of 
Klein Pliers and contains valu- 
able information on other Klein 
products. A copy will be sent with- 
out obligation. Since 1857 


te 


moro IG LE Nom 


3200 BELMONT AVENUE on Dhow Ueno e ILLINOIS 


INDUSTRIAL DISTRIBUTION © JUNE, 1950 





Jin ° ——— ee 
You Il Drill for Bigger Sales 
* & Buy 
and Profits with These Tools | gupatr 


Three 12” 
/, 





Electric Drills 
now in big demand for 
unmatched performance 
in specialized applications 











DISPLAY STAND — The manufac- 

turer has developed a self service dis- 

play stand for handling a stock of 72 

tools. The stand for holding tools 

has a multi-color, eve appealing de- 

sign for stopping customers and creat- 

ing impulse sales. It is a self seller 

BF - 312 — 550 r.p.m. type, giving prices and several reasons 
for buying the tools. The display is 

$3950 compact enough for use on crowded 
counters, taking only a 12 in. x 28 


S - 412 — 450 r.p.m. in. space.—Plomb Tool Co., Los An- 
$4450 geles. 
§ - 212 — 150 r.p.m. 





iw Seggeee 


$4950 PET 2p aR ae 


Uniform in size, housings, 
and 6 lbs. 8 oz. wt. 


BF-312 . . » Maintenance Man's Favorite 


With its 1/3 HP Milwaukee-built motor, this 1/2” drill is unequalled in 
= at its price. Thousands used for plant maintenance. Capacity for 

ring in wood, 1-1/2”, Every customer is a prospect for BF-312. Re- 
movable all-position side handle, Jacobs 3-jaw geared chuck, ball and roll- 


er bearings and die-cast housings are standard with all three of these tools, 


§-412 . . « for Drilling Concrete, Masonry 


For carbide-tip drilling, this tool’s 1/3 HP Milwaukee-built motor and Wenn reer wore 
triple gear train provide the high torque that assures time-saving speed = se 
and accuracy in masonry and concrete. When used with our “2 speed- : = 
/ / ‘ at T 4 = = a0- 
Right-Angle-Drive” attachment ($24.50 additional), its capacity for ROPE CONI ot lhe — 
boring in wood with expansive bits or holesaws is 3”. Ask us about turer announces that his pre-measure 
the Milwaukee “TRI-SPEED 412 KIT rope will be packaged in a flat topped, 
octagonal corrugated container especi- 
$-2122 . . . for HIGHEST-TORQUE Requirements ay seelgued 40: Soenk age ae. Fe 
pa fea. ‘ self dispensing container is 17 in. wide 
This is America’s slowest speed, lightweight drill — built especially for ee . mee. A in tore heletete. 146 in 
‘ ‘ 4 and 1S avallabDie ( ign ts, . 
carbide-tip work in tile and ceramics. When used with our ‘2-speed- ind 19 in., dependin upon the sise 
é im... «¢ 7 ( , 
rht-Angle-Drive” attachment, its 150 r.p.m. sp ‘ > ase ; ¢ 
ne . one € ; : “ns : t S r.p.m. speed can be increased of the rope. The self dispensing fea- 
) 22 .m., or reduced 0 r.p.n 
; I eee Oe foe ture of this container enables the 
dealer to easily and quickly pull out 


the rope without danger of tangling 

Write for our Sales Plan i or snarling. Sturdy and flat topped, 

You'll ET y‘ + a and it permits floor to ceiling stacking of 

profits with this ittle Giant : ye oils for the first time.—New 
1 ied Xu als a, . 4 

series of Milwaukee Quality QUALITY cele) mS Bedford Cordage Co., New Bedford, 


Tools. Address — Mass. 


MILWAUKEE ELECTRIC TOOL CORPORATION _sInsrRucriON MANUAL-Proce- 
5340 WEST STATE STREET ~ MILWAUKEE 8, WISCONSIN: cedures which cranemen and hitchers 
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JOHNSON 
distributors sell 


a COMPLETE 
LINE of SLEEVE 
BEARINGS 








ew Being a Johnson Bronze Dis- 


tributor is a distinct advantage 


because of the extensive line of 
bearings and bearing metals. Naturally, it means more 
sales per call, as the line meets practically every 
industrial bearing need. There are over 850 sizes of 
General Purpose (GP) Bearings; more than 300 
Electric Motor (EM) Bearings; more than 200 sizes 
of Cast Bronze Graphited Bearings; and a large list 
of Ledaloyl Self-Lubricating Bearings. Then, too, 
there are Lead-Base Babbitt, Tin-Base Babbitt, and 
over 350 sizes of Universal Bronze Bars, both cored 
and solid. All are stock items. Supplementary stocks 
are warehoused in twenty-two industrial cities for 
immediate delivery to Johnson Bronze Distributors. 


Write for details concerning our distributor franchise. 


Write for Catalog THELOON ) ‘UTI 


SLEEVE BEARING HEADQUARTERS 
535 SOUTH MILL STREET © NEW CASTLE, PA, 
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should follow to work safely and eftec- 


STAIINTIESS Swat SCREWS tively as a team in the company’s plant 
: are contained in a new 36 page pocket 
manual. The manual carries instruc- 
| tions for cranemen, hitchers and head 
hitchers and defines the extent of 
their authority and responsibilities. It 
illustrates standard crane signals, 
shows how crane operation and in- 
| spection reports are executed, and 
carries reference tables which specify 
| the manufacturer’s safe loads for wire 
rope, wrought iron and alloy steel 
| chain, manila rope, and eight part 
braided slings.—Allis-Chalmers Mfg. 

| Co., Milwaukee. 











LOOK INSIDE! 
When your cust s need $ Fasteners save money with 
—ALLMETAL can be depended upon for imme- vo tarhae Steam Traps 
diate shipment from their large, complete stock Super 
of Machine, Socket, Hex Head, Self-tapping, 
Wood Screws. 
SEND FOR CATALOG 49H PROMPT DELIVERY of various types of Phillips 


Recessed Head Screws and Specials, too. 





MANUFACTURERS SINCE 1929 


cZtece ea ee 


33 GREENE STREET. NEW YORK 13.N. Y. 











STEAM TRAPS 











STEAM TRAP DISPLAY CARD — 
This three color counter display card 
for steam traps is suitable for windows, 
counters, or as a wall hanger. It 
measures approximately 15 by 19 in. 
lo draw the attention of the prospect, 
an interesting cutaway view of the 
manufacturer's steam trap is pictured, 
showing the internal workings of the 
trap and its principal features—V. D. 
Anderson Co., Cleveland. 











KEY GRAPHITE KEY-TITE 
PASTE ... for sealing pipe 


--.an excellent joints on lines car- 

(ae = sealer for all lines rying water, gas, 
ine carrying oil, gas- low-pressure steam, 

AD ney oline, kerosene compressed air. 
XAPHITE PACT and high-pressure Does not affect 
— steam. Lubricates taste or odor of 


as it seals. potable liquids. 


Pipe joints sealed with Key Pipe Joint Sealing Compounds 
positively will not leak, yet are easily opened, for Key will 
not freeze in the joints. A profitable repeat item. Nationally 
advertised. Attractively packaged. Immediate delivery. 








Inquire about available territories for distribu- 


TT eer commny 


2621 McCasland Ave., East St. Louis, Ill. 
In parts 4 ancclcignass test vena “Come up with any good sure-fire sales 


ideas lately?” 
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REASON ” ee 
way : tue <a¢alily’ oF roors 


1S IMPORTANT... 
TO IN SERVICE AND SALES 





means more 
$$$$$ 


10 You. 


44.9% 


These two new Stow portable power 
tools were developed to provide a com- 
pact, versatile machine capable of do- 
ing a wide variety of jobs . . . grinding, 
buffing, routing, brushing, filing . . . 
at a price that brings them within the 
range of every tool-room or workshop 
customer 


Stow Jiffy machines are efficient 
proven, adaptable—and so economical 
of first cost— 

and operation 

—that sales 

potential is 

unlimited! 

Tool Rooms 

. Factories “J 


pa widespread recognition enjoyed 
all are your by GORHAM Cutting Tools has not been accidental 
market! Best . .. it has come through our constantly producing 


of all — each 
sale creates 
more profit 
possibili- 
ties through 
the fine assortment of accessories 


superior tools. These tools are helping plants every- 
where to save production dollars. The demand for 
GORHAM High Speed Steel Tool Bits is increasing 
constantly and this makes your cutting tool sales 


most profitable. Whether your customer's need is 
specialized or just regular, GORHAM High Speed 
Steel Tool Bits will meet any and all requirements... 
find out what selling them can mean to you in profits. 


available for the Stow Jiffy Tool. 


YOU'LL BE INTERESTED IN 
STOW’S DISTRIBUTOR PROPOSI- 
TION. WRITE TODAY FOR FULL 
INFORMATION ON THE NEW 
STOW JIFFY TOOLS! 


STOW Flexible TOOL SHAFTS 
Seventy-five years of “know-how” 
in solving Power-Drive and Re 
mote Control problems are packed 


Lae ©@GORHAM M-40-B 


for Heavy Cuts in Hard Material 


@GORHAM STANDARD 


for the Commercial Field 


© GORHAM GORMET 


Send for your free copy today for More Abrasive Materials 


Ss 


MANUFACTURING CO. 
0 5 Shear St., Binghamton, N.Y. 





GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. 
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K & M SALES BUILD 
PROFITS AND GOOD WILL 


Dependable fluids handling equipment .. . 





K & M’s contribution to industry 


for nearly °4 of a century. 


You'll find this quality line well 


known it's easy and profit 


able to sell and it stays sold K&M PILOT OPERATED 
FLOAT VALVE 


For reliable control service on hot or 
cold liquid supply lines, on open or 
closed tanks, and with valve submerged 
in liquid if required. Single seat, pilot 
operated, piston balanced design per- 
mits tight shut-off with minimum float 

SERIES 8300 power. Sizes '2 to 2”, female screwed. FIRM PRESIDENT Wn. J. Burns 
For pressure to 150 Ibs. - 450°F. Globe of the company of the same name in 
or angle types. Bronze or special Providence, R. I. studies his self-de- 
alloys for corrosive liquids. vised sales comparison chart to learn 


K&M Y STRAINER \ where the firm stands in relation to 


other years. 











For full protection to regulating valve con- 
trollers, meters and traps in service with 
steam, water, oil, gas or other fluids. Large Wardlaw Is Elected 


open area perforated sheet metal screen At Mid-West Abrasive Co 





assures proper straining with minimum pres- 
sure drop. Blow down connection for normal Directors of Mid-West Abrasive 
cleaning, screens easily accessible for full Co., Owosso, Mich., recently elected 
cleaning. For horizontal or down flow vertical Daniel Wardlaw, veteran employee, 
installation. Sizes “% to 6 inches, perforations to a vice-presidency in charge of 
%, to ¥% inches. Semi-steel, bronze, cast steel TYPE 340 coated’ abrasive manufacturing. Mr. 
or special alloys. Wardlaw, who began with the com- 
pany in April, 1931, 19 years ago, is 
K & M PRESSURE a well-known authority on the manu- 
facture of sandpapers and sandpaper 
REDUCING VALVE products. 

All other officers of the company 
A compact internal pilot operated valve were re-elected. They are: James T. 
TYPE 481 for close regulation in steam pressure reduc- Jackson, president and general mana- 
' tion service. Balanced piston pilot design ger; L. P. Jackson, vice-president in 
assures minimum effect on reduced pressure charge of engineering, R. A. McEI- 
setting from variable inlet pressure or flow hinney, vice-president in charge of 
requirements. Parabolic inner valve assures solid abrasive manufacturing; Saunders 
dependable control on high or low load P. Jones, vice-president in charge of 
requirements. Sizes 2 to 2 inches. Maximum sales; William E. Essery, treasurer, 
inlet pressure 250 Ibs. at 400°F. Bronze body, and A. C. Reppenhagen, secretary and 

stainless steel trim, screwed ends. assistant treasurer. 














Quaker Rubber Opens 
Branch 


These are a few typical items in the extensive K & M line) With each item designed and 
onstructed by specialists, it is a line to make money with Complete information 

i ie sane prompt The Quaker Rubber Corp. has 
opened a branch in Atlanta, Ga. at 
746 Lee St., S. W., with Dewey C. 
Vinson as district manager. 

The branch will cover seven South- 
ern states. G. C. Johnson, general 
sales manager and J. R. Keach, gen- 
eral manager, were at the formal open- 
ing at the Atlanta branch. 


2033 - 43rd ST., NORTH BERGEN, N. J Established 1879 


PRESSURE REDUCING & REGULATING VALVES Ad LEVEL CONTROLS 
STRAINERS e PUMP GOVERNORS ° BACK PRESSURE AND RELIEF VALVES 
FLOAT VALVES bd EXHAUST HEADS bd STOP AND CHECK VALVES 
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R/M R/M 
No. 650 No. 625 


“PYRO” Red Rubber 


Sheet Packin 


These two sheet packings are widely known and widely used through- 
out industry. They’re typical of the reliability and saleability of 


the complete R/M packing line. Write us for full information. 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION 


MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, $.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings « Asbes- 

tos Textiles « Mechanical Rubber Products « Abrasive and Diamond 

Wheels « Rubber Covered Equipment « Brake Linings « Brake Blocks 

Clutch Facings « Fan Belts * Radiator Hose « Powdered Metal Products 
Bowling Balls 
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CONTROLLED 
TENSION 


built into every 
lock washer by 
exclusive manu- 
facturing process 
and precision heat 
treating. 


DIAMOND G 


SPRING 


LOCK WASHERS 


POSITIVE 
HOLDING 
POWER 


... under all con- 
ditions is assured 
by torture-tests in 
Garrett's labora- 
tories ... perform- 
ance-proof on all 
types of products. 


DIAMOND G 


SPRING 


y/\OCK WASHERS 








LONGER 
SERVICE 


. with correct 
tension on bolt, 
nut and assembly 
parts prevents 
loosening, pro- 
vides extra pro- 
tection on every 
product. 


DIAMOND G 


SPRING 


LOCK WASHERS 


AT YOUR | 
SERVICE 


Garrett's line of 
lock washers, en- 
gineering service 
and quick deliver- 
ies... plus many 
other metal parts. 
Write for lock 
washer hand- 
book. 


G.K. GARRETT CO., INC. 


D & Tioga Sts. 
Phila. 34, Pa. 


SS MANUFACTURERS 


OF SMALL PARTS 


Harry Jarrett 


Harry Jarrett & Associates 
Represent Milwaukee Brush 
Milwaukee Brush Mfg. Co. of Mil- 


waukee, have recently appointed H. H. 
Jarrett and Associates, manufacturers’ 
representative organization, to repre- 
sent them in the south and southeast, 
with headquarters in Atlanta. Asso- 
ciated with Mr. Jarrett who has had 
an acquaintance in the industrial dis- 
tributor industry of many years stand- 
ing, are Harold Beall located in Bir- 
mingham, Ben Powers located in 
Winston Salem, N. C.; and Ken Price 
who is associated with Mr. Jarrett in 
the Atlanta office. 


Production Products 
Reorganizes Staff 


W. L. Lind was named to succeed 
L. W. Lippincott as manager of Pro 
duction Products Co., Seattle, Wash. 
Mr. Lippincott resigned to accept a 
position with the Seattle Hardware 
Co. Mr. Lind was a former salesman 
for Production Products 

Frank Dorr, formerly with Camp 
bell Hardware & Supply Co., was 
added to the sales staff to replace W. 
B. Lamont who resigned. W. H. 
Wroughton, salesman, is expected to 
return soon following a sicge of illness. 

The Seattle distributing firm rec 
ently added carbide tools to complete 
its line of cutting tools. 


Keystoners Meet 


Che regular monthly meeting of 
the Keystoners of Philadelphia was 
held recently at the LU LU Temple 
in Philadelphia. Plans for the annual 
June party were discussed. Prior to 
the formal business meeting the mem 
bers were treated to cocktails and a 
smorgasbord dinner. 
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Nothing whatsoever when you're 
selling a ‘Tugif’ Hoist to a mill or 
factory foreman with new machinery 
or equipment te install, a truck body 
manufacturer with door frames to 
square, a farmer with a fence to 
stretch, a telephone gang with power, 
telephone, and guy wires to pull taut, 
contractors with lots of close-quarter 
lifting jobs to be done, and a host of 
others such as road crews, railroad 
repair shop crews. 


Here's just port of your market — 
a market where handy, portable 
‘Tugit’ Hoists are needed for doing all 
kinds of lifting, pulling, tightening 
jobs. Construction gangs, service 
shops, fence erectors, scrapyard fore- 
men offer you additional markets for 
selling ‘Tugit’ Hoists. 


The small, toolbox size of a ‘Tugit’ 
Hoist, its light weight but great 
strength, its accuracy in spotting 
loads, its especially designed grip 
which prevents the handle slipping 
from the operator's hand, and the 
fact that it’s a lever-operated hoist 
with gearing and automatic brake 
are selling features you'll want to 
emphasize. 


Running low on Bulletin No. 388? 
if so, a postcard will bring you 
as many as you need fo sell ‘Tugits.' 


MAXWELL 


Ml “rag ir’ 


MANNING,MAXWELL& MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Micresen’ Electrical Instruments. 





Look in . easy-to-use 


com Pl ete = 


(And will meet the ser nding and finishing <——— 
eeds of all your customers.) : J 
aie 


pra advertised 


(Each ad tells your customers tha a Seo 


Buying Through Your Industri yt ribut 


made in a brand new plant 


—z a ° = = dern production me gs ds and equipment 


A 2 ee cae e quality produc nd prompt delivery.) 





~ Tt a oh ee aoe 
ir ‘cris aoa 
a * a sd 


rite today on your business letterhead. 


ere are a limited number of territories open. 


mnie sie 


and Company North Benton Road 
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“BETTER MEASURE WLTA. Soc. 


WHEN YOU SELL THE JUOFAIN 


066 and 966 
“RED END” RULES! 


Profit-wise Industrial Distributors know 
that winter-delayed building and 
maintenance jobs are now under way 
and they're getting well stocked 

to meet the steady demand for Lufkin 
066 and 966 “Red End” Rules. 


And “Red End” Rule buyers are 

your best assurance of repeat 
business. These users have proved 

to their own satisfaction the plus 
value of Lufkin’s patented solid brass 
lock joints, which reduce end play, 
maintain accuracy; solid brass 

strike plates that prevent wear, 

and finest hardwood sections 

and finishes. 


You won't miss a single sale, 
either, when you stock the complete 
Lufkin “Red End” Line... they‘re 
Outside, Inside, Two-Way, Vertical, 
Plumbers, Brickmasons, Engineers 
and Metric-English graduations! 
Get set for summer-time profits — 
push Lufkin “Red End” Rules! 


No. 066 (right) with all “Red End’ 
features . . . top seller for regular 
measuring work. 

No. 966 (below) the “Two-Way” Rule 
— “Red End” Dans ames Inside Anat 


NEW DISTRICT sales manager for 
The Round Chain & Mfg. Co., Chi 
cago is John G. Pacan, who will be in 
charge of activitics in the Wisconsin, 
Minnesota, Iowa, Nebraska and North 
and South Dakota territories 


Southern Chain & Mfg. Co. 
Organized By Round Group 


The Southern Chain & Mfg. Co., 
Birmingham, Ala, recently was organ- 
ized, as an affiliate of the Round 
Associate Chain Companies. General 
offices and plant-warehouse of the 
new company is located at 1224 
Second Ave., North, Birmingham. 

The firm will operate as an inde- 
pendent concern and will be managed 
and operated entirely by Southern 
personnel. It will, however, distribute 
the products of other Round associate 
companies 

A. J. Willingham, Jr. will serve as 
general manager of the new company. 
Formerly he was affiliated with The 


PROFIT FORECAST $ 


summer season 
yet for all Lufkin dis- 
tributors. Lufkin “Red End” Rules being 


TAPES + RULES 
PRECISION TOOLS 
88 


Sett JUEKIN 


THE LUFKIN RULE CO. 


SAGINAW, MICHIGAN » 


NEW YORK CITY + BARRIE, ONTARIO 


A. J. Willingham, Jr. 
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tl aiask for the BIG all i 


LL 


...0F the small 


No matter how varied the types of bolts your customers 
need, you can be reasonably sure of meeting their require- 
ments when you handle the Bethlehem line of bolts. For Beth- 
lehem Bolts are produced in hundreds of individual types and 
sizes—a range so wide as to meet virtually every need. 

And Bethlehem Bolts are good bolts. They have the easy- 
to-grip heads, sturdy shanks, and smooth-fitting threads that 


customers want. Yes, they're good bolts to use, good bolts to sell. 


gETHLEHEN 
STEEL 


BETHLEHEM STEEL COMPANY, BETHLEHEM. PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 


Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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U.S. Pipe & Foundry Co., and Moore- 
Handley Hardware Co. 

Setlhen Chain & Mfg. Co. presi- 
dent is Raymond L. Round, who 
holds a similar position in all the 

| Round associate companies. 

James W. Dickey, vice-president 
and treasurer of the Round associate 

| companies, will serve in a like capacity 
with Southern Chain. 


@ Alligator V-belt Fasteners and the open-end V-belting 
now being made by belting manufacturers, will enable you 
to make up multiple V-belt drives from roll belting. These 
fasteners have been on the market 9 years and are now 
being used on a wide variety of drives. 

Available for B, C, D sizes of belt for industria! use and 
l-in. and 2-in. sizes for railroad use. These fasteners, how- 
ever, should not be used for repairing endless cord V-belts. 

Bulletin V-205 will give you complete details as to where 
and how these fasteners are used, sizes, list prices, tools and 
application instructions. A copy will be mailed at your 


request. 


Order from your supply bouse 
FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 
Also sole manufacturers of Alligator Stee! Belt Lacing 


for flat transmission belts and 


Flexco HD Belt Fasteners 


and Rip Plates for fastening and repairing conveyor belts. 








Distributors Like to Sell 
KECKLEY 


FLOAT VALVES 


BECAUSE they know repeat orders 
and good profit will follow— 


BECAUSE they know Keckley Float 
Valves will give their customers many 
years of satisfactory service— 


BECAUSE it is easy to sell Keckley 
Float Valves—they have so many 
good strong talking points. 


BECAUSE they know they 
can get prompt shipments 
as Keckley carries complete 
stocks not only of Float 
Valves but Temperature 
Regulators, Pressure Regu- 
lators, Steam Traps, Water 
Gauges, Gauge Cocks, 
Strainers, Safety and Relief 
Valves. 


Write for 35th Anniversary Catalog No. 65 


No. 14—Single Seat—Pilot Stem 
No. 15—Balanced, Double Seats 


ANGLE OR GLOBE 





0 Fal onan. @ on 4 Gaorey 1 7-6) Bf 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 
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Charles Schaefer 


New Officers Elected At 
Diamond Spec. & Supply 

As of April 1, 1950, the Glass De- 
partment of Diamond Specialty & 


| Supply Co., 15 North 6th Street, 


Philadelphia, was taken over by Di- 
amond Industrial Glass, 17 North 6th 
Street. T. J. Myers now is operating 
Diamond Industrial Glass. He is 
former president of the Diamond 
Specialty & Supply Co., Inc. at 15 


| North Sixth Street. 


The new officers of Diamond 
Specialty & Supply Co., Inc., at 15 
North Sixth Street are Robert Brown, 
president; Charles W. Schaefer, vice 
president. Mrs. Margaret H. Moll, 
is the new secretary and_ treasurer. 
The lines and policies instituted under 
Mr. Myers will be continued. 


Robert Brown 








ANGLES! 


45 
ANGLE 


1000 LBS. 





STRESS 


PER LEG 


1000 Ibs 


1000 LBS. 


STRESS 


PER LEG 


1938 Ibs 


1000 LBS. 


DECREASING THE ANGLE BE 


HAIN ANE 


a ma ms ant Lam ms a Liman ni (a mm (tm Ct, i. San Va, (os, (ls (aa 





a 





If you use 
CHAIN 


Specity MEKAY 


Engineered CHAIN 


When using a sling-chain, the closer sling- 
legs are to vertical, the greater the load 
that can be lifted safely. Factors such as 
this make it important to engineer chain 
for each specific application 


That's the benefit of specifying McKay 
Chain for use in your plant, for this ‘‘engi- 
neered”’ line gives you the exact type, size 
and grade for every working need. Too, 
McKay's diversified line insures you the 
widest selection of iron, steel and alloy 
chains and fittings to do any job for which 
chains are used 


Send for the 


MEKAY 
SLING-CHAIN KIT 


It gives sling 
cat ns an 


trading work 
chains used in 


THE WERKAY company 
L441 MeKAY BUILDING 


PITTSBURGH 22, PA. 


STAINLESS STEEL 
EXTINGUISHER 


Gas cartridge-operated, water type . . . no annual recharging 


NEW LOW PRICE 


Costs about the same as soda-acid type. Big savings in maintenance ! 


NEW 
TRANSPARENT 
NOZZLE 


@ Now you can say good-bye to the 


nuisance (and expense) of annual re- 
charging. You can stop worrying about 
the dangers of working with acid. This 
new PYRENE* 214 gal. gas cartridge- 
operated extinguisher frees you from 
both 


PYRENE soda-acid type! 


Yet it costs about the same as the 


The new extinguisher uses plain water 


as extinguishing agent. Easily directed 


in a safe 40-foot stream. To discharge, 
you turn it upside down and strike it 
on the floor. A new, meter-type valve 
releases the gas pressure evenly and 


gradually, rather than all at once. 


Here’s your chance to cut down main- 
tenance costs and safeguard your prop- 
erty with modern, efficient fire protec- 
tion. Replace your old, outmoded 
models with this new PYRENE beauty, 
See your PYRENE jobber today! 


ALSO AVAILABLE IN STAINLESS STEEL 


2!5 gal. PYRENE Foam and Soda-Acid Extinguishers 


cn’ 


*T.M. Reg. U.S. Pat. Off. 
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PYRENE MANUFACTURING CO. 
581 Belmont Ave., Newark 8, N.J. 


Affiliated with C-O-Two 
Fire Equipment Co. 





NO NEED TO 
JAM A DART 


to get a Drop-tight Joint 


a 


Drop-tight Without Jamming! — that’s the reason Darts are your 
best buy. There’s no need to use excessive wrenching to get a tight 
connection. The two bronze seats have the wide, true-bearing sur- 
faces that come only from precision grinding. Thus you can tighten 
a Dart easily without jamming the seats. Uncouple them easily, too, 
for reuse again and again. 

And to give extra resistance to stress and stretching, both body and 
nut are made of high-quality, air-refined malleable iron... 
practically indestructible. 

No wonder it always pays to sell these 
unusual unions by Dart. 


" 


NNN 


Uy 


E. M. DART MFG. CO. 
Providence 5, Rhode Island 


UNIONS 
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SALES PROGRAM planning brings 
together John Carroll and H. W. Pin- 
son, both of Beck & Gregg Hardware 
Co., Atlanta. 


Beck & Gregg Hardware Co. 
Promotes John Carroll 


John Carroll has been appointed as- 
sistant manager of the industrial sup- 
ply department at Beck & Gregg Hard- 
ware Co., Atlanta, Ga. He will assist 
manager J. R. Almand, Mr. Carroll 
has been with the company more than 
seven years, the last two-and-one-half 
years in the industrial department. 

The company has established a 
plumbing department and has ap- 
pointed H. W. Pinson its manager. 
He has been with the company since 
1941 and has been an industrial sup- 
plies salesman. 


Seven 20-Year Employees 
Honored by SKF 


Seven employees who have com- 
pleted 20 years of continuous service, 
and one marking his 40th year, 
recently were honored by SKF Indus- 
tries, Inc. of Philadelphia, Pa. 

J. R. Doughty, who joined the 
company in April, 1910, was presented 
with a silver platter by William L. 
Batt, president, himself a 42-year 
veteran. Mr. Doughty is export sales 
manager. 

The company, which now has 369 
persons on its honor roll, including 
73 still in active service, presented 
watches to Arthur M. Cheney; James 
B. Elvin; John P. Maguire; Harry D. 
George; Harry J. Sizer; William F. 
Hagen and Mrs. Grace E. Nicely. 


SKF Advances Strang 


Norman A. Strang has been ap- 
pointed assistant advertising manager 
of SKF Industries, Inc., Philadelphia, 
in charge of direct mail and catalog 


development. 





Portable Routers and Shapers: | 7 h.p., 
«hp. ‘hp. 1 hp. and 3 h.p. motors with 
a variety of attachments, accessories, cutters 
and hits to permit a wide range of work. 


Power Planes: 3 different models, *« h.p., 

» hp. and 1 h.p. Spiral cutter révolving at 
18,000 r.p.m. leaves smooth, waveless surface 
even against the grain ... straight or bevel cuts. 


Unishears: various models to» 


cut 18 ga, 16 ga, 14 ga., 12 ga., 10 ga, 
8 ga. and 6 ga. at speeds up to 20 ft. a minute. 


Bench Grinders: wheel dimensions 6” x 
6" x \%",7" x1" and 10" x 1”. 


o 


4 


hat ar. «<{ \ \ 
ad Mm ty ' \ ) 
Sox pan PH 


Electric Hammers: capacity, 
1, diameter in concrete. 





STANLEY 


: (this trade mark on 
electric tools 


TELLS USERS 


the most important thing 


they want to know 


‘ABOUT TOOLS 


When you sell an electric tool, both you and your 
customers have to take somebody’s word about gears, 
motor, bearings, shaft, switches, power, etc. Whose 
word about tools could be more reliable than the 
word of “Stanley”... tool makers for nearly 100 
years. On electric tools the name, Stanley, means 
that the tools are quality built, thoroughly tested 
and honestly rated. Covered by a generous guarantee 
and serviced by a network of Stanley Service Stations. 


Stanley Electric Tools, New Britain, Conn. 


[ STANLEY ] 


Reg. U.S. Pat. Off 








HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 


Electric Drills: '(", '«”, Disc Sanders: standard 


6”, 4” and 1”. duty, 7” and heavy duty, 
7” and 9” 
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The Distaff Side 
At Schultz & Anderson Co. 





INDUSTRIAL 





Safety Apparel 


TRADE-MARK 


SELLING 


SAFETY MEANS 








ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—here is a line that will 
make customers for you and establish con- 
tinuous sales outlets. 


@ FINGER GUARDS are lead off items that 
get quick attention from management 
and open the way for introducing In- 
dustrial’s complete line. Made in 3 *© 
sizes and in a variety of materials 


Industrial 


GLOVES COMPANY 
1656 Garfield Street, Danville, Illinois 
(In Canada: Safety Supply Co., Toronto) 


Safeguards furnished in your 


4% 
sy 


=. —— - 
Prien a > 


MILDRED BOCCHINO, office man 
ager at Schultz & Anderson Co., New- 
ark, N. J. thinks office routine can be 
simplified by direct line service 


a MDUSTRIAL 
he Safety Apparel a 


a 


GLOVES * MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS * SPATS * SHINGUARDS 
APRONS * COATS * PANTS 


TO MILDRED RICHARDSON, cen- 
ter, in charge of purchasing and billing, 
here receiving a requisition from the 
office manager. A copy goes to 


required materials 


MARY MACCIONE, secretary to 
Wm. Schultz, president of the firm. It 
took some talking to get Miss Maccions 
to halt her flying fingers and “‘look 
pretty 





i 
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“Yes sir, our best 


customers ask for 
Blue Heart” 








“Blue Heart” manila rope 


Top grade Manila fibre, selected, processed, spun and laid with meticulous attention to 
every detail — there, in simple terms, you have the basic specifications for 

H & A “Blue Heart” Manila Rope. No wonder that when experienced users want 

a rope of easiest handling qualities and assured durability, they most frequently ask 
their suppliers for “Blue Heart.” Always absolutely reliable — and readily 

identified by the trade-marked blue thread center. Obtainable in all regular sizes. 


Distributed by leading jobbers the country over. 


there is no better rope than H&A “Blue Heart” 


~~ 
Ww 


In addition to ‘‘Blue Heart’’, H & A produces cordage of all standard com- 
mercial grades, including Transmission Rope, Drilling Cable, Lariat Rope, 
Yacht Rope, Twisted and Braided Jute Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Marlines, Plumbers and Marine Oakum. 





—s* 


~ _ cw 
SS St > 


THE HOOVEN & ALLISON COMPANY 
“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. © OMAHA, NEB. © MINNEAPOLIS, MINN. 
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POWERFUL 
NEW COGS 


for the driving gears 


HOLYOM 


; } > 
st ASSACHLS! wie 


of profitable distribution 


Repeat Orders: I vodbury & Co., Portland and Eugene, Oregon— 
the fifth we have done for this customer. Marsden & Wasserman. 
Hartford, Connecticut—the third Donnelley-built catalog for 
this customer. New Customer: Chase & Cooledge, Holyoke, 
Massachusetts—who, having decided to buy the best catalog 
representation available, ordered their first Donnelley - built book. 
We have done our best to make it the lead-off catalog of a long 


and profitable series in the years to come. 


How Asour Your Company? Could you stand an increase in 
sales volume? Would you like to make your next catalog the most 


productive and profitable in your business history? 


If so, let's talk things over—entirely without obligation to you, 


of course. Let us supply complete information on Donnelley 
compiling methods, including a number of ideas we are sure you 


will not want to miss. Drop us a line today. 


R. R. DONNELLEY & SONS COMPANY 


Catalog Compiling Department 
350 East Twenty-second Street, Chicago 16, Illinois 
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ART FANCIER C. B. Baxter, presi 
dent, ‘Tacoma Plumbing Supply Co., 
Tacoma, Wash., displays “The Sur 
render” by Herman Tenkate in his 
office 


Tacoma Distributor 
Shows Rare Painting 


“The Surrender,” an oil painting 
by Herman Tenkate, 19th Century 
Dutch master, is now hanging in the 
office of C. B. Baxter, president of 
Tacoma Plumbing Supply Co., 
Tacoma, Wash. ‘The painting is 
believed to be the only specimen of 
the artist’s work in the United States, 
the rest hanging in the Amsterdam, 
Holland, art museum. 

Mr. Baxter was impressed with the 
work on a recent trip to Boston, 
Mass., where he secured it from an 
art dealer. 


American Steel Warehouse 
Elects New Officers 


At the American Steel Warehouse 
Association’s +lst Annual Meeting 
held at The Shamrock, Houston, the 
following officers were elected: 

Walter S. Doxsey was re-elected 
president and _ secretary. 

W. H. Franklin, Edgcomb Steel 
Company, Philadelphia, and Wayne 
Rising, Ducommun Metals & Supply 
Co., Los Angeles, were elected vic 
presidents. 

Paul O. Grammer, Grammer, 
Dempsey & Hudson, Inc., Newark, 
New Jersey, was elected treasurer. 

L. B. Worthington, United States 
Steel Supply Company, Chicago, will 
serve as chairman of the executive 
committee. 

Lester Brion, Peter A. Frasse & 
Company, Inc., New York, v. ©. 
Flosi, A. M. Castle & Co., Chicago, 
and L. B. Worthington were re 


| elected directors-at-large to serve three 


vear terms. 
Marvin B. Marsh, Marsh Steel 
Corporation, Kansas City, Missouri, 





@ STRAIGHT, STRONG SHANKS 
Smooth Fit 


@ CLEAN, ACCURATE THREADS 
Quick Assembly 


@ FULL, TRUE NUTS 
No Wrench Slippage 


WITH 
REPUBLIC UPSON 


al, 


... from the more 

than 20,000 members 
of the REPUBLIC 
UPSON Quality Line. 


* 


REPUBLIC STEEL CORPORATION 
Bolt & Nut Division 

CLEVELAND, OHIO e GADSDEN, ALABAMA 

Export Dept.: Chrysler Bldg., New York 17, N.Y. 


" UPSON 


BOLTS AND NUTS 
=96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTRY 
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Cdvamced, duriqu.... 2% 
through shot ited: 








SOLD 100% THROUGH 
DISTRIBUTORS ONLY 


THE CHARLES PARKER CO. 


MERIDEN . CONNECTICUT 





ARMSTRONG-BRAY | 


BELT HOOKS—BELT PLATES—BELT LACING 


WIREGRIP precision made Belt Hooks come 
with extra (patented) blue aligning cards— 
are held more rigid, assuring perfect align- 
ment of hooks—less hook loss from handling 

a better job when applied with any make 


lacing machine 6 sizes 


PLATEGRIP Fasteners for Conveyor 
belts. Make strong dust-tight joints in belts, 
of any width Spread tension uniformly 
icross belt, allow natural troughing of belt 
and cperate smoothly over flat, crowned or 
take-up pulley Sizes for belts from 4" t 

12" thick 

STEELGRIP Flexible Lacing, applied with a 
hammer linche ver and protects end of 
belt. Makes strong, flexible ints. Boxed 
with 2-piece hinged rocker pi r can be 
btained in long length conveyor belt 


use 


Buy all belt needs from this 
one reliable source. 


ARMSTRONG-BRAY&CO. 


“THE BELT LACING PEOPLE” 
5356 NORTHWEST HIGHWAY 
CHICAGO, ILL. 
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was elected director-at-large for a 
term expiring in 1951. 

At the same meeting, the members 
of the association also approved the 
applications for active membership of 
the following: 

Ohio Stainless and Commercial 
Steel Co., Detroit; Metal Service 
Corp., Charlotte, N.C.; Peden Steel 
Co., Raleigh, N.C.; Southwestern 
Ohio Steel, Inc., Hamilton, O., Solar 
Steel Corp., Chicago and Detroit; 
Western Steel Co., Salt Lake City, 
Utah. 

The following application for as 
sociate membership in the Association 
was approved: Agaloy Tubing Com 
pany, Springfield, Ohio. 


Chapter Officers 


The following officers have been 
elected by chapters of the American 
Steel Warehouse Association: 

oe Chapter: President, Jo- 
seph A. Doyle, Wm. G. Wetherall, 
Inc., Baltimore, Md.; vice-president, 
Harry F. Larson, Steel Service, Inc., 
Richmond, Va.; secy.-treasurer, Joseph 
D. Boan, United States Steel Supply 
Co., Baltimore, Md.; chapter director, 
George J. Parke, Eagleston-Parke, Inc., 
Norfolk, Va. 

Buffalo Chapter: President, Richard 
B. Kline, Burke Steel Co., Inc., 
Rochester, N. Y.; vice-president, D. 
Ray Park, Smith & Caffrey Co., Syra- 
cuse, N. Y.; secy.-treasurer, T. W. 
Knight, Wheelock, Lovejoy & Co., 
Inc., Buffalo, N. Y.; chapter director, 
J. Frederick Rogers, Beals, McCarthy 
& Rogers, Inc., Buffalo, N. Y. 

Central States Chapter: President, 
M. O. Hortland, Steel Supply Co., 
Chicago, Ill.; vice-president, R. A. 
Siewert, Service Steel Co., Chicago, 
Ill.; vice-president, R. D. Heggie, 
A. M. Castle & Co., Chicago, IIl.; sec- 
retary, T. B. Daniels, Jones & Laugh- 
lin Steel Corp., Chicago, Ill.; treas 
urer, C. O. Bucksot, W. J. Holliday & 


| Co., Indianapolis, Ind.; chapter direc 


tor, A. J. Tanck, National Steel Co., 
Chicago, Il. 

Cincinnati Chapter: President 
Louis K, Wirth, Todd-Donigan Co., 
Louisville, Ky.; vice-president, Earl R. 
Nelson, Joseph T. Ryerson & Son, 
Inc., Cincinnati, Ohio; vice-president, 
FE. C. Frederick, Frederick Steel Co., 
Cincinnati, Ohio; secretary, Roger 
Morrison, Morrison-Drabner Steel 


, <a mie. ge — treasurer, 


I'red Pfeiffer, Jr., 1 La Vielle Sup 
ply Co., ped ae > heap hapter di 
rector, John A. Thiele, Miami-Dick 
erson Steel Co., Dayton, Ohio 
Colorado Chapter: President, Harold 
F. Silver, Silver Engineering Works, 


Inc., Denver, Colo.; vice-president, 





1. Outside Stem Threads 


Teflon Packing 


Union et ee as 
> 


Tefion Seat 


Available in 
Aloyco 20, 18-85, 18-8SMo, 
18-8SCb, Monel, Nickel 
and other alloys 


bddddae 
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RADICALLY 











NEW 


Needle Valve 


and 
Plug Gate Valve 


seceneee 


>, Mi 


AAT 


FIGURE NO. 6212 NEEDLE VALVE 
Needle Point Globe Type 


Sizes Va" through 1 


hese really new ALOYCO 

Teflon-seated forged body 
valves eliminate the operating dif- 
ficulties found in ordinary bar 
stock valves because: 


1. Outside Stem Threads, rather 
than inside screw, prevent corrod- 
ing and sticking of stems. 


2. Teflon Packing, rather than 
ordinary types, stops stuffing box 
leakage. 


3. Union Bonnets, instead of 


”, 3000 Ibs. W.P. 


screwed-in type, add strength and 
safety. 


4. Teflon Renewable Seats, instead 
of metal-to-metal, eliminate galling 
and seizing—insure pressure tight- 
ness. 


Nothing has been spared to obtain 
maximum mechanical efficiency, as 
well as corrosion-resistance in these 
valves. Write or telephone our 
nearest branch for Technical Infor- 
mation Bulletin No. 5. 


Patents Pending 


ALLOY STEEL PRODUCTS CO., Inc. 


1306 W. ELIZABETH AVE., 


ATLANTA — CHICAGO — HOUSTON 


—LOS ANGELES - 


LINDEN, NEW JERSEY 


NEW YORK — PITTSBURGH — WILMINGTON 


FIGURE NO. 6612 PLUG GATE VALVE 
Straight-Through Type 
Sizes Ve" through 2". 3000 Ibs. W.P. 


Alloy Stee! Products Co., Inc., Linden, N. J 

Please send me Technical Information Bulletin No. 5 
Name 

Title 

Company 


Street 
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William Goldberg, Hassco, Inc., Den- 

ver, Colo.; secy.-treasurer, A. M. Hays, 

Hendrie & Bolthoff Company, Den- 

For ver, Colo.; chapter director, Harold F. 

Silver, Silver Engineering Works, Inc., 
- Denver, Colo. 

Connecticut Chapter: President, 

EXTRO ad ordinary Willard V. Starkie, L. L. Ensworth & 

Son, Inc., Hartford, Conn.; vice-presi- 

dent, John H. Walters, Chapin & 

Bangs Co., Bridgeport, Conn.; secy.- 

Loads oe Recommend treasurer, Robert W. Herb, Hunter & 

Havens, Inc., Bridgeport, Conn.; chap- 

ter director, Joseph H. Roberts, Edg- 


comb Steel of New England, Milford, 
Conn. 
Detroit Chapter: President, H. V. 
Mm i L L Collins; Whitehead & Kales Co., 
River Rouge, Mich.; vice-president, 


a ean Hugh T. Smith, Smith-Winchester 
Co.; Jackson, Mich.; secy.-treasurer, 
P. W. Butz, Edgar T. Ward’s Sons 
Co., Detroit, Mich.; chapter director, 
H. W. Hartwick, Peninsular Steel Co., 
Detroit, Mich. 

Intermountain Chapter: President, 
H. C. Kimball, ZCMI Wholesale 
Hardware Div., Salt Lake City, Utah; 
vice-president, E. A. Hart, Salt Lake 
Hardware Co., Salt Lake City, Utah; 
secy.-treasurer, E. Lundstrom, Mine & 
Smelter Supply Co., Salt Lake City, 
Utah; chapter director, H. C. Kimball, 
XCMI Wholesale Hardware Div., 
Salt Lake City, Utah. 

Missouri-Kansas-Oklahoma Chapter: 
President, Homer A. Hofflander, Flint 
Steel Corp., Tulsa, Okla.; vice-presi 
dent, James Robberson, Robberson 
Steel Co., Oklahoma City, Okla.; 
secy.-treasurer, R. D. Sanders, Kansas 
City Structural Steel Co., Kansas City, 
Kans.; chapter director, Parker W. 
Patterson, Patterson Steel Co., Tulsa, 
Okla. 

New England Chapter: President, 
Charles D. Surette, United States 
Steel Supply Co., Boston, Mass.; vice- 
When the ordinary barrow can’t carry the president, Murray C. Harvey, Arthur 
load, tell your customers about the MILL C. Harvey Co., Boston, Mass; vice 


; president, Park Sanderson, Joseph T. 
BARROW-1-240. It’s built to take real pun- Ryerson & Son., Inc., Cambridge, 


ishment. What is more, the 4-ply pneumatic Mass.; secy.-treasurer, A. Oram Ful- 
ton, Wheelock, Lovejoy & Co., Cam- 
bridge, Mass.; chapter director, Fred- 
handle over any kind of surface. Additional erick H. Lovejoy, Wheelock, Lovejoy 


reasons for its steady growth in popularity. & Co., Cambridge, Mass. 


tires and roller bearings make it easy to 


New York Chapter: President, 
(Also available with steel wheels, MILL George L. Tillson, "Magee Steel 
BARROW-1-5W) Corp., Hillside, N. J.; vice-president, 
Rodney Burton, J & L Steel Service 
Inc., Long Island City, N. Y.; vice 
president, James F. Bragg, Egleston 
Bros. & Co., Inc., Long Island City, 
Superior N. Y.; secretary, Charles Kramer, 901 
Products South 19th St., Newark, N. J.; treas 
Since 1876 urer, pecan lg gy —— "7 
Corp., New York, N. Y.; chapter di 

* JACKSON MANUFACTURING CO. Te - Paul O. Grammer, “sonal 
HARRISBURG » PENNSYLVANIA | Dempsey & Hudson, Inc., Newark, 

N. J. 
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BUSHINGS 


awa) 


PRECISION BRONZE BARS Bunting Finished Bronze Bars and completely machined 


Standard Stock Bearings offer real economy in time, 


/ BRONZE BEARINGS material, cost. 
The leading distributor in your Community almost 
certainly is a Bunting Stock-carrying Distributor. 
The Bunting Brass and Bronze Co., Toledo 9, Ohio. 


Branches in Principal Cities. 


3 
or 
a 


INDUSTRIAL DISTRIBUTION © JUNE, 1950 





Deming Pumps 
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THE DEMING COMPA 5 sa 


GET THE FACTS! 


Send NOW for Bulletin No. 4350! 
It’s the quickest way to get the facts 
on this entirely new line of Deming 
“MOTOR-MOUNT” pumps. Wide 
application of these pumps make the 
line . . 


A “NATURAL” 
for Distributors! 


Every plant has uses for one or 
more Deming “MOTOR-MOUNTS”. 
Available in 25 Type “V” vertical 
units and 25 Type “H” horizontal 
units. Capacities up to 200 g.p.m. 
Heads up to 165 ft. Motors “4 H.P. 
to 7'2 H.P. Speeds 1750 and 3500 


r.p.m 


Bulletin No. 4350 
colors) contains all the facts a sales 
man needs to know to “go to town” 
Deming 


(printed in 3 


with this new line of 


“MOTOR-MOUNTS”. 


THE DEMING COMPANY 
511 Broadway Salem, Ohio 





Robert Staska 


Staska and Rhodes Named 
By Warner Hardware Co. 


Robert Staska has been appointed 
manager of the industrial supplies de 
partment of the Warn tlardwa:¢ 
Co., Minneapolis distributors, and 
Edward W. Rhodes has been named 
advertising manager for the frm. [le 
succeeds the late Martin Olsen, who 
held the post for the past 26 years 

Mr. Staska, who succeeds Douglas 
Carlson, has been with Warner since 
1939 and has been an_ industrial 
supplies salesman since 1942. 

Mr. Rhodes formerly was in the 
advertising department of Interna 
tional Milling Co. Prior to that he 
was advertising manager of the A. C 
L. Haase Co. in St. Louis, Mo. 


Edward W. Rhodes 


Jenkins Moves in N.Y.C. 


Jenkins Bros., valve manufacturers, 
has moved to new quarters in New 
York City at 100 Park Avenue, New 
York 17 
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YES, we handle 


short runs, too 
—As Well As Long Ones 


And just as carefully. Whether you order 
one gross or a million you can be sure 
that ATLAS Fastenings — Bolts, Nuts, 
Screws and Washers, in all types of 
metals—in your product will never cause 
a reject. 


SCREW MACHINE PRODUCTS 
METAL STAMPING 
U and J BOLTS 
THREADED RODS 


Let us send you our big new catalog— 
just off the press. A dependcble Purchas- 
ing Guide to all your fastening require- 
ments. Whether it’s catalogued or “spe 
cial” Atlas can supply you with prompt 
and efficient service. 


¥ 
» = 


92 pages with specifica- 

tions and list prices in 

large readable type for 
quick reference. Send for 
your copy today. Address 
Dept. D 


SCREW & SPECIALTY CO. 
450 Broome Street New York 13, N.Y. 





New Appointments 
At Allis-Chalmers 


Chester W. Schweers, manager of 
Allis-Chalmers Los Angeles district 
since January, 1947, has been named 
manager of the company’s New Eng 
land region with headquarters in Bos 
ton. He succeeds W. F. Taylor, who 
has resigned. 

Mr. Schweers entered the employ 
of Allis-Chalmers in 1930 and served 
as a sales engineer in the company’s 
New Orleans office for nearly 10 
years before becoming manager of 
the Houston office in 1942. He is an 
electrical engineering graduate of 
Texas Agricultural & Mechanical 
Engineering College. 

He is a member of the AIEE and 
was afhliated with the Southeastern 
Electrical Exchange, the New Orleans 
Electrical Association, and the Electric 
Club of Los Angeles. 

Mr. ‘Taylor, who had been associ- 
ated with Allis-Chalmers since 1926, 
and A. B. Frost, manager of the com- 
pany’s Boston district, also resigned, 
are establishing their own business. 
Mr. Frost had been with Allis-Chal 
mers since 1937. 

Newly named sales representatives 
to Allis-Chalmers general machinery 
division’s Southwest region are David 
S. Clark and Henry E. Simpson; and 
to the Midwest and Central regions, 
Joseph J. Nemetz and John H. Baisley 
have been appointed, in similar posi- 
tions. 

Mr. Clark, an electrical engineering 
graduate of the University of ‘Tennes 
see, has been assigned to the Fort 
Worth, Texas district office of Allis- 
Chalmers. 

Mr. Simpson has been assigned to 
the Beaumont, Texas district office. 

Mr. Nemetz has been named field 
stock supervisor in the company’s Mil 
waukee district office; and Mr. Baisley, 
a mechanical and electrical engineer- 
ing graduate of the University of New 
Mexico, has been assigned as a sales 
representative to the Pittsburgh dis 
trict office. 

William G. Lewis has been named 
assistant to L. W. Long, general 
manager of Allis-Chalmers Boston 
works. Mr. Lewis became associated 
with the Boston Works in 1926 and 
has been assistant engineer-in-charge 
of circuit breaker sales. 

Alfred E. Kilgour succeeds Mr 
Lewis as assistant engineer-in-charg¢ 
of circuit breaker sales. He started 
with the company’s switchgear divi 
sion in 1942 as an application engineer 
and was transferred to the company’s 
Boston works in November of 
1947. 

Both Mr. Lewis and Mr 
are members of the AIEFI 


Kilgour 


How to meet a payroll 
(at a cost of $3.19) 





~~ 


Twenty-four hours before factory payday, another check-writing machine was 
needed fast. At 10 a.m. plant manager ordered one from supplier 400 miles away. 
He specified Air Express, the service regularly used to keep production rolling. 
26-lb. carton delivered same day at 2 P.m.—in time! Shipping cost only $3.19! 


$3.19 was total cost —and included 
door-to-door service! Air Express is the 
most convenient way for you to ship or 
receive—in addition to being the world’s 
fastest transportation method. 


ae ae p 


You get round-the-clock service with 
Air Express. Shipments go on all flights 
of the Scheduled Airlines. Air Express is 
service you can count on to keep your 
business rolling in high gear. 


Air Express gives you all these advantages 


World's fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 18,000 off-airline offices. 
Experienced Air Express has handled over 25 million shipments 


Because of these advantages, regular use of Air Express pays. It’s your best air 
shipping buy. For fastest shipping action, phone Air Express Division, Railway 
Express Agency. (Many low commodity rates in effect. Investigate.) 


AIKUIKES 


GETS THERE FIRST 


alk 
EXPRESS 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 


mol 
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COST CUTTER FOR 
ELECTRICAL CONTRACTORS 


AND INDUSTRY... 


profit-maker for you... 
GREENLEE PIPE BENDER 


You've prospects galore today for this 
timesaving tool that cuts labor and 
materials costs, speeds conduit installa- 
tions. Quickly, easily makes ‘‘on the 
job” bends in pipe and rigid conduit up 
to 4%", thin-wall conduit, tubing, bus- 
bars. The GREENLEE Hydraulic Bender 
is One-man-operated for fast, accurate, 
uniform bending. Easy to set up and shift 
from job to job. Owners report 

it often pays fot itself on first 


Talk about the 


GREENLEE on every call, see 


few jobs 


how fast it builds good profit 
for you. Write today for free 
booklet E-201 


TOOLS FOR CRAFTSMEN 


GREENLEE 


Other fast sellers in the GREENLEE timesaving line: 
Hand Benders for Tubing * Hydraulic Pipe Pushers 
Knockout Tools * Electricians’ Auger Bits and Drills 
Joist Borers*RadioChassis Punches *and many others. 
Greenlee Tool Co., 1926 Herbert Ave., Rockford, Ili 
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Taylor Branch Features Modern Design 


NIAGARA FALLS branch of H. D. Taylor Co. was opened February 1, 1949 with 
Mr. J. Snell appointed manager. Exterior’s modern lines are 


MATCHED by up to date design of display and sales floor. Balcony encircles interior 
valls to provide adequate space for storing inventory 





INDUSTRIAL DISTRIBUTION 


S. Donald Fortson Co. 
Reorganizes Sales Force 


S. Donald Fortson, Co., Augusta, 
Ga., has reorganized its sales force 
for more intensive coverage of its 
area of service. President Fortson says 
he is calling on customers in the city, 
in order to have a better perspective 
on business activity and closer con 
tact with needs of his customers. 

J. R. Grant has been named office 
manager and purchasing agent to 
succeed J. W. Chandler, who has 
joined Toole Supply Co. 

Sanders Watkins and G. S. Story 
ire covering the South Carolina and 
Georgia territory. Frank Huff is in 
charge of the warehouse and W. E. 
Leonard and Ed_ Dixon handle 
counter sales 


e JUNE, 1950 


Air Power Booklet 
Offered By Institute 


A new 18-page booklet containing 
extensive basic reference data on com 
pressed air and gas power, has been 
made available at no cost by the Com- 
pressed Air and Gas Institute. 

It outlines how air is compressed, 
the machines employed in compres- 
sing air and gas, and the basic prin- 
ciples of the utilization of air power. 
The booklet is divided into three sec- 
tions: uses of compressed air, with 
cutaway photographs and detailed 
drawings to illustrate applications; 
theory of compressed air; and types of 
compressors, a section which enables 
the reader to quickly visualize the 
many and varying types of compressors 
that will satisfy every need. 


























Another reason why industry prefers DYE 


Remember leapfrog? How you used to have to skim over just right? 


Well, it’s very much the same thing in specifying bearings. You don’t want 
tolerances too great...and you don’t want tolerances closer than the job 
demands. But you want to be sure that tolerances are right... are always 
properly controlled... always meet established standards. ss adheres rigidly 
to these standards. Ceaseless vigilance in every stage of production assures 
complete control of tolerance throughout the entire manufacturing cycle. 

You can always be sure that any sss Bearing will exactly meet your 
requirements...and will meet them again and again. Never forget, either, that 
tolerance control is only one reason why ts Bearings will help you build 
equipment which, through smooth, economical performance, helps develop 
greater acceptance for your product. SF INDUSTRIES, INC., PHILADELPHIA 32, PA. 


KF 


Ball and Roller Bearings WHY SKF 
| 1S PREFERRED 
BY y ALL INDUSTRY cieaa a T wees 
7 ‘ Fines r UNIFORMITY 


Inventors and Pioneers of the Self-Aligning Ball Bearing 


and Spherical Roller Bearing ~_ 
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Sherman 
Brass Fittings 


Hose Couplings 


For water, steam, oil and air. Also hose 
nipples, bushings, menders, nozzles and 
other fittings. 


Barrel Faucets 


Two sizes, with choice of ground key, lock 
lever or self-closing lock lever. Heavy 
cast brass, solid brass handle. 


Air Nozzles 


Four models of straight and angle pattern 
nozzles. Choice of hand button or lever. 
Air volume accurately controlled 


Brass Hose 
Clamps 


Full range of water 
hose and steam hose 
sizes. 


Fusible Plugs 


High grade brass, 
filled with pure tin, 
Outside and inside 
styles, in long and 
short pattern 


Sold — through Industrial 
Wholesalers. Write today for 
catalog and discount sheet on 
the full Sherman line. 


H. B. Sherman Mfg. Co. 


BATTLE CREEK MICHIGAN 
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MINE SAFETY APPLIANCES CO., Pittsburgh, has opened a new larger warehouse 
in Long Island City to serve eastern New York state and all of Connecticut 





Richmond Supply Co. 
Starts Sales School 


A weekly sales and demonstration 
school has been started by Richmond 
Supply Co., Augusta, Ga., to bring 
sales personnel the latest technical 
ind design developments in equip- 
ment and supplies. 

Vice-President J. C. Florie, a spe- 
cialist in pumps and_ transmission, 
savs that the sales schools are held 
one night during the week. 

[he company now has four out- 
side and five counter salesmen and 
warchouse personnel 


AIR MINDED PRESIDENT W 


}. W. Anderson, third from left, of Whitney Chain & Mfg. Co., 


veside the plane that has « 


| 


1) 
tar +] 
Stand still 


for a minute | 


ntry in a unique sales tour 
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Field Trip By Air 
Completed By Whitney 


W. H. Whitney, president and gen- 
eral manager of Whitney Chain & 
Mfg. Co., Hartford, Conn., is a first 
class example of “selling from the top 
down.” For Mr. Whitney, accom- 
panied by J. W. Anderson, sales man 
ager, has just completed an extensive 
field trip via air, calling on Whitney 
field offices and key distributors across 
the country. The tour involved some- 
thing over 10,000 miles of travel. Busi- 
ness results?-—Mr. Whitney reports 
them “excellent.” 


H. Whitney, fourth from left, and Sales Manager 


Hartford, Conn., 


urried them 10,000 miles acros 





POSITIVE CLUTCH 


“Dyno-Mite "Screw Drivers 
boost sales with... 


NEW FLEXIBILITY! 


You already know the tremendous sales appeal of Millers Falls 
famous “‘Adjustomatic’”® Clutch screw drivers wherever extreme 
sensitivity and uniform torque adjustments are needed. Now, 
for the vast number of applications demanding variable torque, 
Millers Falls has developed a new, positive clutch with kick out 
controlled by driving pressure. Thus any desired torque can be 
applied — the harder you push, the harder it drives. 


NEW ECONOMY! 


With these new Positive Clutch ““Dyno-Mite” Screw Drivers 


you can offer your customers the same smooth, dependable 


operation and high output that have made Millers Falls 
“Adjustomatic” Clutch models such favorites—but simplicity 
of design makes possible substantially lower prices. On any 
application where variable torque is desired, they offer the 


greatest values of any power screw drivers made. 


NEW spcep: 


Because workers can instantly apply the torque needed 
for each individual driving operation, production speed 
is increased materially. Operators can work faster, too, 
because danger of stripped slots is minimized by the fact 
that driving action automatically stops unless sufficient 
pressure is applied to hold bit firmly in place. 


There is a big, new sales potential waiting for alert distributors who stock 
and push these new Positive Clutch “Dyno-Mite” Screw Drivers. Ideal for 
hundreds of assembly operations and in smaller shops where a variety of 
work is handled. Write today for complete specifications on Millers Falls 
great line of fast-selling portable electric tools. 


MILLERS FALLS COMPANY * GREENFIELD, MASSACHUSETTS 
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Emmet F. Harding 


New Manager of Screw Sales 
For Russell, Burdsall & Ward 


Emmet F. Harding, formerly gen- 
eral sales manager of American Hard- 
ware Corp’s. Corbin Screw Division, 
New Britain, Conn., has _ joined 
Russell, Burdsall & Ward Bolt & Nut 
Co., Port Chester, N. Y., as manager 
of screw sales. 

During his 27-year career, which 


Fig. 3670 (weight: about the same as a suitcase) 


a reatty Portable utity pump 


@ Here’s a pump you can sell to industrial plants in your area— with 
confidence and with profit. It’s the answer to a hundred miscellaneous 
pumping problems in industry where portability and self- priming are 





the important requirements. Here are some of the advantages: 


MEMBER 


Light weight 


Quick, easy starting 


Self-priming 


High capacities 


High suction lift 
No clogging 


Compact 


No stuffing box 


For descriptive Bulletin and prices write: Goulds Pumps, Inc., 


Seneca Falls, N. Y. 


—————— 


Aluminum construction. However, it 
can be furnished in bronze-fitted 
construction with cast-iron casing 
Reliable, quick-starting gasoline 
engine 

After initial prime, pump maintains 
its prime even if discharge and 
suction lines drain back to source 
Up to 58 G.P.M. 

Up to 25 ft. 


Open impeller passes any solids 
that will penetrate strainer 
Close-cupled construction combines 
pump and engine in single compact 
unit. Eliminates coupling and 
assures perfect alignment 


Mechanical seal is self-adjusting 
for wear and requires no lubricating 


——— 
—— 
—e 


PUMPS INC. 


ulds 
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included 15 years of selling on the 
West Coast and in New England, 
Mr. Harding has been with the Amer- 
ican Hardware Corp., and prior to 
that, with Henry Disston & Sons, Inc., 
Philadelphia, Pa. 


Gardulski Serves Michigan 
For Rockwell Mfg. Co. 


Eugene Gardulski has been ap- 
pointed sales representative for lower 
Michigan for the Power Tool Divi- 
sion, Rockwell Mfg. Co., Milwaukee. 
He will make his headquarters in De- 
troit. 

Formerly Mr. Gardulski supervised 
power tool sales at Waterston’s of De- 
troit and travelled for that firm as a 


salesman calling on industrial trade. 


Eugene Gardulski 





3 SALES BOOSTERS! 





TO HELP YOU promote sales of cgrounie SHOES 
Federated’s new and exclusive PP ad 

CASTOMATIC bar solders, we offer =«——~, 

you without charge this 16” x 22” ee 
easel-back 3-color counter display oD 
card. It lists the advantages of CAST- 

OMATIC .. . a revolutionary solder 
of exceptional uniformity that is " 
automatically cast on patented ma- ” 
chines. The card includes a pocket 


for literature which will interest your 
customers and help you sell CAST- 


OMATIC solder. 
phe 
c) te, 

















TO HELP YOU inform your sales- 
men about this newest development 
in bar solders, Federated will send 
a representative to show a 15-min- 
ute CASTOMATIC slide film to 
your salesmen at their next meeting. 
Write for details. 


LI TTIII 














TO HELP YOU acquaint your cus- 
tomers with CASTOMATIC, Feder- 
ated offers these booklet-blotters 
which you can distribute with your 
name imprinted. 24-page miniature 
booklet attached to blotter explains 


CASTOMATIC fully. > 


Write now on your business letterhead for POSTERS ¢ FILM SHOWING « BLOTTERS 
ALL THREE WILL HELP YOU SELL FEDERATED CASTOMATIC BAR SOLDERS 











, 42 
odetdled 
teal on the 
non ff ettous- 








Sidtuduc thal Own 


AMERICAN SMELTING AND REFINING COMPANY ¢ 120 BROADWAY, NEW YORK 5, N.Y. 
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A SILVER SERVICE was presented 
to Retiring President K. R. Beardslee 
by American members. J. G. Geddes, 
H. K. Porter, made the presentation 


AMERICAN OFFICIALS include: K. R. Beardslee, Carboloy Co., retiring presi- 
dent; R. M. Johnson, Norton Co., vice-president; F. T. Stone, Columbus McKinnon 
Chain Corp., newly elected president; J. A. Proven, Porter Cable Machine Co., vice- 
president; and C. F. Conner, of the B. F. Goodrich Co., treasurer 


Manufacturers Study Distribution Analysis 


THE LONG-ANTICIPATED RESULTS. of 
the 1949 “Analysis of Distribution” 
survey, gotten underway earlier this 
year by the American Association, 
featured that group’s committee re 
ports on activities, outlined at the 
mecting of the American Supply & 
Machinery Manufacturers Association 
held in the Hotel Travmore 

\ thirty-minutc open forum discus 
sion also highlighted the closed ses 
sion, on the subject: “What Do You 
Want Your Association ‘To Do In th 
luture? 

C. I. Conner, (B. F. Goodrich 
Co.), treasurer of the association, gave 
the results of the 1949 “Analysis of 
Distribution” survey, the third made 
by the association since 1940. The re 
port reveals that the Chicago area 
continues the best potential market 
“Comparing totals with previous su 

taken for 1946 and 1940)” he 
Chicago, Los Angeles and 


NEW MEMBERS. atte: 
Breakfast included: M. H 
Ja | Manco Mfg Co 
Sprocket Co.), Usiskin 


New York have shown steady dc is the top potential market in this 
cline in percentage of total business product group according to this year’s 
hat’s true, too, of Pittsburgh and survey. Los Angeles was second and 
Detroit, as compared to pre-war per Chicago third. 
centages.” Class 2 consists of all other tools 
Ihe survey is based on reported and represents approximately 20 per- 
sales of $272,000,000 made by 120 cent of the total volume. New York 
mmpanies to industrial distributors in ranked second to Chicago, Los An- 
every city and town in the United — geles third and Pittsburgh dropped to 
States. “What we got out of it,” Mi eighth place. 
Conner explained, “‘is an index for each Class 3, consisting of iron, steel and 
ity and town, and this index multi- non-ferrous products such as sheets, 
plied by the national totals in any on¢ bars, plates, threaded products, etc., 
of the product classes gives us a mea-_ represented 15 percent of the dollar 
suring stick for the potential in any volume. Chicago ranked first then 
desired territory or area.” In this sur New York, Los Angeles and Phila- 
vey, manufacturers classified them delphia 
selves into four different classes ac Class +, which consists of all other 
cording to the predominance of their industrial products not covered by 
production. other classifications represents about 
Class 1 consists of abrasives and 35 percent of the total volume. Pitts- 
utting tools and represents about 30 burgh leads again, fellowed by Chi 
percent of the total dollar volume cago, Philadelphia, Los Angeles and 


done by the industrv. Pittsburgh rated New York 


J. C. Dunham (Equito Div. A. E. C.), J. D. Coffing (Coffing 
Hoist Co.), B. R. Leathlev (Ace Dnill Corp.), L. H. Tripp 
Kracutcr & ¢ G. B. Koch (Ideal Industries), C. D. Lac 
R. Hoc & ¢ In H. B. Wilson (Mathias Klein), R 
Boand (Union Wire Rope). L. B. Walker (R. H & C 
I 


t 
Binks Mfg ind A. W.. Sherman Kk i Mont Corp 
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AFFABLE group samples refreshments at Mau-Sherwood 
party. They are (1 to r) Carl O. Newton, L. S. Starrett Co., 
Bill Rockwell, Lufkin Rule Co., and Williams, 
Mau-Sherwood 


CORNERED at the Mau-Sherwood party is Bill Stauble 
center) of The Holo-Krome Screw Corp., as George Hirth 
of Mau-Sherwood (left) talks Schwager, Holo- 
Krome 


Howard George 


looks on 


Mau-Sherwood Entertains 


Cleveland distributor reverses cusiom 


by holding party 


Partiis GIVEN by manufacturers for 
their distributors are a fairly common 
event at the convention; when a dis 
tributor gives a party for his suppliers, 
that comes under the heading of news. 

The tables were turned this year 
when the representatives of The Mau 
Sherwood Supply Co. of Cleveland en 
tertained the manufacturers of their 
company’s lines in their hotel suite. 


SMALL TALK is carried on at Mau 
Sherwood party by John Williams, 
Mau-Sherwood, and Nelson Stevens, 
R. R. Donnelley & Sons Co 


for manufacturers 


Hosts for the evening were Howard 
S. Willams and John D. Williams, 
vice-presidents of Mau-Sherwood, and 
George A. Hirth, purchasing manager. 

Every Mau-Sherwood supplier rep- 
resented at the convention was ex- 
tended an invitation, and the party 
served the same purpose in reverse 
as the manufacturers booths had in 
the afternoon. 





LADIES LUNCHEON 


SMILES 
Humble 

Llovd Mi 
Fred Shearer 


flash from (front left lockwise) Mrs. T. S 
Mirs. Henry Long, Mrs. J. H. McDonald, Mrs 
Mrs. }. W Pitts, Mrs Ralph Boyd, Mrs 
Mrs. Earl Glatfelter, and Mrs. E. I 


LADIES 
left, clockwise 
Mrs \ M 
Mrs. K. I 


Parker 
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posing 
Mrs. B. I 
Redlich 
Yorke, 


for front 
james EF. Seaman, 
Mrs. J. S. Dodge, 
and Mrs. Oliver Hale 


luncheon include 
Reuther, Mrs 
Mrs. G. I 


Mrs 


camera at 


Fischer 
Arthur Yorke 
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NEW YORKERS in attendance in- AT I. D.’S PARLOR were Mrs. W. AT EASE in a comfortable chair, and 


cluded Mr. and Mrs. Veasey B. Cullen, J. Garin and Mrs. E. C. Sullivan, obviously in good spirits, is Tom Huff, 
Cramer Hdwe. Co., No. Tonawanda Sullivan Tool & Supply, Hartford. of Thomas Laughlin Co., Portland, Me. 


Camera Highlights at Convention 


VISITORS FROM THE SOUTH at Raybestos-Manhattan AT THE DANCE, but out of the way of the crowd, 


party, included Rufus Barkley and W. A. Williams, Jr Michael Egan and Ed Ristau of Cummins Portable Tools, 
Cameron & Barkley, flanking host E. A. Hamilton flank Harry Pulver, Pulver Machinists Supply Co., Chicago 


. A ‘ 
COUPLE AT RAYBESTOS were host COUPLE AT INGERSOLL-RAND COUPLE AT BAY STATE party were 
Geo. W. Marshall, Jr. and Mrs. R. S party were Mr. and Mrs. R. E. Terry Mr. and Mrs. Bill Chatfield, F. Hal- 
Boyd, Mize Supply, Waynesboro, Va of the Ingersoll-Rand Co lock Co., Derby, Conn 
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THREESOME from the Globe AT NORTON PARTY, Harry O. Mc- DANCING COUPLE at the Tray- 
Woven Belting included N. G. Huber Cully, R. B. & W. greets W. S. Blun, more, and good too, were Mr. & Mrs. 
J. A. Burgess and John F. Beecher. Georgia Supply, Savannah. Gerald Weishaar, American Pulley Co. 


> & 4 . "shay Nw d 
LAUGHTER IN OUR PARLOR, was general whenever LAUGHING, TOO were (seated) Mrs. Ted Metz, Mrs. 


C. R. “Chic” Elliott, Jr., Dave Evans, Tom Krueger and Wm. Tromanhauser, Wm. Wetzel and Mrs. Byron O'Hara. 
Jim McCartney, Duff-Norton Co. men, got going Standing: Ted Metz, Byron O'Hara and Mr. Tromanhauser. 


AT YALE & TOWNE PARTY, host Carl Hedner, right, STRETCHING A POINT comes easy to rubber men like 
unrolls the welcome mat for John C. Gilliam, Hajoca Co., H. B. Allison, R. E. Bruce, W. H. Taylor and Ed. Wood, 
and W. J. Holliday, Jr., W. J. Holliday & Co., Indianapolis all of L. H. Gilmer Co. Division of U. S. Rubber Co. 
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LOVELY LADIES who visited us one 
evening included Mrs. G. E. Shoup 


“ENJOYING 


YOURSELF?” asks 
Walter Haskins, left, L. S. Starrett Co., 


ONE FOR THE FUNNY BONE was 
shared by C. E. Zettel, of Buffalo Bolt 


and Mrs. Robert L. Hamilton. They ind H. E. Tuck, Pittsburgh Gage & Co. and Mr. and Mrs. Bruce Keller, 


said “hello” for the Dumore Co 


OUR NI W THEMI S( ING got i loud “assist” from Dan 
Cantillon, Ferry Cap & Set Screw; Phil English, National 
Screw & Mfg. Co.; Geo. Bolton, Chester Hoist, G. F 
Jenkins, National, W. H. North, Ferry Cap and George 
Ingersoll, National 


CALLERS FROM CLEVELAND, from W. M. Pattison 
Supply Co. in that city, were Mr. and Mrs. C. V. Pattison 
and Mr. and Mrs. T. W. Ramsey. Those amused smiles 
probably are due to the performance of our sextet songsters 


Supply Co., replies, “I sure am, Walt.” 


of Aluminum Industries, Inc 


“Stop Up To See Us,” We Said—Many Did... 


rOLD WITH GESTURES, an amusing incident of the 
convention is shared by Mr. and Mrs. H. W. Overman, and 
Mr. and Mrs. J. T. Barron, American Pulley Co. I. D.’s 
parlor, larger than ever, still was not large enough again 
this vear 


SURROUNDED BY MANUFACTURERS MEN, Dis 
tributor R. M. Bingham, of the Bingham Tool & Supply 
Co., Cincinnati, manages to hold his own with Brownie 


Jalbert and Schuyler Shepard, both of Bay State Tap & Die. 
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CANADA CAME in the person of 
A. R. Wilhams, A. R. Williams Ma INDUSTRIAL DuisTRIBUTION says—and Stewart, Standard Automotive Supply, 
chinery Co., Ontario, here entertaining Guy W. Donohue, Stacy Supply Co., Washington, and Mr. & Mrs. Horace 
Springfield, waits for the good word 


Mrs. Walter Crowder, of I. D 










\” ff 


GOOD FELLOWS GOT TOGETHER when Fl! Brash 


Allen Mfg. Co., met Barney Mead, American Swiss File & 
lool Co., in a corner with S. A. Grondin, Thos. Laughlin 
Co., and H. S. Ramsdell, Ramsdell Industrial Supply Co 
Worcester, Mass 


AT THE LADY’S SERVICE, in this case Mrs. J. Ira Long, 
were two gentlemen of distinction, J. Ira Long himself, left, 
and John D. Mandler, on the right. All are associated with 
Clipper Belt Lacer Co 
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“NOW LOOK, GUY,” 


yee 
3 
A 










Pete Thayer CORNER ‘THREESOME: | Frank 


Armstrong, Armstrong Bros. Tool. 


FOUR OF A KIND, and with more than a little in com 
mon, were these interested visitors from Rockwell Mfg 
Co.'s Delta Mfg. Division. The gentlemen include H. C 
Stuckeman, Al Rockwell, Robert P. Melius and W. E 
Schutz 


of + 
é & * ae 


A POPULAR MAN between popular women was T. Gor- 
don Vaughn, W. M. Pattison Supply Co., Cleveland. The 
ladies are Mrs. George Morgan, Morgan Vise Co. and Mrs. 
\. M. Morris, I. D. Dumore’s G. E. Shoup is impressed. 
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AWAITING THE GAVEL, just outside the Convention 
Hall, Amold M. Roark of Allison-Erwin Co., Charlotte, 
N. C., greets Ed. McLaughlin, Union Hardware & Metal 
Co., Los Angeles, and Herb Ladds, National Screw & Mfg. 


GUEST SPEAKER, Ralph J. Cordiner (second from right) 
of the General Electric Co., receives congratulations from 
association Presidents Ray Neal, George Weaks, and Franz 
Stone, acting in behalf of K. E. Beardslee. 


“Research Lays Foundation For Salesmanship” 


Manufacturer, Distributor and Salesman must all go to the customer; learn his 


needs, and offer him greater benefits, says Ralph J. Cordiner, G. E. executive 


“WE HAVE COME a long distance from the old haphazard 
days when, too often, marketing was thought to begin 
at the moment when a product was turned over to a 
salesman to sell. The modern concept of marketing puts 
the salesman in a much more important position, and at 
the same time in a position of much greater opportunity.” 
The speaker was Ralph J. Cordiner, executive vice- presi- 
dent, General Electric Co.; the occasion was the joint 
opening session. 

Many important steps, Mr. Cordiner said, lay the 
foundation of a successful salesman’s call. All of these 
preliminaries and details are related and tied together 
because at each step the ultimate object is this: “Make 
every salesman’s call click.” 

Marketing research, he felt, was a tool all too seldom 
used by general management or marketing managers. 
“Yet before one can govern production and sales, there 
must be a forecast of general business and the projected 
acceleration or recession of business in advance of its 
occurrence.” He referred his listeners to the many busi- 
ness indices that could be used in such forecasts, and 
suggested that any approach to the subject should chart 
the course of total industry business for a given product 
line, nationally and geographically, by logical distributing 
areas. 

Mr. Cordiner was aware that the kind of research into 
markets he was suggesting would require the budgeting 
of sales potentials, but he felt there was no other fair, 
or certain, method of measuring sales performance by 
territories. Incidentally, he suggested, this analysis would 
offer ‘‘an intelligent method to study style, size, shape, 
special features, price, and services after sale.” The two 
guiding principles that should motivate any such study 
would be “standardization and lower costs.” 

A sound pricing formula, he thought, was a basic part 


of the whole marketing plan and must be taken into 
consideration at the same time study was being given 
to other aspects of marketing. A sound pricing formula 
began in market analysis, was continued through product 
planning, the introduction of a new product, and must be 
considered an important factor in determining the success 
or failure of the manufacturer’s and distributor’s efforts 
to reap maximum benefits from standardization and the 
development of mass markets. 

The supplier’s salesman, said Mr. Cordiner, has a real 
educational job on his hands to help bring the tech- 
nological changes to the attention of the purchasing 
representative. ‘““The salesman must know more than 
his own product; he must also understand the require- 
ments of the customer. It is up to the supplier to know 
the customer’s requirements, to group together wherever 
possible the like requirements of his customers, and to 
offer them a standardized product which will do the 
job equally well.” 

“The marketing opportunity is this: To think of 
standardization in terms of what it can do for the 
customer. The maximum benefit of standardization 
can never be realized by waiting for the customer to 
come to us and ask for a standardized product. We— 
the manufacturer, the distributor, the salesman—must 
go to the customer and find out his needs and offer him 
the benefits of standardization in the countless applica- 
tions which still are unexplored. 

“We do need increased emphasis”, Mr. Cordiner 
observed, “‘on the kind of creative selling which begins 
with an understanding of customers’ requirements and 
consistently focuses attention on what the product will 
do for the customer. . . . On this brand of salesman- 
ship,” he concluded, “our whole marketing plan will 
stand or fall.” 
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ONE LAST PUFF and a friendly greeting are enjoyed by 
Harold Young, The Murray Co., Dallas, and Page Mead and 
Robert Wier, Jr. of Osborn Mfg. Co. 


HELLO THERE! Bob Russell of J. Russell Co., Holyoke, 
Mass. greets an unseen friend as Lee Allen, also of J. Russell, 
smilingly looks on. 


ON THEIR WAY to the meeting are these H. K. Porter 
men: John Detlefsor, James G. Geddes, A. G. Erickson and 
W. S. Bosworth. 


SMILES from the midwest were worn to the joint session 
by Russ McGee and Carl McWade, both of Skilsaw, and 
August Polito, Standard Equipment & Supply, Hammond. 
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“COFFEE AND .. .” brought R. W. Beecher and L. 
Rhoades, Lyon Metal Products Co., to the snack booth, just 
before the gavel banged to open the triple supply sessions. 


EARLY TO REGISTER at the opening meeting were old 
friends Thos. W. Norris, Tracy, Robinson & Williams Co., 
Hartford, Conn., and S. S. Kahn of Parker-Kalon Corp. 


COMING UP THE RAMP, on their way into the Con- 
vention Hall, are “early birds” M. J. Workman and Paul 
Schendler, Muskegon Hardware & Supply Co., Muskegon. 


EAST MET WEST when Charles Blakesley, Manufacturer 
Selling Co., Trenton, N. J stopped for a chat with Frank 
Miles, Garrett Supply Co., Los Angeles. 
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LEAVING the National meeting on 4 FEW pointers on National affairs. SUNDAY morning found Pittsburgh 
Sunday, Percy Ridings and Harold Bob Fernley, assistant secretary of the distributors, H. F. Wixfort, Frick & 
lorrell, Syracuse Supply Co., Syracuse, National quizzes R. H. Barr, Reilly Lindsay Co., and E. L. Alberter, 
flanked E. K. Welles (Besly Co.). Bros. & Raub, Lancaster Somers, Fitler & Todd Co., chatting. 


In the Camera’s Eye 


STRETCHING their legs and taking in a little window IN THE MIDST of restful atmosphere in the InpusTRIAL 
shopping on the boardwalk on Sunday afternoon were, DistRiBuTION suite stimulating, but abrasive conversation 
Al W. Lohn, Ducommun Metals & Supply Co., Los Angeles went on. Sim Boyd, Mathews Morse Sales Co., Charlotte, 
and F’. Marsena Butts, Butts & Ordway Co., Cambridge. chats with G. S. Bond and C. H. Wills (Michigan Abrasive). 


PRESENT were B. F. McCarthy, HOST AND HOSTESS to convention VISITOR to the Stratosphere Room, 
Beals, McCarthy & , Buffalo; friends at their elegant cocktail party too was C. A. Furguson, Noland Co., 
B. H. Ackles, Rayl, Det and A. R. were Mr. & Mrs. Dan Northrup (The Newport News, his host, Jack Hill 
Smith, Boyer-Campbell, Detroit Henry G. Thompson & Son Co.). (Independent Pneumatic Tool Co.). 
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4 LATE luncheon at the Claridge is 


and Mr. & Mrs. E. J. Helline (Reliance 
Division, Eaton M’fg. Co 


in this case were 


NEW FRIENDS are made at conventions. The gentleman 
in the checkered sport coat is Walter Crowder, INpusTRIAI 
DistRIBUTION, introducing John West, Lewis Supply Co., 
Memphis, to T. Gordon Vaughan, W. N. Pattison Supply 


LEADING W. H. Wheeler (Worth 


song was G. Cheston Carey, Carey 
Mach. & Supply Co., Baltimore 


W 


ENTERTAINING 
ington Pump & Machinery Corp.) in Neil Hurley (Independent Pneumatic 


LATE LUNCHES seemed to be the 
in enjoyable pastime. Ask E. S. Cowlin rule. Violaters of regular eating habits 


W. S. Spier (The Lufkin Rule Co.). 


their distributors, 


lool Co.), plays host to B. Rabinowitz, 


E & B Supply Co., New York 


GOING UP .-to their rooms at the 
Marlborough-Blenheim were Sunday 
Rockwell and urivals, V. H. Carter and F. C. 
Fischer, Colcord-Wright, St. Louis. 


FRIENDSHIP, friendship, nothing else but friendship is 
the way Fred Becker (Worthington Pump & Machinery 
Corp.) seems to fee] toward John E.. Mueller, Manufacturers 
Selling Corp., Trenton, N. J., when he struck this pose 


EXCHANGING views in the lobby of 
1 hotel were Charles Jordan (Parker 
Vise Co.), and Samuel Clark, Samuel 
Harris & Co., Chicago 
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TIME-OUT for a rest and a perusal of the convention 
roster is taken out by C. L. and D. B. Fritz of the R. F. 
Raniville Co., Grand Rapids, Mich 


MANUFACTURER and distributor together in InpustRIAL 
Distripution’s partlor—Walter Kemphert (Maurey Mfg 
Co.) and L. F. Perkins, The Henry Walke Co., Norfolk, Va. 


BOARDWALK STROLLING was a popular pastime and 
Mr. and Mrs. Art Grover, Grand Rapids Supply Co., 
Grand Rapids, Mich., partook of the same with enjoyment. 


MEETING OF PAIRS took place when Kenneth L. Wil- 
son and Jack Deasy (Cleveland Cap Screw Co.) encountered 
R. P. Noyes and M. H. Buehrer (Boice-Crane Co.). 


TABLE at the dance is used by Mr. and Mrs. Harry 
Howard, The Williams Hardware Co., Minneapolis, Minn., 


and Willard Dunham (Russell, Bardsall & Ward). 


The Way It Goes 
At A Convention 


THE DISTRIBUTOR’S ANGLE is expounded to Mrs. 
W. A. Ferguson (Standard Electrical Tool) by C. McD. 
England, Logan Hardware & Supply Co., Logan, W. Va. 


A LAUGH is enjoyed by J. J. DeMario (Raybestos-Man- 
hattan, Inc.), Paul H. Holton (Carboloy) and Hermann C. 
Heins, S. A. Seaman, Mill Supplies, Reading, Pa. 
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es 


MAKING WITH TALK are Ed Stvan, Strong, Carlisle & 
Hammond Co., Cleveland, Ohio, and R. C. Klemm (Re- 
public Steel) in Industrial Distribution’s parlor. 


i : 
BADGES are important and H. H. Holinstat and Mack 


Lane of C. L. Gransden & Co., Detroit, Mich, get theirs 
at the registration desk set up in the lobby of the Traymore 


INFORMATION was dispensed at the convention regis- 
tration desk at the Traymore and L. L. Brenholts, Harris 
Pump & Supply Co., Pittsburgh, Pa., obtains some. 


A WEE DROP together signifies good company when 
Walter Heyd, Hagerty Brothers Co., Peoria, joins Scott B. 
Morencv and W. J. Cox (Western Automatic Mach Screw). 


CHECKING-IN at th Traymore for rooms is a long line 
headed by Frank G, Stewart, Standard Automotive Supply 
Co., Washington, D. C. 


PLANNING A ROUND of visits to supply sources gives 
L. L. Seggel and D. M. Jones, Dodge-Newark Supply Co., 
Newark, N. J., time for a smoke. 


FATHER AND SON combinations such as M. P. and 
Warren Ostergard, The White Tool & Supply Co., Cleve- 


land, shown visiting Public Auditorium, were frequent. 


WELCOME is extended to W. J. Holliday, Jr., W. J. 
Holliday Co., Indianapolis, Ind., by S. W. Gibb and 
j. I. Somers of the Philadelphia Div., Yale & Towne Mfg 
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YOU DON’T SAY is what John W. 
Clark (Capewell Mfg. Co.) to his com 
pany colleague, Paul W. Grace who 


FLORIDA WEATHER was brought 


by Paul J. Stine, Harry P. Leu, Inc., 


LOBBYING was a pastime enjoyed by 
Willis Horner and M. J. Mather (Al- 





Orlando, Fla. W. H. Reid (McKay len Mfg. Co.) and Mr. and Mrs. John 


Phillips, Boyer-Campbell Co., Detroit. 


Some Other Convention Angles 


seems to be enjoying the sunshine. Co.) and Harry P. Leu agree it’s so 


MERRY at the Bay State Tap & Die fete are S. C. Berth- 
iaume and Ed Neal (Nicholson File Co.) B. D. Cronan, 
Stellhorn Co., Toledo, Ohio; M. M. Smith, Penn General 
Supply Co., Pittsburgh, Pa. and Host Brownie Jalbert 


INTERESTED listeners are Mr. and Mrs. C. S. Chase, 
Smith-W inchester Co., Jackson, Mich. and Fred L. Curtis 
(Norton) as Ralph Johnson (Norton) explains something 
it the party held by the Norton Co. 


OBSERVING visitors at the Audi 
Crowder, Industrial Distribution torium are Frank M. Cruger and Ben 
Frank E. Shurts (American Swiss Perkins, Indiana Manufacturers Supply 
e & Tool Co Co., Indianapolis, Ind 


ing enough for R. A. Lynch (Armour 
ind Mrs. W.. F. Skillin (Union 
it the Norton part 


& Co 
Mfg. Co 


ee 7 | es 
COCKTAILS FOR TWO are pleas GLAD HAND is extended by Walter 
I 
hi 
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CATALOG makers Nelson Stevens QUIET CORNER enables Jim Good LISTENER Mrs. F. Schuyler Shepard 
and A. A. Mogg (R. R. Donnelley & J. H. Wilhams & Co.) and J. H Bay State Tap & Die) listens as Mrs 
Sons Co.) get a taste of the famous Flavell (W. O. Barnes Co.) to hear Ralph M. Bingham, Bingham Tool & 
Atlantic City sunshine Art Klebes, Smith & Klebes. Supply Co., Cincinnati, expounds 


HABERDASHERY intrigues J. D. Nicholson, The Mine SPRING FINERY catches the eve of Mrs. Ed Stvan and 
& Smelter Supply Co., Denver, Colo., and Jim H. Ruddell, Mr. Stvan, Strong, Carlisle & Hammond Co., Cleveland, 
Central Rubber & Supply Co., Indianapolis, Ind., as they Ohio, seems to be enjoying just as much. Well, maybe 
emerge from the lobby of the Traymore. Mrs. Stvan was only looking 








SISTERS Gertrude Kern and Mrs BUSINESS must be the subject as EXERCISE on wheels appealed to 
Clark are escorted by Russ Clark of George Stalker, W. J. Holliday & Co., Mr. and Mrs. John M. Frey (Ray- 
the White Star Machinery & Supph Indianapolis, listens to L. P. Russon, bestos-Manhattan) who explained that 
Co., Wichita, Kansas Vonnegut Hdwe. Co., Indianapolis you can cover more ground that way 
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in piles, Sie 


ey 
2, — 


e e 


Es 


STROLLING ALONG boardwalk after session at booths THE FUN at the Raybestos-Manhattan fete 
ire G. L. Smith (Republic Rubber), Ray Smith, Troy Belt ind enjoving it are Mrs. Browning, Mrs. John T. M. Frey, 
& Sup. Co., Trov, N. Y., & J. M. Hughes Republic Rubber Raybestos), and John Browning (Browning Mfg. Co.) 


Touching All The Places 


) 
H 
| 
: 
: 
) 
; 


WAITING for a lift are (front): R. F. Swander (Columbian ENJOY YOURSELF is Clyde Mansur’s (Simonds Saw & 

. Mr. and Mrs. Hanson Thomas (R. B. & W.), (rear Steel) greeting to T. M. Whittemore, J. H. Gregory and 

R. Peck (McKay Co.), Mrs. Swander, Mrs. Brisbin, C. L. Parker, Jr., all of Taylor Parker Co., Norfolk, Va. 
Grace and Don S. Brisbin (Columbus McKinnon). at Simonds’ reception for distributors. 


VISITING friends are Mr. and Mrs HOSTESS Mrs. G. W. Marshall, Jr., SHAKE, says Fred Muller, Carter, 
Miles T. Hutchinson, Roberts Hard Ravbestos-Manhattan) chats with G Milchman & Frank, New York, to 
ware Co., Utica, N. Y F. R. Bahnson, Wm. H. Taylor, Inc E. Leon Watkins, Watkins, Inc. 
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S-A 
e ” 
Hand and Motorized SWIVE LOADE RS 
WINCHES ! Wek “ee fill and trim dry bulk materials 


up to 2” lump size into cars, 
bins and storage spaces 
at low cost. 


enable one man to lift— 

or move— heavy loads 

—up to 3000 pounds. 
Bulletin No. 1046. 


Ask for Bulletin No. 340. 
pe Ee 


$i fiisBicchy 2 MEE Se DOH Bal Peers 


S-A 


CAR PULLERS 3% . “TELLEVEL’’ 


Automatic Bin Level Regu- 
lators control material level 
automatically in bins, 

tanks, storage piles. 


multiply manpower. 
One man can move up 
to six loaded cars. Any 
firm with a switch 


track needs one. ; 
Bulletin No. 1048. 


Bulletin No. 1339. 


: Moby NAA REA NET DIED 
ede «ae Reet con cach 


SPEED REDUCERS 


adapt standard full speed 
motors to any speed desired. 
Saves floor space, installation 
costs and maintenance. 


Bulletin No. 643. 


ual aS v4 


cguwiv@es 


oe 


* 
¥ 


APY eS 


S-A 


BOX CAR LOADERS 


save time and labor in load- 
ing and trimming loose, small 
lump materials into box cars 
One man can operate. 


bia toy 


- 


vr 


Bulletin No. 948. 


Yours to Sell Without Stocking 


These equipment items are naturals for you. Almost every industry 
is a possible buyer—particularly those concerned with saving Get the facts—write 
time and money in handling materials. S-A “Cost-Cutters” are for complete information. 
effective ‘door openers” in developing new accounts... and your ‘ ae aia 
=a i , = "oa escriptive bulletins of this equip- 
men can sell them readily on regular calls. You make a full dis ment, with Gtut and Geeanan, 
tributor’s profit—YET THERE IS NO NEED TO CARRY will be sent to you promptly on 
STOCK. We make drop shipments to your order. Our flexible open request. Look into the possibilities 
di ‘t How ee ak _ lias ss d the 3 of these proved sellers. There's a 
istributor policy requires no investment by you...and there are powerlul cules elery bach of cach 
no territorial sales quotas to meet. For extra profits at no addi- item. Write today! 
tional selling cost—round out your line with S-A Equipment. 


STEPHENS-ADAMSON 


8 RIDGEWAY AVENUE, AURORA, ILLINOIS MFG. CO. LOS ANGELES, CALIFORNIA * BELLEVILLE, ONTARIO 


Re Tee 
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Outstanding 
@ QUALITY 
@ SERVICE 
@ PERFORMANCE 
@ DEPENDABILITY 


The “‘Blue Devil” 
Seal of Quality 


look for the 
blue ribbon on the 
‘“*Blue Devil’’ 
package 


“Blue Devil’ socket screw products are stocked in a 
COMPLETE line of standard sizes and lengths. Safe, 
durable, distinctively packaged—made by specialists in a 
plant devoted exclusively to the manufacture of high qual- 
ity socket screw products. Prompt, efficient service on 
special designs. 


Sold only through authorized 


Industrial Supply Distributors 
SS . 
YW 





QUAL SUNN 
SAFETY SOCKET SCREW COMPANY 


4450 N. KNOX AVENUE e CHICAGO 30, ILLINOIS 
New York Office —11 Park Place West Coast Warehouse— 2022 E. 7th St., Los Angeles 





VANCE BOYD, all smiles of a bright 
Monday morning, has just taken on 
several new lines at Boyd Supply Co., 
Philadelphia, Pa. 





Washington Hardware 
Constructs New Home 


he Washington Hardware Co., 
Tacoma, Wash., expects to occupy 
its new building at 1247 Puyallup St. 
soon as construction nears completion. 

Ihe building of 50,000 sq. ft. is 
being erected on a large plot in the 
industrial center of Tacoma on the 
main highway to Seattle. There will be 
space to park 50 cars in the front and 
side of the building. Sheltered truck 
loading platforms and railway loading 
docks are service features designed 
into the building. 

Installed in the new quarters will 
be the industrial, builders’ hardware 
and wholesale hardware divisions. A 
special sales meeting room with kit 
chen facilities will be included in th« 
two-story office section. The rest of 
the structure is one-story high. 

Display facilities include 120 ft. of 
windows as well as a large area behind 
them for floor arrangements.: The 
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ALFRED E. ANDERSON, industrial 
sales manager, Washington Hardware 
Co., Tacoma, Wash., discusses tele- 
phone installations with phone crew 
foreman in new building 





service counter will run the length of 
the windows. 

Retail hardware and some adminis 
tration offices will be retained in the 
present location at 918 Pacific Avenuc 
and 919-23 Commerce St. in the 
business section. 

“The new warehouse,” said Alfred 
E. Anderson, industrial sales manager, 
“is designed for wholesaling efficiency 
and will further build up customer 
satisfaction in every way . . . greater 
selections . smoother and faster 
service and streamlined efficiency in 
every department. 

The retail store will have greatly 
enlarged facilities after the new build- 
ing is occupied. New departments w ill 
be added and the regular departments 








QUICK TURNOVER 


THAT MEANS 


QUICK PROFITS 


There’s quicker turnover and quicker profits with 
Sulflo products because repeat sales are automatic 
and regular after the first sale. They keep coming 
back again and again for Sulflo No. |—the modern 
cutting oil that contains active undissolved parti- 
cles of sulphur in suspension. Our records show 
that Sulflo is creating a new high in demand all 
over the country. 








Sulflo No. 1—For hand threading, tapping and brush on work—lt sticks 
on the job! 


Sulflo Machine-Kut—For pipe threading machines and for machining 


of high alloy steels—transparent on work. 
Sulflo Boiler Seal—A new formulation that not only retards leaking, 
but actually forms a flexible, insoluble, hard leakproof seal. 
Penetrating Oil—A highly surface active, rapid acting penetrant, lubri- 
cant and rust breaker. Graphited. 

Pipe Joint Compounds—Regular for water and steam lines. Oil insolu- 
ble type for fuel oil lines, etc. 

Soldering Fluxes—To suit the preference of user we make both liquid 
and paste types. 

Layout Liquid—For the machine and tool shop—a special dark blue 
color—when scribed gives clear contrasting line in sharp relief. 

All-Purpose—A heavy bodied cutting comp d containing large per- 
centage of active undissolved sulphur. For use when cutting, tap- 
ping, drilling ALL types of metal. Every tool and machine shop 
is a prospect. 


SOLD ONLY THRU SELFCTIVE DEALERS 


SULFLO, Inc. ELIZABETH 4, N. J. 


will be enlarged, according to F. A. 
Haines, Sr., president. 


Pittsburgh Serew & Bolt 
Advances Four In Sales 


Four Pittsburgh Screw & Bolt Corp. 
sales executives have been appointed 
to new positions. 

Alexander I. Stayman, formerly 
Pittsburgh district manager of sales, 
now is assistant to the corporation’s 
executive vice-president. 

Thomas ‘Toby, formerly eastern 
manager of sales, has become assistant 
to the vice-president in charge of sales. 

Robert M. Smith, who has been 
New York district sales manager, re 
places Mr. Toby as eastern manager 
of sales, with headquarters in New 
York 

A. Barr Comstock, Jr., a salesman 
in the Philadelphia district office of 
the corporation, has been made man- 
ager of sales in that district. 

















CAR MOVERS 
Modern Improvements 
Make Them 
Outstanding . 


Sturdy . . . reliable 
+ « @asy to use—this 





is the combination 
together with modern 
improvements, based 
on the same funda- 
mentals of construc- 
tion that have buiit 
up the reputation of 
ATLAS Car Movers 


No air. No moisture. 
All grease to gun tip. 
Constant hose pressure. e 


\ alee 
Ideal for eee i 


factory equipment 
truck and troiler 
maintenance. 


The secret of the 
ATLAS Car Movers’ 
efficiency is the fa- 
mous “‘compound lev- 
erage” construction 
which is the principle 
of a forward thrust 
instead of an uplift. 
Now is the time to 
ground yourself in 
well paying sales. Let 
us send facts. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St., Milwaukee 4, Wis. 


STANDARD EQUIPMENT 


JOHN G. HUBBARD has been named AC/DC 0-60 CYCLES 


field engineer for the Republic Rub- 
ber Division. He will represent the ' Lo 
firm in Southern Carolina and in the ; ) MB 
northern part of Georgia with head- = 
quarters in Columbia, S. C 


UISVILLE ELECTRIC 
MUFACTURING CO. 


Incorporated 
3010 MAGAZINE ST LOUISVILLE 1) KY 
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K ¢ MMA insulations 


that meet even rigid hospital standards 


will step up sales 
for you 


K &M buptex PIPE INSULATION —*;"" thick 
—is keeping this hospital’s hot water lines 
hot, with the countless dead air cells of con- 
tinuous wrap felt, specially creped. K&M 
Duplex includes the saturated inner felt 
liner, with its special waterproofing com- 
pound. It’s truly Duplex—a single insulation 
you can stock for equal efficiency on hot or 
cold lines, from 40° to 212°. Quickly, simply 
cut and fitted, K&M Duplex assures savings 
for both the applicator and user. (Asbestos 
paper over the felt and beneath the outer 
jacket gives a light-colored finished appear- 
ance that makes it easy to match adjacent 
insulations. ) 





KaM “FEATHERWEIGHT’® 85% MAGNESIA 
PIPE INSULATION—in a hospital and any- 
where else—protects steam supply lines 
effectively. Here is the K&M combination 
of clean asbestos fiber and basic carbonate 

The hot water system in this installation ‘ ‘ _ 

is staunchly guarded by K&A insulation, Of magnesia—in correct proportions and 
distribution. That means service efficiency, 
plus the lightweight strength for easy, low- 
cost installation and years of endurance. 


Whatever the demands for economy and dependability, there are 
K&M Insulations sure to fill the bill for users .. . sure to build 
business and profits for you. Write us for full particulars. 


KEASBEY & MATTISON 
COMPANY + AMBLER + PENNSYLVANIA 


Aatune made Asbestos... Keasbey & Mattison has mad it serve mankind since 1873 
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C. Price Williams 


American Machinery Supply 
Advances C, P. Williams 


C. Price Williams, who has been 
secretary and treasurer of the Ameri- 
can Machinery Supply Co., Atlanta, 
Ga., has been elected president and 
treasurer to succeed the late Charles 
W. Brooks, Jr., who died March 8. 
Mr. Williams has been with the 
company for the past ten years. 

Donald C. Davis, office manager, 
has been elected secretary. 

W. A. Brooks, son of the late 
Charles W. Brooks, has joined the 
company as a sales trainee to learn 
the business. He has been with West- 
inghouse, in the central station divi- 
sion, since his graduation from 
Georgia Tech in June, 1948. 


Osborn Elects Parnall, Wier 
As New Vice-Presidents 

A. B. Parnall has been elected to 
vice-president, manufacturing, and 
Robert Wier, Jr. to vice-president, 
brush division sales, of The Osborn 
Mfg. Co., manufacturers of industrial 


QUALITY PRODUCTS — “American Swiss” Swiss-Pattern 
files are of first quality only, and each individual file is 
guaranteed to be perfect in every respect. 


COMPLETE LINE—You can offer a complete line of 3000 
different shapes, cuts and sizes. Whenever your customer 
has to do accurate, intricate or finishing work, he can find 
the right file in the “American Swiss” line. 


WIDESPREAD DEMAND— Machinists, tool and die makers 
and other Swiss-Pattern file users are sold on “American 
Swiss”. For 48 years we've supplied them with fast-cutting, 
long-wearing top-quality tools. 


PROMPT SHIPMENT—Large factory stocks are maintained 
at all times. Your orders are filled and shipped quickly. 


CONSISTENT ADVERTISING—Your market keeps grow- 
ing because of our continuing campaign in the industrial 
magazines read most by Swiss-Pattern file users. 


DEALER COOPERATION—WWe offer 100% dealer cooper- 
ation on every sale, and stand squarely back of our 
guarantees. 


You can count on every one of these six important planks 
in our dealer platform. They'll help build volume and 
profits for you when you sell “American Swiss” Swiss- 
Pattern files. 


Also American-Pattern Files, Milled Curved Tooth Files, 
Rotary Files and Burs, and Mechanics’ Hand Tools. 


AMERICAN SWISS FILE & TOOL CO., 410 Trumbull St., Elizabeth 1, New Jersey 


Cmerican Saiss sw 


AS-163 


B SWISS PATTERN FILES 
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A. B. Parnall 





iy ARRO 


yt oe Lorn 
A, CXC 7 aki 72 


ef é 


SPIN DRILLS 


FOR ALL MASONRY 





5 
FROM THe MALLEST 


70 tae LARGEST 














Robert Wier, Jr. 


elie a ss 
A Million Salesmen brushes and foundry moulding ma- 


chines. 


to Help You Push Mr. Parnall joined Osborn in 1925 


as a plant worker. He assumed the du 


tr MARSH Li ties of treasurer, his most recent posi- 
e ine tion, in 1942. 


lie >, C S$ 
When yee gees eee the Ment tes Mr. Wier joined Osborn in 1945 
there are plenty of salesmen working as general sales manager. Prior to join- 
with you. Every month over a million ing the firm, he was sales manager for 
Marsh advertisements are going into the Western-Winchester division of 
every branch of industry where pres- Olin Industries, a position he held 
sure gauges, dial thermometers, heat. from 1942 to 1945. He eee 
ing specialties and refrigeration con- i = i fe See oe We ee 
trols are used, telling the story of dent of The American Brush Manu- 
Marsh leadership. facturers Association, and serves on 
_ And remember that these advertis- the executive committee of The Amer 
ing “salesmen” simply confirm the still ican Supply & Machinery Manufac CLEANS DUST FROM 
more forceful sales message of Marsh turers Association. HOLES AUTOMATICALLY 


performance — performance that has 
won recognition for Marsh products DRILLS FULL DEPTH 
as the instruments and specialties that = Cochrane Appoints Bookout WITHOUT STOPPING 


offer the most in accuracy, in stamina, 
in downright quality and value. Ervin J. Bookout has been ap * MAKES FASTER 

Yes, it will pay you to know and pointed eastern sales manager by CLEANER CUTS 
push the highly acceptable Marsh line Cochrane Com. Philadclohia. Pa . 
of pressure gauges, dial thermometers, “eS ss iy “a Low-angle flexible spring “pops” 
steam traps, vents, packless valves and Mr. Bookout has been with Cochrane drill cuttings out of hole auto- 
other specialties... now broadened by for many years as sales engineer in snittteniie. Gulla tll death atlas 
the acquisition of the highly respected the Philadelphia territory, and prior to “a il P ki 
Electrimatic” line of refrigeration that in the Cochrane laboratories TG GE . . . HS GRIND OF 
controls and solenoid valves. Ask for ; ; he , binding. Genuine Carboloy Ce- 
latest catalog and price data, mented Carbide tip. 











MARSH INSTRUMENT CO. 


Sales Affiliate of JAS. P. MARSH CORPORATION OTHER NEW PRODUCTS 


Dept. C., Skokie, Il. sam ont a) 


° DOUBLE EXPANSION SHIELD 
the gavug Used with machine bolts ...made for at- 

with the , taching to all types of solid masonry. 
Pe HRECALIBRATOR' Bolt sizes: ‘4 through 144”. 


ickest and f 


‘Recalibrator”’ ~ shat has beet 
The Marsh correct 9 9° eer finishing 
best way 10 COE” adiustmen > 
knocked OU! OF tive gauge: 


touch to a SUPC STUD BOLT ANCHOR 
| Consists of cone headed steel bolt and 
nut, lead sleeve, and hard metal cone 
expander in '4", 48° and '2" diameters— 
in various lengths. 


MRS. MARY STRONG, clerk and SOLD ONLY THROUGH JOBBERS 
GAUGES © VALVES © TRAPS telephone operator at M. L Curry Oil 


s ethopagwes apt | Co., Boston firm, studies a purchase ARRO EXPANSION BOLT CO. 
een order before routing it through MARION, OHIO 
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“SO THESE GUYS IN YOUR LAST AD 
THINK THEY’RE PRETTY SMART WITH THEIR 


MORSE grec%of5°7T 00157 


... WELL, GET A LOAD OF THIS!...” 


Passase, 
MED~« wonss 


Franchised Distributor 


YES, IT HAPPENS EVERY TIME . . . every time we think 
we have the tops in a test — report on Morse-Electrolized Tools 
. . somebody else comes along and tops that report. For there 


seems to be no limit to the increase in wear-life of Morse- 


st 
wt? ° . 
~ pweet slectrolized Tools are properly designed ; 4 C 
at Electrolized Tools that roperly d ned and used. If you 
De ) ) 
poles POE eck 
2 
weat alte cills © 


d 
pitrided 


have any doubts, see the certified test-reports at the left. 


That's why salesmen of Morse-Electrolized Tools are so busy 
nowadays . . . trying to see all the people in all the manufac- 
turing plants who are writing, wiring, phoning to find out 


what Morse-Electrolized Tools can do for them. 


“MED -A morse. 


Franchised Distributor 
each, in 7 move? yar tp wa = (Under the Morse Code} 

size wh com Fe8 : ...and remember... ONLY *MFD's Salesmen of 

v sing MORSE ELECTROLIZED TOOLS can quote 

. and PROVE . . . such statements as these. 


. Sryle 2 
Morse SIZED: Met 
EC 


MORSE TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS. 
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IDEAL'S “SILVER 
PLATTER” 


HELP YOURSELF TO 


*IDEAL channels all leads 
and DIRECT SALES—thousands of 
them—through IDEAL DISTRIBUTORS 


Month after month IDEAL advertises nationally in 18 leading industrial 
magazines. It mails an average of 35,000 sales messages each month 
with “bull’s-eye” “accuracy, to selected prospects and large users of 
IDEAL equipment. Returns in sales and sales leads are at an all-time 
high! And all sales and sales leads are channelled through IDEAL 
Distributors! The more you sell IDEAL, the bigger your potential share 
of this profitable “bonus” business — as your customers specify you 
as their preferred buying source! That's why it’s just smart selling to 
sell IDEAL on every call—to cash in to the fullest on this added 
dollar volume that comes to you “on a silver platter’. 


SELL THE FULL IDEAL LINE! 


“WIRE-NUTS” & 

and WIRING TOOLS 
**Wire-Nuts"’ 
solderiess, tapeless wire con- 
nectors — have been the con- 
tractor’s and industry's standard 
for over 20 years. Wiring tools 
include: 8-X cable cutters — 
voltage testers — fish tape, 
reels and pullers — fuse re- 
ducers — fuse clip clamps — 
test lites — fuse pullers — co- 
ble rippers—joist borers—wire 
skinners—FLUR-TEST fluorescent 
fixture testers 


THERMO-GRIPS ® 


Resistance heating 
Principle soldering 
tools that make diffi- 
cult soldering jobs in 
Production or mainte- 
mance easy. Sizes for 
every job 


WIRE STRIPPERS 


Production: — Brush 
—bench—rotary and 
lever types. Also fo- 
mous ‘‘Stripmaster’’ 
hand type 


— the potented, 


CLEANERS 


Hond - type vocu- 
um cleaners — 
sprayers — blow- 
ers — dryers — 
pop-corn blowers. 
All-purpose tank- 
type cleaners for 
industrial a scrap-col- 
lection, water pick-up. 


MOTOR 
MAINTENANCE 
EQUIPMENT 


Commvutator and slip 

ring resurfacers — com- 

mutator cleaners — 
brush seaters—precision grind- 
ers—mica vundercutters —com- 
mutator saws — coil winder 
drives and heads — insulation 
testers — growlers. 


MACHINERY 
PRODUCTS 


Live centers to speed and 
improve lathe ovtpyt — 
electric etchers—dust col- 
lectors — tachometers — 
demagnetizers — **X, 

» O-lap"’ self-expanding 
laps. 
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Frederick W. Coffing 


Florida College 
Awards Coffing A Degree 
Frederick W. Coffing, president of 
Coffing Hoist Co., Danville, Ill., has 
received a doctor of laws degree from 
Florida Southern College at Lakeland, 
Fla. Mr. Coffing had served as chan- 
cellor of the college for the past year. 
The citation accompanying the de- 
gree granted to Mr. Coffing says: 
“Fred W. Coffing has been a public 
figure for many years in business as an 
inventor and manufacturer in the field 
of mechanical construction. His con- 
tribution to society has been his clear 
vision of the tendency toward the 
mechanizing of our industrial system, 
and the projection of his mind to 
supply the means with which to 
achieve the needs of our new age. 
“His record as chancellor in this 
college,” the citation concludes, “will 
be remembered among his other activi- 
ties through the vears that lie ahead.” 


Stanley Electric Tools 
Names Lee, Brandt To Sales 


Robert W. Brandt has been ap- 
pointed sales representative in North 
Carolina, South Carolina, Georgia and 








IF you WANT QUALITy 
SERVICE, COOPERATION. 
PROFITs, WRITE TODAY ron 
FULL DETAILS ON THE MAUREY 
FHP V-DRIVE FRANCHISE 








ut and we 


- rributor for 15 years:) 


urey 
m handled — 
he mar 


or 15 years) 


"Faster Turnover: 
in 
wwith your 
investment 


faster turno 


new edu 
nt a a 
ee no dead stock 


ver 1 (A Maurey Ost 








M A U 4 E Y THE MAUREY 100% DISTRIBUTOR POLICY 


MANUFACTURING CORPORATION Maurey V-Drives are sold only through authorized 
2915 SOUTH WABASH AVENUE * CHICAGO 16, ILLINOIS distributors on a SELECTIVE DISTRIBUTOR POLICY 
that assures permanent, friendly and profitable dis- 


World's Largest Manufacturer of Pressed Steel and 
tributor-manufacturer relations. 


Cast lron FHP V-Pulleys... Serving Industry Since 1917 
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SAW GIDE 


Converts Portable Electric 
Saws into a PRECISION 
PORTABLE RADIAL ARM SAW 


The new Capehart Saw Gide fills the crying need for a top-quality, 
portable, precision “‘on the job” saw guide that does everything 
you can do with the big, unwieldy, high-priced radial arm saws 
—plus some things you can’t do with them: 

Cross-cuts .. . bevel cross-cuts ... mitres .. . bevel mitres ... rips... 
bevel rips . . . dadoes*. . . ploughs*. . . rabbets*. . . bevel rabbets* . . . 
all these operations, and more the new Capehart performs with speed, 
precision and ease. (*With proper cutting head—also cuts stone, metal, 
composition, etc.) 


SETS UP IN FIVE MINUTES 
NN ; 4 


ea 


at Lowest cost 


PROMPT DELIVERY FOR THESE SAWS: 


Model 10— $49.95 : which fits; Skilsow 7”, Model 1OC—$49.95: for Cummins 6” Saw. 


8” & 9" Black & Decker 7” * Van Dorn Model 10-95 —$49.95: which fits Black & 
7" * Stanley 7” & 8” + Thor (old style) Decker and Van Dorn No. 95. 


7” & 8” * Bradford 8”. 

& radford 6 Model 10-12—$45.00: for 12” Skilsaw 
Model 20— $49.95 : which fits; Porter Cable —_ (without ripping attachment). 
K-75, K-88, K-88C, K-89 Model 1OM— $49.95 : for Mall 74” & 812”. 


Available to Dealers for Resale Everywhere ORDER TODAY 


PACKARD MANUFACTURING CORP. 
INDIANAPOLIS 2, INDIANA 
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Robert W. Brandt 


Florida for Stanley Electric Tools, di- 
vision of The Stanley Works, New 
Britain, Conn.; and Robert Lee has 
been named sales representative in 
Connecticut, western Massachusetts, 
New Hampshire, Vermont and _ part 
of New York state for the same divi- 
sion. 

Formerly, Mr. Brandt was a sales 
representative of the Corbin Screw 
division in the southern states 

Mr. Lee joined Stanley after the 
war, took an intensive factory training 
program, and upon completion of his 
course, was put in charge of inside 
sales for the eastern section of the 
country. 


Cisney Replaces Hunter 
As Schrader Ad Manager 


D. F. Cisney has been named ad- 
vertising manager for A. Schrader’s 
Son, Brooklyn, N.Y. valve and_ air 
equipment manufacturers. He replaces 
D. S. Hunter, who has resigned. 

Wallace C. Manville has been 
taken on by the company as resale 
representative for the Denver territory. 
He was with U.S. Rubber for many 
years in various sales capacitics, his 
most recent job being manager of tire 
engineering and service department. 


National Cylinder Gas 
Elects Martino Director 


Joseph A. Martino, president of the 
National Lead Co., has been elected a 
director of the National Cylinder Gas 
Co., Chicago. All other directors were 
re-elected. 

Mr. Martino became president of 
National Lead in 1947. He has been 
with that company for 34 years, and 
is on the board of Allegheny Lud- 
lum Steel Corp., the Baker Castor Oil 
Co., and the Doehler-Jarvis Corp. 





PRODUCTS for sale are very much in 
evidence at Hall Tool Co., Portland, 
Ore., where wallboards, shelves and 


stands are used to advantage 





Toole Supply Co. 
Organized In Augusta, Ga. 


(he latest industrial distributor to 
arrive in Augusta, Ga., is the recently 
organized firm of ‘Toole Supply Co. 
Ihe firm expects to move into its 
new building, now under construction, 
in the near future. 

W. Chandler and George 
Stephens, formerly with the S. Donald 
Fortson Co., have joined the new 
company. Mr. Chandler handles pu 
chasing and Mr. Stephens covers the 
South Carolina and Georgia territory. 

W. W. Corley, James Winburn 
and R. A. Toole, Jr., are the outside 
salesmen, while Oscar Toole, M. C. 
Pearson, Jack Spaulding and Millard 
Morris are counter salesmen. 





INTERESTING 
band saw are 
A. Scott, manager of machinery sales 
at J. M. Tull Metal & Supply Co., 
Atlanta, Ga., to M. H. Godbev, adver 
tising manager 


FEATURES of a 
Robert 


pointed out by 


REAP 
THE BENEFITS 


of this merchandising 
program! 


@ NATIONALLY 
ADVERTISED 
in 14 monthlies and 
weeklies 


SHIM 
e7OCK 


PD YOUR NAME HERES 


@ FREE ENVELOPE 
STUFFERS 


in two colors for your use 


@ FREE ADVERTISING FOR DISTRIBUTOR 
When you order 25 or more, your name is 
imprinted on each rack the customer buys. 


@ QUALITY AND FAIR PRICING 


for long-run goodwill 


@ ESTABLISHED DISTRIBUTOR POLICY 
with protected territories 


SELL PACKAGES INSTEAD OF INCHES— 
A variety of packages including 6 x 100” 
rolls in dispensing cartons, plus storage rack. 





IF L — XCO! FASTENERS 


RIP PLATES 








FOR HEAVY 
CONVEYOR 
AND 
ELEVATOR 
BELTS OF 
ANY WIDTH 


FLEXCO Fasteners make tight butt joints of 
great strength and durability. 

Trough naturally, operate smoothly through | 
take-up pulleys. 

Distribute strain uniformly. 

Made of Steel, “Monel,” “Everdur.” 
“Promal” top plates. 

FLEXCO Rip Plates are for bridging soft 
spots and FLEXCO Fasteners for patching or 
joining clean straight rips. 


Also 


Compression Grip distributes 
strain over whole plate area 


Order From Your Supply House. Ask for Bulletin F-100 


FLEXIBLE STEEL LACING CO., 4623 texington St, Chicago 44, Ill. 
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Threadwell Tools 
do many jobs 


TOP PHONE SALESMAN at G. R. 
Armstrong Mfgrs. Sup. Inc., Boston, is 
Charles Goldstein. 





Aro Equipment Corp. 
Holds Wall Street Show 


New York’s financial community 
was recently invited to a two day 
product exposition of the Aro Equip- 
ment Corporation, Bryan, Ohio, held 
to acquaint Wall Streeters with the 
midwestern corporation’s line of air 
tools and lubricating equipment. 

Aro manufactures lubricating equip- 
ment, grease fittings, pneumatic tools, 
hydraulic pumps and a variety of air- 
craft operational equipment, many of 
which were set up in their actual 
forms at the exposition with crews 
to demonstrate them in action. 

More than a thousand attended the 


they can do Your tough ee gg > 





Ralph W. Morrison, vice president of 

Aro, told an invited group of finan- 

cial executives and other guests that 

he and his associates had thought this 

Threadwell Distributors are getting more would be a “good way for industry and 
) : finance to get closer together in the 
business from their customers through the interests of our country’s economic 
progress. The better we know each 

solution of cutting tool and other’, he declared, “the stronger 
economically this nation will become.” 


gaging problems by Thread- 
well Field Engineers. Are 





you taking advantage of 
their services? 


CATALOG CHECK at Enos & Sand- 
erson Co., Buffalo, N. Y. is done by Al 
Scholz, George D. Enos, Jr., and Henry 
G. Ostertag. Sales Manager Ostertag 


THREADWELL TAP & DIE COMPANY, Greenfield Massachusetts 
a has been with the firm 54 years 


Taps ® Dies @ Drills © Counterbores © Keyway Broaches @ Screwplates © Gages ® Pipe 
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.-- MAKING IT EASIER 


FOR YOU TO SELL 


Consistent business paper advertising, effective sales 





promotion, complete plant facilities and prompt, courteous 
service to you and your customers—all these make it 
easier for you to sell the famous UNBRAKO- and 
HALLOWELL lines. 


UNBRAKO Socket Screw Products and HALLOWELL 
Steel Collars are preferred by manufacturers everywhere 
because of their uniformly high quality. These products 
make friends for you . . . assure steady, dependable, 
repeat business . . . provide good profits. 


UNBRAKO UNBRAKO HALLOWELL 
Fully-Formed Self-Locking Socket Head Cap Screw Steel Collar 
Pressure Plug Socket Set Screw with Knurled Head 

<0 __with Knurled Cup Point 








SPS STANDARD PRESSED STEEL CO. 
13 


JENKINTOWN PENNSYLVANIA 
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new “DI’’ nibs save up to 


25% of wheel dressing costs 


Desmond’s DI (diamond-impregnated) nibs and hand 
tools save substantially where extreme precision and 
dressing of contours are not involved. They cost less 
than single diamond dressers: small inexpensive dia- 
monds are permanently imbedded in cemented tungsten 
carbide matrix. Every particle is used fully—no waste. 
No danger of diamonds popping loose: you save replace- 


ment costs and remounting downtime. 


Desmond 


DRESSERS & CUTTERS 


Gy Sap (OR 


BALL BEARING eg 4°" Too1s — vrs 
DRESSERS “cures ree ose ORESSERS ESSERS sree nist prin vises 





the only complete line of 
grinding wheel dressing tools 


DI Nibs are easy to order: They come in three tip sizes, for 
wheel sizes shown below 

TIP NO. WHEEL DIA. 
Di-1 up to 20 up to 1'2 
Di-2 up to 26” up to 2'2 
DI-3 up to 36 up to 8 


WHEEL FACE 


These three standard size tips may be mounted in all standard 
type shanks and hand tools shown in the “Desmond Diamond 
Tool Reference Guide.” Your Desmond distributor can meet 
your exact requirements. Call him .. . 
Mfg. Co., Urbana, Ohio 


The Desmond-Stephan 


INDUSTRIAL DISTRIBUTION 


e JUNE, 1950 





COUNTER SALESMAN — George 
Stewart, sets up a display panel at 
H. D. Taylor Co., Buffalo, N. Y. 





Portland, Ore. Gains 
Industrial Diversity 

Industry in the Portland, Ore. area 
is gaining in diversity, according to 
Dean Hayden, industrial sales man 
ager, Marshall-Wells Co., Portland. 
Mr. Hayden saw increased diversity as 
a good sign for industrial supplies but 
requiring more diversified selling by 
supply salesmen. 

According to U.S. Department of 
Commerce census of manufacturers, 
the metals, machinery and equip 
ment fields top other industries in 
employment, hiring 28.2 percent of 
the Portland metropolitan total. Lum 
ber is now the second industry from 
the employment standpoint, holding 
the position by a small margin ovet 
the food industry. The textile in- 
dustry, combined with apparel manu- 
facturing, is fifth, trailing the paper 
and allied products industry 

Mr. Hayden said that the Portland 
branch of Marshall-Wells has added 
four salesmen in the past vear—Les 
Moore and Dick Lyons to outside 
sales, and Robert Heppenstall and 
Glenn Bauman on the inside. 





RUSS WILLIS (standing center), San 
Francisco representative of the Ameri- 
can Pulley Co. opens a three-day sales 
mecting at Goodyear Rubber & As- 
bestos Co., Portland, Ore. 





Fred H. Pillsbury 


Fred H. Pillsbury 
Succeeds Father At Century 


Fred H. Pillsbury has succeeded his 
father, Edwin S. Pillsbury, one of the 
founders of the Century Electric Co., 
as president of that frm. Mr. Edwin 
S. Pillsbury had been president since 
1914. 

The elder Pillsbury will continue as 
chairman of the board, with his son 
taking over active management. Fred 
H. Pillsbury has been vice-president 
in charge of operations since last July 
and a member of the board of direc- 
tors since 1942. 


Dallman Co. Makes Plank 
General Manager of Sales 


Guy W. Plank has been appointed 
general manager of sales for the Dall- 
man Co., San Francisco. Formerly 


THE NEW MANAGER of sales at 
Dallman Co.’s San Francisco branch, 
Fred Oe6elschlagel, left, congratulates 
Guy W, Plank on his appointment as 
general manager for the com- 


aN 
pan 


of sales 





CLEAN THREADS CUT ACCURATELY 
in one operation 


The BRIDGES Pipe Die will be your 
custome~’s first choice among die 
stocks, because it makes precision 
thread-cutting easier than they ever 
thought possible. It cuts a full thread 
“ first time up”’—and a single operator 
can use it on pipes as large as 6” dia. 


EASY TO SELL 
The BRIDGES Pipe Die costs more 
to buy but is far cheaper to maintain 
than any other type. It’s the only die 
stock designed for economy of chaser 
replacements, one set of BRIDGES 


Chasers lasting longer than ten sets of 
ordinary chasers. This feature makes 
the BRIDGES Pipe Die easter to sell, 
because it saves its cost price in the 
first few months. 


CHASERS REGROUND BY HAND 


The enormous appeal of the BRIDGES 
Pipe Die is due to the exclusive BRIDGES- 
designed tangential chasers. These are 
made of special high-speed steel and are 
easily reground on any grinding wheel 
down to about a quarter of their original 
length; the die is always sharp, cutting 
perfect threads in one operation. 


Tell your customers about the BRIDGES Pipe Die, 
it means bigger profits and increased goodwill 


Cb RATCHET-OPERATED, TANGENTIAL 


PIPE DIES 


Manufactured by 
S. N. BRIDGES & CO. LTD., PARSONS GREEN LANE, LONDON, S.W.6, ENGLAND. 
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Easier to Sell Because They're Dependable 


MOTOR DRIVEN 


PRESSURE 
BLOWERS 


oe SIZES 
Ye, 2, 1 HP. 


READY TO ) RUN—IMMEDIATE DELIVERY! Goenge Besver 


CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing > wh age f > ? 
or exhausting. Universal as to jon and disch Direction of discharge may be a —_ Calif. ora : the —e 
changed to any of eight 45 degree positions. @ Housing, base, support, and impeller Fresno, vali. Drancn. 
are constructed of cast aluminum alloy to reduce weight and Fred Oelschlagel, formerly manager 
aight wall construction reduces windage of the Dallman plumbing department, 
and increases efficiency. | has been named manager of sales of 
@ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball the San Francisco branch. George 
bearing motor in choice of open or totally enclosed types. Three Hoover succeeds Mr. Plank as Fresno 
aah, A, SS Gad 5 EP. SOR eapetins Sew We & Sy on, & pee manager, moving up from assistant 
min. at static pressures from 42” to 6”. | sie anager. ° 


WRITE TODAY FOR LITERATURE 


ie wullion YWaajaMrinug (ow ey & Cn, Pate 
112 W. WILSON AVENUE NORFOLK, VIRGINIA Out Catalog F 


Woodbury & Co., Portland, Ore. 
industrial supply firm, has issued its 


latest catalog, Catalog F. The book 
N F was printed by R. R. Donnelly & Sons, 
Co., and contains 646 pages of in- 


dustrial supplies, heavy hardware, 


COMMUNICATION tools, equipment, steel and_ steel 
TELEPHONE SYSTEM p U N C H E § ee 


Easy to Install! © All WHITNEY Punches carry our he catalog is standard size with 
Own It Y if! guarantee for good construction and green and white cloth cover. There 
wn It Yourself! high quality product. The depth of = 5 
throat on this No. 92 is 10”—weight is a 42-page index of items and 11 
> Re tess: of Vele- 165 ibe.—capacity same as Mo. Si. A pages of technical information. In- 
able Time or M valuable accessory is a notching 5 a : oe 7 
aon ie - punch and die that will notch angles serted in the catalog is a 20 page guide 
ton by You an up to 1% x 1% x ¥” and cut a = i “ 
| Your Employees notch. Good retums on this necessary for Lunkenheimer products sold by 
| tool. Immediate attention to orders. the company. 


























© No Rental Fees 


® No Overtaxed 


Switchboard 
WALL MODEL 


2 TELEPHONES $4 7-95 
IN EITHER MODEL 

Complete with power ™ 
supply — wire- and | 4 
step-by-step instruc- . Lever Type. 
tions . . Common Uses same 
talking and common % 8 punches, 
ringing. Each has ; dies, and 
self-encased buzzer . working 
or bell Any num- > 6 parts as 
ber of phones can S No. 91 
be connected in the 

same circuit. Simple 

to install—no tech 

nical knowledge nec- DESK MODEL 


essary. 
IMMEDIATE DELIVERY 


25% Deposit on all Orders—F.0.B. Brooklyn 
Many other ey. priced cyeeme, to fit ~~ 


quirement WE CA ANY NTER. - e 

wena <g> aaa W. A. Whitney Mfg. Co. ELBIN E. ALBERT, assistant sales 
WRITE F : , Woodbury & Co., Portland, 

EASTERN TELEPHONE COMPANY 636 Race St. Rockford, Ill. ten, taeee 6 cane ot ine Cog 

284 Fourth Ave. @ Dept. “ID @ Brooklyn 15, N. Y. : . 

















just issued. 
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FRED L. CURTIS is the new sales 
manager, western region, for Norton 


AND W. EARLE SHUMWAY the 
new manager, sales engineering depart- 
ment, abrasive division. 





Barrett Hardware Co. 
Celebrates 100th Year 


The Barrett Hardware Co., joliet, 
Ill., as part of a celebration of its 100 
years in the hardware, plumbing and 
heating and industrial supply business 
currently is staging a series of product 
shows. Two shows already have been 
held, one on May 19 and 20 for the 
plumbing and heating dealers; one on 
June 2 and 3 for the industrial trade, 
and the third on June 7, 8 and 9 for 
the hardware dealers. They were held 
in a new addition to the now existing 
warehouse space at the Barrett Hard- 
ware Co. Approximately 60 manufac- 
turers’ exhibits were on display at 
each show and about 5,000 people 
attended. 

Barrett Hardware Co. started in 
business in 1850. The founder was 
W. F. Barrett, grandfather of the 


WESTON 


All-Metal 


Thermometers 


Wherever you need quick, accurate 
temperature readings—on_ tanks, 
processing equipment, bearings, 
pipe lines—specify WESTONS right 
down the line. Not only are their 
large, boldly marked dials easy to 
read, but their accurate dependabil- 
ity is assured by WESTON’s all-rnetal 
construction. They stay on the line 
longer —cost far less in the end. 
Available in types, stem lengths and 
ranges for most applications. Call 
your jobber or local WESTON repre- 
sentative, or write for Thermometer 
Bulletin. WESTON Electrical In- 
strument Corporation, 679 Freling- 
huysen Avenue, Newark 5, N. J. 





CONTACT-MAKING models 
for alarm or control pur- 
poses. MAX-MIN models to 
indicate highest or lowest 
temperature reached. 





present president, who carries the a 
same name. In 1867, Mr. Barrett was 
joined in the business by his son, J. 
O. Barrett. The name of the company hum 
was then changed to W. F. Barrett ST Cus 
& Son. 
The founder died in 1879, the same 
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year that E. M. Moore entered the 
business. A year later, E. C. Barrett, 


the younger son of the founder joined 

the firm. The firm was reorganized in 

e 1887 as a partnership with E. C. 
| Barrett, J. O. Barrett and their mother, 

wife of the original founder. The 


AIR REFINED | name of the company was then 
AIR TESTED changed to Barrett & Sons. In 1891, 

the firm was incorporated in the State 

MALLEABLE IRON of Illinois as the Barrett Hardware Co. 


The Barrett Hardware Co. now 
U hy i Oo Ni S services from their wholesale plant, 
an area covering more than 75 sur- 


rounding towns. They operate a fleet 

of 12 delivery trucks and their ware- 

You can sell more ‘JEFFERSONS’ house floor area consists of approx 
‘ ai imately 110,000 square feet. Most of 

because you sell fewer pipe joints the incoming freight is moved by a 


: ; ; motor truck and about 100 carloads 
The use of Jefferson Specialty Unions insures G | 4 year are received in addition to the 


minimum of pipe joints and saves time in installing truck freight. The firm employs 

piping. Your industrial piping users will appreciate = approximately 100 people in adminis- 

these facts which are easily demonstrated. tration and warehouse duties plus a 

The Union with the sales force of 13 men. The average 
RECESSED BRASS SEAT In addition, by making Jefferson your source of vears of service of the existing per- 


supply you offer an exclusive Jefferson feature .. . sonnel is 124 years. 

the Recessed Brass Seat . . . a true machined, pre- 

cision ground joint providing surface contact which . 

can be made up without jamming. Because of its Tube Turns of Canada 
location, pipe ends cannot come in contact with it. | Advances Brodie 











Arthur H. Brodie has been ap 
pointed district manager for Tube 
Turns of Canada, Ltd., with head- 
quarters at the company’s plant in 
Chatham, Ont. 

Mr. Brodie was born in Montreal 
and attended the Montreal Technical 
School. During World War II, he 
served in the Canadian Army, first in 

| the Ordnance Corps, then with the 
48th Highlanders. He was associated 
with the International Equipment 
Co., Toronto, before joining Tube 
Turns of Canada, Ltd. on March 16th 
last. 





Jefferson Unions in all types and sizes are also available with ground joint, all-iron | © 
seats. Ask further details. 
JEFFERSON UNION CO. 
671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y 
49 Fletcher Ave., Lexington 73, Mass 


Arthur H. Brodie 


Fe. 
* 
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‘Keep us supplied 


DURA-BILT Wire Wheel Brushes 
insure smooth operation on 
high speed power equipment 


STURDI-BILT” Wire Cup Brushes recom 
mended for the steel fabricating industries 
wherever scale, rust, paint or weld spatter is 
to be removed from large or rough metal 
surfaces 


with MILWAUKEE 


MONO-BILT Wire Wheel Brushes for 
numerous power brushing operations 


A DEPENDABLE 
HEADQUARTERS 


Here is a complete brush tool sup- 
ply source keyed to give you a de- 
pendable service—one that will 
work for you in building sales and 
profit. We are fully equipped to 
produce special brushes designed 
from blue-prints or specifications. 
Use this cost-free engineering serv- 
ice when you need assistance on 
specal brush problem. Improve 
your power driven wire brush sales 
with Milwaukee. 


T IS but natural for the men 
who work with Milwaukee 
Brushes to make known their 
preference for them. It is all due 
to Milwaukee Brush perform- 
ance. This outstanding perform- 
ance that makes and holds 
customers for distributors results 
from specialized construction. 


Here are some of the reasons for Milwaukee Power Driven Brush performance. 
1, Milwaukee keeps to the high side of wire points per square inch of working surface. 
2. Because of this production depariments are aided materially in producing more pieces 


per hour. 


3. This density of wire gives users the most in cutting and working points. 
4. This compact construction with solid face is uniform regardless of the number of brushes 


you order or when you order them. 


Bulletins Available— 


Bulletins covering the complete line will be sent on request. No. 42-61R is a 16 page bul- 


letin describing the Power Driven Brush line. 
detailed specifications. 


It shows special applications and gives 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


THE Rey 
To 


INDUSTRIAL 


BRUSH PROBLEMS 
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THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


Every Industrial Need .. . 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt”’ 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt’” Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 








GREATER PROFITS 
CLIPPER 


‘Constant Consumer Demand 
¥ No Factory Sales to Users 
‘Nationally Advertised 

y Firm Resale Price Policy 
v Highest Uniform Quality 


Sold ONLY 


Through Authorized Distributors 


a 
‘BELT LACING | “8% | EQUIPMENT 








tandardized 
setup appliances 


For Every T-Slot Work Table 


Machine Shop men are forced to waste time on Machine Tool Set-ups. 
CAD Standardized Appliances will convert this non-productive time 
into productive labor. 


All sizes—to suit the little bench machine 
to the brute of a planer. 


Sold only through selected distributors 


WRITE FOR CAD FOLDER A72 
AND DISTRIBUTORS’ PLAN 


STANDARD SHOP EQUIPMENT CO. 
8153 Tinicum Ave., Phila. 42, Pa. 


BPR yyyirnyvnvnnint 
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William P. Gillespie 


Disston Names Gillespie 
To Head Chain Saw Sales 


William P. Gillespie, manager of 
the market requirements department of 
Henry Disston & Sons, Inc., Philadel- 
phia, has been named manager of 
chain saw sales for the firm. He suc- 
ceeds Ellwood J. Gebhart, who is be- 
ing assigned to a key research and de- 
velopment post at the factory in 


| Philadelphia. 


Mr. Gillespie joined Disston as a 
junior salesman in 1936, and subse- 





quently travelled in every state in the 


| union except North Dakota. In 1940, 
he was brought into Disston’s main 


headquarters and assigned to a job in 
the hardware sales department, was 
| made assistant manager in 1944, and 
| in 1948 was named to head up Diss- 
ton’s new market requirements depart- 
ment. 








VERNON FORKNER, salesman, Jen- 
sen-Byrd Co., Spokane, Wash., checks 
saw stock with Walter H. Dickson, 
Simonds Saw & Steel representative 





They will listen! 


Management always listens, these 
days, to the man who can tell them 
how to cut operating expenses and 
increase production for greater profit. Illustrated is the popular Wells 
That's why you have an easy-to-sell ‘ No. 8 Saw with wet cutting 
product in a ‘Budgit’ Portable Electric , 

Hoist. 


Monagement always wants to use a WE LLS 
cpeveing cov deve, thse yor | MC a ee ey 


gained mean increased production, 
In thousands of plants all over the world, Wells Saws 


are proving that it is possible to cut metal faster and 
more accurately at lower cost. This is accomplished 
through machine design and the principle of continuous 
cutting. As each tooth does its share of the work, the 
blade is cutting all the time — there is no lost motion. 
This means more cuts per day and lower unit cost to you. 

Three standard models of Wells Metal Cutting Saws 
are available to meet virtually every need. Use the 
handy chart below to find the saw you need to meet 
your requirements and ask your Wells dealer for 
complete information or write direct. 


fast, easy-to-operate ‘Budgit’ Electric 
Hoist lifts the loads on production, 
assembly, and inspection lines; raw 
moterials necessary to production. It’s 
your chance to tell how these minutes 
gained mean increased production, 
lower operating costs, greatly reduced 


compensation costs when load lifting 





is no longer manual. 


Be sure to tell about ‘Budgit’ Hoists 
being complete lifting units in them- 


selves. How you simply hang them DESIGN DETAILS 
up, plug into the nearest electric | 





Saw No. No. 5 No. & No. 12 
Principle Use General Utility Utility and Production | Heavy Duty Service 
Capacity, Rectangular 5” x 10” 8” x 16” 12” x 16” 
P ' ae Capacity, Rounds 5” dia. 8” dia. 12%” dia. 
re you amply supplie . : : 
witty Billetie te. 2017 Speeds, Selective 60, 90, 130 ft./min.| 60, 90, 130 ft./min, | 50, 90, 150 ft./min, 
not, write for more copies. Power Vy HP. VY. HP. VY; HP. & % HP. 


il jp BUDGIT 


Products by Wells are Practical 
Hoists 


MANNING,MAXWELL&MOORE,INC. | ME TAL CUTTI NG 


MUSKEGON, MICHIGAN 
Builders of "Shaw-Box' Cranes, ‘Budgit’ and ‘Load BR A N D s A W 4 
Lifter’ Hoists and other lifting specialties. Makers 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 
idated’ Safety and Relief Valves, ‘American’ WELLS MANUFACTURING CORPORATION 
Industrial and ‘Microsen’ Electrical Instruments. 606 ADAMS ST., THREE RIVERS, MICH 





socket, and use! 














INDUSTRIAL DISTRIBUTION © JUNE, 1950 229 








A MECHANICAL 
PACKING DESIGNED 
WITH THE DISTRI- 
BUTOR IN MIND 


Yes, remarkable new Steamfitters’ 
Special Self-Forming Packing is de- 
signed so that one size and shape 
can be used to pack 90% of all 
valves, pumps, and joints. 


What is Steamfitters’ Special Self- 
Forming Packing? It is a semi- 
tallic alloy compounded in rope- 
like form, impregnated with a 
special lubricant which cannot be 
driven off by heat or friction. 





Your salesmen don’t have to be 
technical wizards to sell this prod- 
uct. We've designed a complete 
merchandising set-up to make 
Steamfitters’ Special the fastest 
moving item on your shelves. 


An ingenious demonstration device 
guaranteed to fascinate your sales- 
men and customers alike is avail- 
able to all distributors, and to- 
gether with our merchandising 
plan, it will bring you startling 
results. 


Comes in attractive counter display 
cartons packaged in half-pound 
and two and one-half pound 
spools. Free samples and technical 
data furnished on request. Like to 
know more about our merchandis- 
ing plan and introductory distrib- 
utor deal? Just send coupon below. 


FLEXROCK COMPANY 
3647 CUTHBERT ST. 
PHILA. 4, PA. 


Please send me free samples and 
technical dota. 


1 would like to know more about 
your merchandising plan and intro- 
ductory deal. 

NAME 

FIRM . 

ADDRESS 


CITY . 


THE NEW PLANT of American Screw Co. in Willimantic Conn. houses all facili- 


ties on one floor. 


American Screw Moves 
To New Willimantic Plant 


All the administrative, engineering, 
production, purchasing, sales, and re- 
search functions and personnel of 
American Screw Co. have been com- 
pletely removed from Providence, 
R. I. and now are housed together un- 
der one roof in the firm’s modern, one- 
floor plant at Willimantic, Conn. 

I'he whole American “reservation” 
covers a total of 87 acres, on which 
ire four modern, fireproof, brick-and- 
concrete buildings; the main manu- 
facturing and office building, the per- 
sonnel office and 10-bed hospital, the 
power plant, a complete water supply 
station, and modern disposal plants for 
the water system and the pickling and 
plating departments. There is a spa- 
cious 10-acre parking lot, with room 
for 1,000 cars. The plant is served 
both by the New Haven and the Cen 
tral Vermont, with two spurs of the 
latter line entering the plant itself. 


Borg-Warner Corp. 
Elects Ingersoll 


Roy C. Ingersoll, vice-president of 
Borg-Warner Corp., previously, has 
been elected president to succeed 
C. §S. Davis. Mr. Davis has been 
elected to the newly created office of 
chairman of the board. 

G. A. Shallberg, previously execu- 
tive vice-president of Borg-Warner, 
was named chairman of the executive 
committee. Mr. Ingersoll, in addi- 
tion to his duties as president, will 
assume the duties formerly assigned 
to the office of the executive vice- 
president. 

Ray P. Johnson has been named ad- 
ministrative assistant to Mr. Ingersoll. 

R. W. Dose has been appointed 
the firm’s secretary. He had been 
assistant secretary and assistant treas- 
urer since 1929. Mathew Keck has 
been re-elected treasurer; and Leon J. 
Heidgen to the office of assistant secre- 
tary and assistant treasurer. 





THE NEW LARGER FACTORY of National Air Sander, Inc., 
manufacturers of a complete line of air and electric block sanders 


\uburn St., Rockford. 
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Rockford, Til. 


s located at 2810 








WHEN YOU USE you make more sales 
Peete eS es You aced 


CHANNELLOCK of SOCKET SCREWS 


«is BRISTOL’ 


(‘os 


We consistently advertise* — 

not only to tell how good Bristol’s 
Screws are .. . but also to create more 
socket screw applications. 
*in: MILL & FACTORY, MACHINERY, 
ELECTRICAL MANUFACTURING, PRODUCT 
ENGINEERING, MACHINE DESIGN, IN- 
DUSTRIAL EQUIPMENT NEWS, PRODUCT 
DESIGN & DEVELOPMENT. 





RoOOCOrrFnmZzZzrzro 
ROOF rMZZP=IO | 


Only with Bristol’s can your sales- 
men offer the right socket screw— 
hex or multiple-spline, cap or set, 
any size down to No. | wire—for 
every application. And our famous 
“correspondence course”’ helps them 
squeeze the most out of every oppor- 
tunity. 


work... 
plumbing, 
electrical, 
automotive, \ 
aviation, 
battery or 
ignition —there 

is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers .. . you need 
Channellock. 


The exclusive tongue and groove 
joint gives you these ‘‘plus”’ features: 
Greater Strength, Longer Wearing, 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


AO 


Send for Catalog C-5 today 


Cc 
H 
A 
N 
N 
E 
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oO 
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K 


ZRQOOrrFmMazazrro 


Every time the user no- 
tices how much faster 
assembly work is with 
Bristol’s Socket Screws 
and how much stronger 
the final assembly is . . . 
that’s building repeat 
business for you. 


A Bristol representative will tell you more about our distributor 
policy ... profit structure ... . promotion plans. Write to THE 
BRISTOL COMPANY, Mill Supply Division, 126 Bristol Road, 
Waterbury 20, Connecticut. 


~ BRISTOL'S == 
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THREAD ACCORALY 


... Key to Dependability 
in Couplings and Flanges 


} IT'S EASIER TO SELL 
HARRISBURG 


COUPLINGS AND FLANGES 
BECAUSE THEY’RE MADE RIGHT! ; 


ARRISBURG Seamless Steel 
Pipe Couplings are threaded 
+ on special machines assuring accu- 1 


racy of form, height, angle, and § 
lead. Threads are electro-galvan- 





ized and will not gall under the 
most severe strains. Made to A.P.I. 


specifications. 


> HTARRISBURG Steel 


Pipe Flanges are machined under 


Drop-Forged 


constant inspection to insure a 
product that will meet the most 
S critical requirements demanded 
? by engineers today. Manufactured 


to A.S.A. standards. 








ALL DISTRICT SALES REPRESENTATIVES of The Deming Co. throughout 
the United States, attended the annual sales meeting held recently at the company 
plant in Salem, Ohio, at which G. R. Deming expressed his appreciation for their 


exceptionally fine work done in 1949. 





More Attention In ’49 
Given To Packaging 


The field of packaging, particularly 
in its effects on boosting sales, is in 
a period of stable, continuing progress, 
says the Department of Commerce. 

The abundance of packaging sup- 
plies, plus keen competition has driven 
down raw materials prices. 

Business men probably gave more 
attention to packaging last year than 
ever before, which must account in 
some part for growth in the industry 
itself. 


Wholesale Price Index 
Highest Since 1779 
Wholesale prices between 1940 and 
1948 increased about 110%. The 
index for 1948 reached 164.9, the 
highest point in the country’s history 


since 1779. ‘The figures are from a 
study put out by Dun & Bradstreet 
which examines the financing of the 
five great wars in which the U. S. has 
been involved. 

It shows, among other things, the 
effects the monetization of Govern- 
ment deficits have had on the coun- 
try’s economy, and discloses the 
relationship between the trend of 
wholesale prices and business failures. 

The principal reasons for business 
failures are listed as: lack of working 
capital, excessive liabilities, top-heavy 
fixed assets, inadequate sales, exces- 
sive inventories—and faulty thinking 
generally. 

Failures for 1945 were at an all 
time low, 809; failures for 1949 were 
9,246. That would be about four 
failures in every 10,000 concerns for 
1948; and about 34 failures per 10,000 
concerns in 1949. 








WRITE for catalogs on 
our Couplings and Flang 


Harrisburg 


STEEL CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


fay), SD YEARS IN 
(al) / PENNSYLVANIA'S 
A # cAPITAL 


232 


ALL OPERATIONS ON ONE FLOOR is the outstanding feature of Weber Hard- 


ware Co. Ltd's. new warehouse in Kitchener, Ontario 


The window display runs 150 


ft., and the offices are on the mezzanine, making for fast, efficient servicc 
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No More Rummaging 
Through Stacks of Drills 
Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen at a 
= Compartments with rounded 
ottoms hold dozens of drills 
Huot’s built-in inventory system 
does away with cost sheets—speeds 
up sales. 1414" long, 714" 
7%" deep Hammerlin 
enamel finish over rugged steel 
Dispenser for fractional drills 
(1/16" to 1°) $15 list Num- 
ber drills (1 to 60) $18. . . letter 
drills (A to Z) $15 makers of 
Write for catalog pages HUOT 


DRILL 
HUOT MANUFACTURING CO. FT hy3" 


551 No. Wheeler St. © St. Paul W4, Minn 


= THREADED & 
¢. PRODUCTS 


STAINLESS STEEL ‘aa! 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 
IMMEDIATE DELIVERY 
CATALOG ON REQUEST 


Ma ALC) 12 
BOLT & NUT CORP 


135 CHURCH ST., N. Y. 7, N. Y. 
WOrth 4-4600 


It’s Easier to Sell 
the Sprout-Waldron 


‘blue face’ 
line > 
ALO 








Because of their widespread use and recog- 

nition by American industry, Sprout-Waldron’s 

“Blue Face” Pulleys are fast-moving distributor's items. 

Whether it’s a rough materials handling job which demands 

the ultimate in belt-saving features... or a simple task of 

power transmission—there is a wide selection of “Blue Face” 
Pulley types and sizes to choose from. 


Write for your copy of Bulletin 33 which contains 
full information about the profit-building “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Inc., 3 Waldron Street, Muncy, Penna. 


Sprout-Waldron 
Maniefe Mang Engine Ww 
CMUNCY J PENNSYLVANIA ) 
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PERFECT SEAL 

EVEN WITH PIPE 
NOT IN 
PERFECT 


WHEN YOU 
RECOMMEND 
AND SELL 


CATAWISSA ends 

guesswork in union require- 

ments—at a price to compete 

with better grade malleable iron 

unions! SELL CATAWISSA HOT FORGED 
STEEL UNIONS and you sell cost-cutting satis- 
that 


faction—sure-fire dependability means 


profitable repeat business for you! 


WRITE FOR BULLETIN & COMPLETE ENGINEERING DATA 
. standord and double extra heavy, male and female, orifice and spe- 
cials—screwed or socket weld, there's a CATAWISSA type for every usel 


VE & ITTINGS CO. 
300 MILL ST. + CATAWISSA, PENNSYLVANIA 














FLYING DISC? 


NO 


IT’S A 


ROTO-CONE 


variable 


| oe speed pulley! 


ay 
Distributorships Available in Many Cities 


The discs of our Roto-Cone variable speed pulleys are not of the flying type 
recently in the news, but are slidably mounted on a shaft and an exclusive rack 
and pinion arrangement provides equal movement of both sheave faces. Result 
. constant belt centerline . . . longer belt life and full power with a v-groove 
driven sheave. 
Of proven design, the Roto-Cone is ideally suited to vertical or horizontal mount- 
ings. Thousands of applications in every industry. Sizes available to meet h.p. 
requirements from ‘es to 10 and infinitely variable speed ratios up to 4 to 1. 
ROTO.-CONE drives include variable speed pulleys, v-groove driven sheaves, wide 
v-belts and adjustable motor bases. Write for details. 


GERBING MANUFACTURING CORP. 


650-R Washington Blvd. Chicago 6, Ill. 
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FORGED TOOL DISPLAY com- 
mands attention behind the counter at 
P. A. & S. Small Co., York, Pa. Ed 
Henry and C, E. Dull, supply expediter 
for manufacturers, discuss finer points 
of clectric drill 





American Standards Reports 


Gain Wider Acceptance 


A report and chart just issued by 
the American Standards Association 
show that the number of new and 
revised American Standards approved 
during 1949 was almost double the 
average number approved annually 
during speeded-up activity of five war 
years. More than five times as many 
standards were approved in 1949 as 
the annual average for the first 13 
years of the association’s operation. 

Standards were approved or revised 
during 1949 at the rate of one every 
working day. The 268 approvals last 
year bring the total number of Ameri 
can Standards to 1121 and total re 
visions to 1014. The latter number 
indicates the importance attached to 
keeping standards up to date, as 
necssitated by new developments in 
materials and methods, new experi 
ence, and improvements or changes in 
conditions. 

American Standards Association 1s 
a federation of 101 national organiza 
tions (technical societies and trade 
associations), many of which are well 
known — standardizing bodies with 
limited scopes of operation. Member- 
ship includes about 2,000 industrial 


firms. 


Standard Colors Coming 


The first unified efforts of industry 
to reduce the number of colors for 
industrial apparatus, machines, and 
equipment are beginning to bear fruit 
as a result of unanimous agreement on 
four accurately defined grays as stand- 





_ ROPE 
_ FITTINGS 

















@ Only manufacturer of the complete line 

—wire rope, wire rope fittings and tackle 9th 

blocks ... All engineered to the job by Ou 00” 
Upson-Walton for LONGER LIFE and ine 


BETTER SERVICE. 6 yo 


THE UPSON-WALTON COMPANY 


Cleveland, Ohio 
New York e Chicago e Pittsburgh 


INDUSTRIAL DISTRIBUTION © JUNE, 








THE UPSON-WALTON COMPANY 
711 PERRY-PAYNE BLDOG., Cleveland, Ohio 


Send free catalog on | | Wire Rope | | Rope Fittings 
Tackle Blocks. 


NAME____ 
POSITION 
COMPANY 
ADDRESS 


1950 








TAYLOR Wa 


Hi Tos 


Taylor Chain manufactures many grades and sizes 
of chain and chain attachments—each for a defi- 
nite pulling, binding or lifting job. Only false 
economy — needless chain wear and costly acci- 
dents—can result when incorrect chain is used for 
a variety of jobs. A few of the popular grades of 
chain are described below. For specifications on 
the complete line see the Taylor Chain Catalog! 


PROOF COIL 


Manufactured from C-1008 steel having an approximate 
tensile strength of 5,000 P.S.1. Formed and butt welded 
into short links. 


BBB COIL 


Manufactured from the same analysis steel as Proof Coil 
Chain. Formed and butt welded into shorter links for flex- 
ibility and greater distribution of load among more links. 


Manufactured from C-1017 steel having an approximate 
tensile strength of 85,000 P. S. |. Formed, butt welded and 
heat-treated. It is tougher and has greater resistance to 
wear than BBB or Proof Coil Chain. 


STEEL LOADING 


Manufactured from the same analysis steel as Hi-Test Chain. 
After weld'ng it is heat-treated to produce a chain which 
will stretch at lower loads than Hi-Test Chain. High qual- 
ity chain with a visible factor of safety. 


S. G. TAYLOR CHAIN CO. 


80 141st Street, Hammond, Indiana 


Send for free copy of new catalog! Con- 
tains data on all types of Chain. 


Pee, 


| ard finishes. American Standards Asso- 


ciation announces adoption of these 
standard grays following a consensus 


| reached by 18 organizations and groups 
| who represent all classes of manufac- 


turers and users of such equipment. 
Fewer color shades and more color 


| harmony is expected to result from 


the new color standards. The next 
step may be standard whites and 


| blacks. 


General acceptance of the standard 
is expected to reduce considerably the 
cost of finishes and finishing, and will 
make it easier for purchasers of equip- 


| ment to specify and to match grays, 


and to produce color harmony of ma- 


| chines and other equipment purchased 


from different manufacturers. 


David, List and Schlass 


| Named by Arcos Corp. 


Bernard E. David has joined the 
Arcos Corp. of Philadelphia, Pa. as 


| a special field engineer. He will be 


located in Los Angeles. 

Walter Gordon List will act as 
special field engineer in the Ohio- 
Western Pennsylvania territory, assist- 
ing Williams & Co., Inc. of Pitts- 
burgh, Pa. in the sales of Arcos 


| electrodes. 


J. J. Schlass, new sales representa 


| tive for the firm, will work in the 
| Philadelphia district. 


DeWalt Advances Wilkins 
To Sales Post In Southwest 


Roland Wilkins of Dallas, Texas, 
has been placed in charge of sales of 
DeWalt high-speed radial saws, manu- 
factured by DeWalt, Inc., American 
Machine & Foundry Co. subsidiary, 
the AMF industrial lowerator and the 


| AMF Wahlstrom chuck in northern 
| Texas in all of Oklahoma and part of 


Arkansas. 


OTayior Mabe 


A GREAT NAME IN 


‘ 
| 
SINCE 1873 
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Roland Wilkins 








There’s a 


NEW HOUSTON BRANCH of the 

Geo. J. Fix Co, will mean larger stocks BREAK-PROOF 
nearby and faster delivery for cus ; 

tomers of the Dallas firm. 7 zo h 


SHOCK-PROOF 
Geo. J. Fix Co. 


yay . 
@ .\\ 3 Screw Driver 
Opens Houston Branch ie é 


The Geo. J. Fix Co. of Dallas, 
lexas, has opened a branch office in 
Ilouston, located at 2702 Polk Ave 
L.. R. Scaff is in charge of the new 
office. 

Mr. Scaff has worked in the power 
transmission and material handling 
equipment fields since 1936. His first 


job was as an employee of the Fix 
¢ mMpany 


@ The CW 924 extreme heavy duty 
screw driver with double grip 


N. Y. Belting & Packing 


handle and 24” blade is just one of 
Names Tilley Ad Manager EW. 


the many special drivers carried in 
, , : stock by Vaco to help meet every 
Frank EF. Tilley has been appointed terete eR et. emai 
inanager of advertising and sales pro- | § ——— DSRS SOE ee ee ee 
motion for New York Belting & Pack- —= je gardiess of type, size or quantity, 
ing Co., Passaic, N. J. he gem all Vaco — supply you. Regular, 
He joined the company in March ing ' b Phillips, Reed and Prince, 
1939. He is a member of the Indus- ; 


x may meen © ium: Clutch Head, Offset, Klipxon 
trial Marketers of New Jersey and of ¥ fs we 
the National Industrial 


s ing 9 ‘ and other bit styles are availa- 
-sP , 
Advertisers ; r, f 
Association 


ble by the hundreds with wood 
or famous Vaco SB Ambery! 
plastic handles. All are preci- 
sion built .. . made to highest 
quality standards. Next time 
you order, try Vaco...and 
get all your drivers from 
one dependable source. 





Here in one book you will find practically everything you 
need to know about screw drivers of all types. It’s literally 
crammed full of illustrations, tables, pictures and drawings 


that help you fit the driver to the screw. The handiest, most 
convenient source of infor- 
mation ever produced for 
> screw driver buyers. Write 
MAN WITH A HOBBY, a couple of for your reference copy, today! 
them, in fact, is S. B. Jones, Jr., gen- 
eral sales manager at The Congdon & | 0 317 E. Ontario St. Chicago 11, Ill. 
Carpenter Co., Providence, R. I. He : is Cumades 
paints, he carves, he collects guns. The Veco Lynn Products Co. Lid. 
lamp alongside is his’n, too 1212 Notre Dame St. W., Montreal 3. Quebec 
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GARDINER 


A top quality Acid Core Solder that really 
sells fast. The colorful blue package is easily 
seen and recognized. Chemical analysis of 
solder prominently displayed. Listed by 
Underwriters’ Laboratories, Ine. 

Federated Gardiner brand solders come in 
all sizes and compositions. 


Stock them and you'll sell them. 


Fede WMblals 


Dion 


AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 


CALDER the Dresser Line 


for Bigger Profits... Easier Sales 


IQR, DDL 


. BUILT RIGHT—Best materials throughout . . . tool , 
Right and Left hand Threaded Bushings \ 


‘ steel cutters... 
\\ for Automatic Tightening. NAN xX IN Ni 


\ aN x * 
Uy 


\ 


“aie 7 
\ YN XS \ 
\ \ 
S37 WN SE 
WeN AN \ bse Sa, \ 


. EASY TO HOLD— Extra 


A Weight well distributed 


i \ 
\ jG AARAAY, th handli 

\ AAA or smoo andling. 
\\ XY *% ~*~ ANY KARA WN \As : 
Aise CALDER Fine Diamond “| Se i Tools : 
AA SA NANAABANSANAANANANAVANAS 
SOLD ONLY THROUGH DISTRIBUTORS 


NS \ 
\ 
‘ ». \ \ 


PANY) MANUFACTURING co. 


2049 North Prince Street ° Lancaster, Pennsylvania 
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INVENTORY CONTROL at Peer- 
less Mill Supply, Buffalo, N. Y. is 
maintained by Bill R. Creveling, assist- 
ant purchasing agent. 





Building Costs 
Expected To Rise 


Planning to build your own home 
this year? Then you can expect to pay 
3 to 5% more this year than last for 
your materials. 

R. M. Lockwood, president of the 
National Association of Home Build- 
ers is of the opinion that home build- 
ing will cost about 5 percent more 
than last vear. He lists three factors 
that may cause a rise: (a) The govern- 
ment’s housing program of 135,000 
home units is bound to swell produc- 
tion. Private builders estimate their 
own output at | million homes for the 
year. With labor and materials al- 
ready short, bids for both will be high, 
which naturally will force prices up- 
ward; (b) A fifth round of wage in- 
creases is expected, which again must 
lift costs; (c) Steel’s expected increase 
in prices for its products will add to 
the cost of every home. Already, since 
the start of the vear, building costs 
have moved up several percentage 
points. Plywood, for instance, is push- 
ing its record high price level, estab- 
lished in 1948. 





NELS WESTGAARD writes out or- 
ders at Webster-Robinson Machinery 
& Supply Co., Tacoma, Wash 





Roland J. Ahern 


Bingham-Herband Corp. 
Elects Ahern To Board 


At a regular meeting of the board 
of directors of ‘The Bingham-Herbrand 
Corp. of Toledo and Fremont, Ohio, 
recently, Roland J. Ahern, president 


and general manager of The Billings | 


& Spencer Co., was elected a member 
of the board. 

The Bingham-Herbrand Corp. in 
1949, acquired control of Billings & 
Spencer, at which time Mr. Ahern was 
re-elected — and general man- 
ager. He is a past president of The 
Drop Forge Associ: ition. 


Marketing, Merchandising 
Moved By Raybestos 


I'he department of marketing and 
merchandising of Raybestos-Manhat- 
tan, Inc., has been moved to the cor- 
poration’s executive headquarters at 
61 Willett St., Passaic, N. J. 

The move effects a closer working 
arrangement with corporation officials 
and a desirable expansion: of activities 
under the supervision of Franklin A. 
Miller as director of marketing and 
merchandising, and J. W. Brush, Jr. 
as assistant. 


Conde Elected President 
Of W. W. Conde Hardware 


William W. Conde has been 
elected president of the W. W. Hard- 
ware Co., Watertown, N. Y. He 
succeeds his father, the late Harold 
W. Conde; and had been vice-presi- 
dent and general manager. 

Harry J. Yoder is the new vice- 
president of the firm; and Early J. 
Turner has been re-elected secretary- 
treasurer. 





Changes Speeds Without 
Stopping the Machin 


Inexpensive...nationally advertised... 
easy to sell...distributors wanted 


This simple, inexpensive unit converts a constant speed motor to a 
variable speed drive. Easily applied to shaft extension of motor. 
Provides any speed within 2°4:1 range on any driven machine— 
lathe, jig saw, printing press, packaging or labeling machine, con- 
veyor, etc. No changing belt or pulleys. You merely turn handwheel 
while machine is running. Speeds are changed smoothly without 


“steps” or “‘jumps.”’ 
HERE IS HOW IT WORKS 


Unit comprises two facing cone-shaped discs—one sliding laterally 
under spring tension. These discs form different driving diameters 
for belt when, by turning handwheel, motor is moved forward or 
back on adjustable motor base. We can supply base or customer 
can easily build his own. Uses any standard make ‘‘A”’ or “B” 
V-belt as specified; also any standard sheave on driven machine. 


In sizes for motors from '4 to 1!% hp, only $6.75 and up. 


We supply full sales instructions, pro- 
motion aids and cooperation of our 
territorial representatives to get you 
started. Write today for distributor 


proposition and complete sales kit. 


REEVES PULLEY COMPANY 
Dept. 44, Columbus, Indiana 


Recognized Leader in the Specialized Field of Speed Control Engineering 
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NOW ! protection, 


plus convenience 


durability 


u/eNEW 
JAW- HEAD" 
Rawhide | 
HAMMER 


C/R’s new Jaw-Head hammer is a 
real time saver. By loosening a nut, 
any worker can replace the rawhide 
faces in a jiffy. Tightening nut holds 
faces in a vise-like grip. C/R Jaw- 
Head hammer faces are made of 
tough, resilient water buffalo hide... 
superior in their ability to absorb 
shock, deliver powerful blows, and 
protect delicate surfaces. Safety- 
Flare grip handles prevent slipping 
For safety, economy and power, get 
the new C/R Jaw-Head Rawhide 
hammer. 





Out with the old face e 


| 


-in with the new! 


To relecse jows, 
loosen nut with wrench. 


Change to new 
rawhide faces. 


Keep faces firmly 
seated while 
tightening nut. 


Other C/R striking tools: 
Rawhide Mallets, Rawhide Mauls, 
Solid Head Rawhide Hammers. 


@ Available from 
leading Industrial 
suppliers. 


eile \ele 


1205 Elston Ave. 


MFG.CO. 


Chicago 22, Illinois 
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David L. Cushing 
Cushing Joins 


Republic Rubber 


David L. Cushing has joined the 
Republic Rubber Division, Lee Rub 
ber & Tire Corp., Youngstown, Ohio, 
as a field engineer. Mr. Cushing will 
represent the company in territory em- 
bracing the entire state of Louisiana, 
and parts of Florida, Mississippi and 
Alabama. 

He attended Marietta college, in 
Ohio, and served five years in the U.S 
Air Force during World War II. 


Hamilton Merrill Advanced 
By Manning, Maxwell & 
Moore 


Hamilton Merrill, vice-president 
and director of Manning, Maxwell & 
Moore, Inc., has been appointed vice 
president in charge of the Consoli 
dated-Ashcroft-Hancock Division of 
the company. 

Mr. Merrill, a graduate of Massa- 
chusetts Institute of Technology, has 
been with the company 30 years. He 
was elected a vice-president in 1937 
ind a director in 1949 





FEATURES OF A VALVE are ex- 
plained by J. W. Chandler, center, to 
M. C. Pearson, right, and Jack Spauld- 
ing, all of Tool Supply Co., Augusta, 
Ga. 





Pe icwes 


of profit with 


G VICTORS 


NEW 


Blades 


On recent tests, 

when pitted against 

eight leading brands 

in cutting SAE 52100 Ball 

Bearing Steel, Victor’s new 
“Molyflex” High Speed Hand 

Hack Saw Blades ... averaged 23.8% 
more metal cut than all the leading 
brands tested. Here’s the blade that 
rounds out Victor’s famous line. Be- 
cause it is more uniform...completely 
shatterproof ... absolutely unbreak- 
able when used in a frame...it is 
packed with extra profit-making fea- 
tures. A real sales leader .. . for mak- 
ing tough metal cutting jobs easy! 
Finished in gold, each blade carries 
specifications printed on it. All sizes 
and pitches. 


Victor Steelrite 
Metal Marking Crayons 


Here is another NEW Victor 
profit-making item. Available 
in a variety of sizes and at- 
tractively boxed, these crayons 
are a natural for off-the-coun- 
ter sales. Special extrusion proc- 
ess insures uniform strength 
and composition. Markings 
can be made on hot, cold, 
damp or grimy metals and withstand 
pickling, yet do not affect enamel 


application. f 5 
AE Ta 


Victor's famous Wall Chart 
and Metal Cutting Book- 
lets are still available. 


Write today for your ES 
free supply. Kees 


VICTOR 


SAW WORKS, INC., Middletown, H.Y., 8. S.A 


of Hand and Power Hack Saw Blodes 
Frames and Band Sow Blades 





GET-TOGETHER between Alan M. 
Pyle, buyer at E. M. Hanson & Co., 
Philadelphia, and Dave Moffatt, Phila- 
delphia manager for L. S. Starrett, was 
the result of a large order received by 
the distributor. 





Southwest, Southeast, West 
Show Marked Growth 


Increasing industrialization and ris- 
ing income in the Southeast, South- 
west and Far West in the 1944-49 
period are credited as important fac- 
tors in shaping the growth of business 
in those areas, far outstripping growth 
in the rest of the nation. 

For the nation as a whole, accord- 
ing to the Department of Commerce, 
the number of business concerns in 
operation has increased by 30 percent 
in the five-year period. The total num- 
ber of companies in operation in the 
United States as of January 1 of this 
year was 3,935,300; a net gain in the 
business population of 913,000 for the 
1944-49 period. 

Forty-eight percent of the total gain 
was in the three most rapidly growing 
regions, the Far West, the Southwest 
and the Southeast. Increases were 
considerably “less than average” in 
New England, the Middle East and 
the Central or Midwestern states. 

Top ranking individual states in 
the business population increase as the 
year began were Florida, Arizona and 
California, which showed gains, re- 
spectively, of 71, 67, and 59 percent. 

Increases in the District of Colum- 
bia, Illinois and Missouri, at the bot- 
tom of the growth scale, were 10, 12 
and 13 percent respectively. 

There are indications, however, that 
a change may be on the way. The 
Department reveals: By early 1949 it 
appeared that the strength of the 
forces favoring the South and Far 
West had diminished considerably, at 
least in their effect on the business 
population.” The number of com- 
Hep dropping out of operation was 
1igher in the South and Far West, 
also. 
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FOR SALE: 
Set-up time! 





“YANKEE" 


ANGLE VISES 


One look at this “Yankee” Angle 
Vise and any shop man sees a set-up 
shortcut. It’s the quick way on small 
jobs. Just two easy steps. (1) Lock 
work in the vise, machined square 
and true on base, sides and front end. 
(2) Tilt for any angle up to 90° and 
engage positive adjustment lock. 
Work is then set up for any job, or 

. . hand work on the 

bench; for drilling, milling, grinding 

or sawing at the machine. 


series of jobs . 


Quick-release swivel base for bench 
use. Work moved from bench to 
machine, transferred to next opera- 
tion, without disturbing alignment. 
No mistakes, no waste. 


. 2” and 
with or without 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 


Available in two sizes. . 
234’ jaw widths... 


Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE TOOLS STANLEY THE TOOL BOX 


NOW PART OF OF THE WORLD 
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FAULTLESS IN ANY WEATHER 


The bright clear light of a DIETZ HIGH- 
WAY TORCH actually waves the warning: 
“DANGER-BEWARE.” 

DIETZ HIGHWAY TORCHES are nation- 
ally accepted as the standard, due to their abil- 
ity to stand up. They are leak proof, rain proof, 
and wind proof. No. 87 with weighted bottom 
(illustrated) will burn about 30 hours without 
refilling and is popularly priced. 


BY THE MAKERS OF 


R. E. DIETZ COMPANY, NEW YORK 
ESTABLISHED 1840 


FOREDOM "suarr MACHINES 
COMPLETE YOUR COVERAGE 


Quality Tested 
Since 1922 


SELL ALL THREE DEPARTMENTS You can 
sell Foredoms to production, tooling and 
maintenance departments. It’s the only 
truly complete line of its kind. 


REPEAT BUSINESS follows as a matter of 
course when you sell Foredoms. The hun 
dreds of accessories which can be used 
with them make them extra versatile for 
the user, therefore EXTRA PROFITABLE 
for you to sell. 


The FOREDOM line excellently complements your large flexible shaft tool lines. 


Why not make your firm headquarters 


self to send for our attractive proposition to industrial distributors. Foredoms are 
Priced to sell fast with excellent mark-up for you. 


Write for Full 


FOREDOM ELECTRIC CO., F-2230 NEW YORK 7, N. Y. 


IN THIS PROFITABLE 


= FIELD 
“Rez, 


FOREDOM Machines effectively satisfy the 
demand in the metal-working industry for 
grinders which are RIGHT for every 
“small-work” job of grinding, finishing, 
de-burring, etc. FIVE TYPES OF HAND- 
PIECES, all quick-detachable, afford a 
high-degree of versatility in this PIONEER 
line which has been serving industry for 
well over a quarter century. They enable 
the user to precisely fit the tool to the job 
at hand. Users like Foredom’s easily ma- 
nipulated and controlled pencil-size hand- 
pieces which keep work always well in 
view. 


of trade journals and magazines. Your 
sales job is therefore greatly simplified. 


NATIONALLY ADVERTISED in a host 
SALES HELPS AVAILABLE. 





for such equipment. You owe it to your- 


Details Today to 
Dept. 27 PARK PLACE 
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PURCHASING is the province of Mrs. 
Lucy Sinclair, buyer, at the General 
Equipment & Supply Co., Miami, 
Fla., where she has reigned for six years 





NACE Elects Maleom 


V. V. Malcom, manager special in 
dustries department, Philip Carey 
Mfg. Co., Cincinnati, Ohio, has been 
elected a director of the National As 
sociation of Corrosion Engineers. He 
joined Carey in 1927 as a field engi- 
neer and has risen through various 
engineering, sales and administrative 
offices to his present position. 


American Chain Division 
Names Tinker To Sales Post 


A. M. Tinker has been appointed 
district sales manager for the Phila 
delphia territory of American Chain 
Division, American Chain & Cable 
Co., Inc., with headquarters at 2nd 
and Diamond Sts., Philadelphia. 

Mr. Tinker, who succeeds R. C 
Brenizer, has been with American 
Chain & Cable in the New England 
territory for 28 vears 


A. M. Tinker 





Which slow speed dh your customers need? 


STANDARD, SHAFT-MOUNTED REDUCTION 
UNIT INSTALLS LIKE A SHEAVE! 


With this one American Reduction Drive they can get them all ! 
pnd you can give them these Advantages, too-s" 


Quick, easy speed changes—No need to dismantle heavy gear equipment—Stsndard V-belt 
sheaves make the change a matter of minutes! 


Reduced maintenance—Standard V-belts absorb shock, protect equipment and motors from 
starting and shock loads! 


Flexible—Easy relocation—and they can use any specification motor, any speed, any age! 


The Cinerican Paley Company 4218 WISSAHICKON AVE., PHILADELPHIA 29, PA. 
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STOCK “DE-STA-CO”’ 
lidvertised 


acers and Shims 








IT’S EASY TO seu) Arbor Sp 


Get extra, profit-building busi- 
ness from every shopin your territory! 
Tell them how “De-Sta-Co” all-steel 
Arbor Spacers save setup time on 
milling machines, slitters, gang-saws 
. . « Sell them two sets for each 
machine in the shop! 

For 20 arbor sizes (%” to 4”) 
... 19 graduated thicknesses (.001” 
to .125") . . Complete sets —or in 
bulk. We suggest stocking "De- 
Sta-Co” Ready-Packaged sets in 
the five most popular arbor sizes, 
%", 1", 1%", 1%", 2”. They're 
easy to stock, packed in individual, 
heat-sealed, clear polyethylene en- 
velopes for rust-proof stocking.Each == ly 
set plainly identified by arbor size. All “De-Sta-Co” Arbor Spacers have standard 
keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 
and thicknesses machined from solid bar stock, hardened 
and ground, with standard keyways. 

“De-Sta-Co” all-steel Shims furnished in same sizes (in 
sets or in bulk), stamped and coined to close tolerances, 
without keyway. Preferred by machinists for over 
thirty-five years for shimming gears and bearings .. . 
asked for by name, “De-Sta-Co”. 

“DE-STA-CO" QUANTITY DISCOUNT PLAN gives you extra 


profits for handling this fast-selling, easily stocked line. Write 
today for ‘De-Sta-Co"’ Arbor Spacer and Shim Stock Price List 





SHIMS 
Not Keywayed 


ARBOR SPACERS 
Keywoyed 


DETROIT 


STAMPING 
332 MIDLAND AVE., DETROIT 3, MICH. 


COMPANY 




















RIVETS and SCREWS coe 


..- have greater holding power! 
e Accuracy of product finish...uni- 
formity of product quality have 
maintained Clark Leadership for 97 
years. 

For Greater Security... Fasten Fast 
with CLARK Fasteners. 


val he Sougmuv 1D 


im 


sougueviD 


MILLDALE , CONN. 
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AN INQUIRING GLANCE from 
Emmett Dunaway, right, to Pat Patter- 
son opens a question as they check a 
customer’s order against the product 
at the Noland Co. branch in Augusta, 
Ga. 





“More Power To America” 


Unveiled By G. E. 


The biggest electrical display “kit” 
ever built recently was unveiled when 
The General Electric Co. drew the 
curtain on its ‘““More Power to Amer- 
ica” Special. The 10-car exhibit train, 
almost a quarter-mile long, represents 
the first attempt to display, in one 
series of related exhibits, the com- 
plete range of products for the pro- 
duction, distribution, and industrial 
utilization of electric power. 

The “Special”, launched on the 
rails by the company’s Apparatus De- 
partment, was in New York recently 
on the first lap of a nation-wide tour. 
It will visit approximately 150 key 
industrial centers during 1950 and 
1951. 








gt 7 


“Remember how happy you used to be— 
back when you could sneer at this size 
order—" 





Paul Watts 


Skilsaw 1950 Plans 
Tied To Sales Expansion 


The addition of 24 Skil tools sales 
men, a 40% increase in advertising | 
expenditures and greatly pepped-up 
merchandising activities are called for 
in 1950 plans recently outlined by | 
Skilsaw, Inc., Chicago. 

Promotion efforts include greater 
use of industrial advertising, of direct 
mail, dealer aids and point-of-sale ma 
terials 

Paul Watts, sales manager of the | 
company, anticipates that another ex 
pansion of the firm’s sales and pro- 
motional efforts soon may be required. 
“The reception given the home shop 
line has exceeded our most optimistic 
estimates,” he observed. “Volume on 
industrial Skil tools continues to grow, 
and new tools are being added regu 
larly.” 


Blanchard Elected Head 
Of B. F. Goodrich Division 


Raymond H. Blanchard, vice-presi- 
dent of the Hood Rubber Co., 
Watertown, Mass., a division of The 
B. F. Goodrich Co., has been elected 
president of Hood. Mr. Blanchard 
succeeds the late C. Lawrence Munch 
as fourth president of the Pionee1 
New England rubber company 

I'he new president of Hood has 
been a member of the organization 
since 1917, is a native of New Hamp 
shire, and a graduate of Massachusetts 
Institute of Technology, class of 1917 


Research Foundation 
Authorized by ASTE 


Setting up of a research foundation 
to carry on basic production research 
was authorized recently at the annual 
board of directors meeting of the 
American Society of Tool Engineers 


Protection is an important extra that 

pays off in the profit column. Peoria Mall- 

able Castings Company sells a complete line 

of every size of malleable iron chain — under 

a factory sales policy that guards your profits. Check 

your stocks . . . either order immediately or write for catalog. 





H CLASS 
REFUSE CHAIN 


H CLASS DRIVE CHAIN 


y 


700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ROOF-.TOP ELEVATOR BUCKETS 
TRANSFER 
CHAIN 


PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 
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An initial fund of $25,00 was appro- 
priated at the same time. 

Plans call for the use of existing 
production research facilities at various 
universities and colleges. The founda- 
tion also will act as an intermediary 
to assist small industries or companies 
interested in basic research but not 
in a position to finance such research. 
» Herbert L. ligges, vice-president, 

~ ¢ Baker Bros., ‘Toledo, Ohio, was 

° ¢ elected president of the technical 

SHELDON Precision Lathes | society. Succeeding Mr. Tigges as 
first vice-president of the ASTE is 
J. J. Demuth, methods engineer and 
| general superintendent, Sligo, Inc., St. 
| Louis, Mo. H. E. Collins, engineer 
with Hughes Tool Co., Houston, 

Tex., was elected second vice-presi 

dent; and Roger F. Waindle of Elgin 

National Watch Co., Aurora, IIl., was 

named third vice-president. 

W. B. McClellan, Gairing Tool 
Co., Detroit, and George A. Goodwin, 
chief tool engineer, Standard Electric 
Co., Dayton, Ohio, were re-clected 
national secretary and treasurer, r¢ 
spectively. H. E. Conrad is executive 
secretary of the technical socicty. 








| H. H. Jarrett Firm 
Represents Chicago Screw 


TELL 
Peer ree eee 


H. H. Jarrett & Associates has been 
appointed sales representative for the 
southern states by The Chicago Screw 
Co., Bellwood, I. 

Under the direction of Harry H. 
Jarrett, the organization will cover the 
states of Virginia, North Carolina and 
South Carolina, by L. B. Powers; 


Your salesmen can find in almost every shop and eubeen Eootenenss.. Saveniee aan oo 
ida by Harry Jarrett and H. K. Price; 
plant, obsolete or worn out machine tools unsuited and Alabama, Mississippi and Louisi 


ana by H. G. Beall. Mr. Jarrett also 


will cover western ‘Tennessee. 


to today’s competition. These old machines, as well 
as many wartime emergency purchases, that are un- 
suited to today’s work, can be replaced with profit 
—profit for your customer and profit for you. 








By simply recommending the replacement of these 
“junkers” with modern, moderate priced, SHELDON 
Lathes, Milling Machines and Shapers, some Indus- 
trial Distributors’ men are stirring up a surprising 
volume of profitable business. 





asf” 


SHELDON 





RAYMOND J. SWING has been 


CH I CAG Oo made executive vice-president and di 


rector of the executive and manufactur 


Sheldon Machine Co. Inc., 4232 N. Knox Ave., Chicago 41, U. S. A. ing activitics of Trimont Mfg. Co 


5 
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ARMSTRONG 


Sell the Complete System of 
ARMSTRONG TOOL HOLDERS 


There are ARMSTRONG TOOL HOLDERS in sizes and 
types for every operation on lathes, planers, slotters and 
shapers—for the heaviest cuts; for the most delicate cuts. 


With standard shaped cutters bits and blades of 
ARMSTRONG HIGH SPEED, ARMALOY (Cast Alloy) 
and ARMIDE (Carbide-Tipped) they provide a system of 
tooling that assures maximum production per machine hour, 
lower tool costs, and high machining profits. 


Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are 
being bought continuously . . . are a constant source of 
profit to the Industrial Distributors who catalog, stock and 
display them. It is a profitable practice to put the question, 
“What ARMSTRONG TOOL HOLDERS do you need?” 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


5205 West Armstrong Ave. Chicago 30, Ill. 
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CONGRESS LUBRALIFE 
PILLOW BLOCKS 


aan Sponge iron 


GMP | section acts as 


Rem wick, lubri- 
-& ed cating the 
f - shaft by capil- 
- lary action. 


. 


TYPE A 


SELF-ALIGNING PERMANENTLY LUBRICATED 


5g" Lubralife Bearing still operating after 860,760,000 revolu- 
tions! 





Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 


ACTUAL 
SIZE 


This 412" test tube 
illustrates the 
Flange type Lubralife Pil amount of lubricant 
low Block, with heavy duty in a 59” bore Lubra- 
cast body. Same rugged NO OILING! life Bearing 

bearing as pictured above 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 























ASSURE SMOOTH STARTING 
—PREVENT STALLING 
OF ELECTRIC MOTORS 
AND GASOLINE ENGINES 





74 Profitable Line 
for Distributors 

Wherever you find an electric motor at work in the 
Replacement, Maintenance, or Service markets there 
is an opportunity to sell a Mercury Automatic Clutch. 
The Mercury line is a profitable one for you to 
handle. Mercury Automatic Clutches are reasonably 
priced and easily installed. Generous discounts. 
Write for Catalog 270-A and Distributor 
Discount Schedule. 


FP Virury Chuteh Divinim 








Ss 
AUTOMATIC STEEL PRODUCTS INC. CANTON6-OHIO ~ 


| 
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Ernie J. Miller 


| B. & J. Equipment Co. 


Adds Miller To Staff 


Ernie J. Miller is now a member of 
the sales staff of the B. & J. Equip- 
ment Co., Seattle, Wash. E. C. John- 
son, president, and M. T. Burkland, 
general manager, of B. & ]. Equipment, 
formerly known as Ropes, Inc., said 
that the sales staff serving logging, 
saw-mill, factory and contractor estab- 
lishments in the Seattle area now 
includes Mr. Miller, John Dotson and 
Bill Davidson. Mr. Johnson also 
maintains contacts with customers. 

Mr. Miller, who was until recently 
with John A. Roebling’s Sons Co., 
has had more than 20 years experience 
with logging and construction indus- 
tries. His experience with wire rope 
and allied products is expected to 
increase B. & J.’s service to Northwest 
customers. 


New Industrial Uses 


Expand Rubber Market 


Sales of belting, hose and other 
industrial rubber products during 1950 
should equal, possibly exceed the 
volume established during 1949. 
(Total sales volume in the industry 
last year, of almost half-a-billion dol- 
lars, was more than double any pre- 
war year). The prediction is Walter 
F’. Spoerl’s. He is general sales mana- 
ger of the U. S. Rubber Co. 

Now that huge order backlogs are 
down, by more than 50 percent, 
manufacturers in the field are in a 
better position to meet delivery dates. 

Original equipment manufacturers 
show increased requirements for me- 
chanical rubber goods, which should 
prove a shot in the arm for distribu- 
tors. 

Last vear, sales in industrial rubber 
goods lines were off 1948’s record 
volume by about 20%, a drop attri- 


| buted by Mr. Spoerl to cut-backs in 


forward buying, completion of inven- 
tory liquidation, strikes in basic 





FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 


FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 





\Rubyfluid/ 





HARRIS 
FLOATS 


AND OTHER PRODUCTS 
IN GREAT DEMAND ... 


Present manufacturing needs demand 
these high quality products. They have 
65 years of right manufacturing and engi- 
neering to recommend them. Floats are 
made in stainless steel, copper, aluminum, 
monel, nickel, and everdur. We also can 
supply a full line of tanks, coolers, bends, 
kettles, heaters, dippers, chemical ap- 
paratus, expansion joints, and coils, Con- 
sultation with our engineers is without 
charge. Write for facts. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 





i 


CARD TRAYS keep track of inventory 
it Root, Neal Co., Buffalo, N. Y. 
Dolores Reinhardt makes the postings. 





Ninth Term For Geist 
At Allis-Chalmers 


The stockholders of the Allis- 
Chalmers Mfg. Co. recently elected 
Walter Geist to his ninth term as 
president of the company, and re- 
elected all other officers and directors 
of the firm. 

Directors renamed at the annual 
meeting are James M. Barker, Fred O. 
Bohen, W. C. Buchanan, Hugh 
Comer, James D. Cunningham, W. C. 
Johnson, Walter Kasten, Ernst Mah- 
ler, Louis Quarles, Leigh Willard, 
and W. A. Roberts. 
was re-elected to the board. 

Re-elected as officers in addition to 
Mr 
tive vice-president in charge of the 
general machinery division; Mr. 
Roberts, executive vice president in 
charge of the tractor division; E. H. 
Brown, vice-president in charge of en- 
gineering development; W. E. Hawk- 
inson, secretary and treasurer; J. A. 
Keogh, vice-president and comptrcller; 
J. L. Singleton, vice-president and di- 
rector of sales for the general ma 
chinery division, and H. W. Story, 
vice-president and general attorney. 


Behr-Manning Corp. 


| Buys Bergen Property 


'hree acres of property at the Ber 
gen County Industrial Terminal re 
cently were purchased by the Behr 
Manning Corp., Troy, N. Y. The 
3-acre plot is located in the Teter 
boro section of the Terminal. 

The company plans to use its new 
plant at the Terminal to replace its 
New York City warehouse and dis 
tributing center. 
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Mr. Geist also 


Geist are Mr. Johnson, execu- | 


FROM STOCK — 


NEED CHAINS? We can ship immediately— 
popular types and sizes—from a large stock 
here in Columbus, or you can contact any 
one of our authorized Stock-carrying Dis- 
tributors, strategically located in important 
Indusirial Areas. Our recently - enlarged 


| Chain-making plant is fully equipped with 


new high-speed tools . . every modern facil- 
ity to make chains scientifically better— 
faster. 


Also available is a large assortment of 
Sprockets, Gears, Pulleys, Babbitted Bear- 
ings and other Transmission items as well 
as Belt Idlers, Spiral Flights, Elevator Buck- 
ets, etc. We will be glad to take care of 
your requirements . . can handle those ‘Ship 
At Once’ requests prompily. May we hear 


from you? 


The Jeffrey Mfg. Co. 
930 N. 4th Street, Columbus 16, Ohio 


Baltimore 2 Cincinnati 2 Houston 2 Philadeiphia 3 
Birmingham 3 Cleveland 13 Huntington 19 Pittsburgh 22 
Boston 16 Denver 2 Jacksonville 2 St. Louis | 
Buffalo 2 Detroit 13 Milwaukee 2 Salt Lake City! 
Chicago | Harian, Ky New York 7 Seranton 3 


Jeffrey Mfg Co. Ltd., Head Office & Works: Montreal 
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BREAD and BUTTER; 
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® LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 
products more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘‘Easier to sell”, plus 
“‘Constant Demand”’, plus ‘‘Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 


Yes, Chicago ‘Safety Plus’? Screw products 
offer a better line to follow—to push—to sell for 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws °* Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs * 
Keys for “SAFETY PLUS” Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws ° Fillister and Flat Head Cap Screws ® Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


2503 WASHINGT 


® EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader’’, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call. 


© CONSTANT DEMAND — No long selling talk 
needed when you feature the Chicago ‘‘Safety 
Plus” line because it is the specified line for 
original ay in ALL FIELDS OF MANU- 





Tae CHICAGO SCREW COMPANY 
- BELLWOOD, ILL 
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industries, currency devaluation abroad 
and a leveling-off of general business. 

Major areas of expansion in the 
industry, as Mr. Spoerl sees it, are 
in the development of rubber-to-metal 
parts to eliminate shock, vibration and 
wear, and in the field of plastics for 
original equipment makers. Broaden- 
ing uses for rubber parts are appearing 
among automotive, chemical, farm 
equipment, oil and other basic heavy 
industries. 

Rubber springs have been developed 
which will ease the riding of a farm 
tractor. Rubber bearings also have 
been developed which simplify the 
design and manufacture of oil well 
pumping units, reducing the number 
of parts in the pump unit from 100 
to only 38. 


Buffalo Community Chest 
Names Rogers Vice-Chairman 

J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Buffalo, 
has been appointed a vice-chairman 
of the Community Chest of Buffalo 
and Erie County. 

Mr. Rogers is president of the 
Buffalo YMCA and a member of the 


Community Executive Committee. 


Keach Named Manager 
By Quaker Rubber Corp. 

J. R. Keach of Cleveland, Ohio has 
been appointed general manager of 
Quaker Rubber Corp., Philadelphia, 
Pa. division of H. K. Porter Co., Inc. 
Pittsburgh, Pa. 

During his 25 vears in rubber, Mr. 
Keach has been purchasing agent for 
[he Ohio Rubber Co., Willoughby, 
Ohio; general plant manager for Fire- 
stone Industrial Products Co., Akron, 
Ohio; and directional sales manager 
for the Hamilton Rubber Corp., ‘Tren- 
ton, N. 3 





J. R. Keach 














For SCALE-FREE 
Heat Treating & 
Annealing of Steels 





% Selective Distribution—Generous Discount 

*% Advertised in the magazines your customers 
read: 

American Machinist 

Tool & Die Journal 

Modern Machine Shop 


Distributors: 


Manvfactured by: 


Le established 187) 


For complete 





Inc., 560 Franklin. pa 
Hartford, Conn. 

















For ALL SODERINGC—WELDING— 
BRAZING PROBLEMS 


« Sodering Paste—Sodering Sticks © Sodering 
Oil © Sodering Flux «¢ Stainless Steel Polish 
* Sodering Liquids « Sodering Syrup ©¢ Sodering 
Acid ¢ Solid Sal Ammoniac « Send for Free 
Sodering Chart which shows melting point of all 
soders. 


L. B. ALLEN CO., 





Inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 














Fred C. Quinn 


Thermoid Co. 
Advances Fred C, Quinn 

Fred C. Quinn has been appointed 
sales manager of the industrial rubber 
division of Thermoid Co., 
l'renton, N. J. manufacturers of rub 
ber industrial products. 

Mr. Quinn is a 25 year sales vet 
eran with the Trenton concern. He 
joined Thermoid in 1925 as_ sales 
2 gg gg in the automotive divi 


goods 


sion. In 1930, he transferred to the 
industrial rubber division, later be 
coming manager of the eastern di 
vision 


Frank Quillen, former district rep 
resentative, has been named to suc 
ceed Mr. Quinn as eastern division 
manager. 


Dixie Firm Opens Branch 
New 


branch in 


Dixie Bearings & Supply Co., 
Orleans, has opened a 
Jackson, Miss 








NEW 
Stacy Supply Co., 


ASSISTANT MANAGER of 
Springfield, Mass., 
is Ralph H. Rush. He fills position 


formerly held by C. D. Jersey 
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your guides 
to complete 

power transmission 
equipment 


A complete line from a single source 

. easier to sell... greater depend- 
ability... enables you to give better 
and quicker service to your customer. 
Three reasons that add up to more 
profit for you. Medart's outstanding 
advertising campaign in leading trade 
journals means a greater Medart 
market for you! 






No. 56-V 
V-Belts and 
V-Sheoves 


All other Power 
Transmission 
Equipment 


Not just catalogs. 


but informative, help- 
ful power transmission equipment guides. 
Minimize complicated engineering com- 
putations ... excellent for your reference 
files. Write for yours today! 


evar 
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BADGER Cor Movers are easy to handle and re- 
quire only a minimum of attention to keep them 
in first class condition. Can shift and move cars 
from loading and unloading platforms ina mini 
mum of time. Selling BADGER Car Movers is 

always profitable because each type fills o 

rticular need. The ADVANCE Safety Cor 

ench is another leader. We urge users 
to buy thru their distributor and our 
broad advertising campaigns give you 
substantial aid 


SPURS 


FOR ALL 
MAKES OF 
CAR MOVERS 


we 


SPURS are 
the vital part 
every Cor Mover 
Only the finest steel, 
especially treated is used 
in their manufacture 
cartons of 6 and 12 units or 5 and 10 
if decimal pack is preferred 


put up in handy 
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Send 
for 
Catalog 


As an added safety feature, all Model “J” 


JOHNSON curor BAND SAWS 


CUT-OFF 


come equipped with a BLADE GUARD. This guard is located between 
the Left Frame and Guides. It covers the exposed cutting portion of the 
blade as a means of protection. The Guard can be readily removed to 
change blade. Model “J” (illustrated), heavy, sturdy, cuts 10” rounds, 
18” flats. 


TTS, 








DEALERS 


We have a few choice 
territories still available. 
Write for details. 











JOHNSON MANUFACTURING CORP. 





Also Model “'B”; 
lighter, portable, 
rigid. Cuts 5° 
rounds, 10” flats. 


ALBION, MICHIGAN 
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PHONE ORDERS are received at 


Chapin-Owen Co., Inc., 
Re 


Rochester, 
by inside man Robert Salzer. 





Farm Finances 
Slowly Sinking 


The situation down on the farm, 
like the old grey mare, ain’t what it 
used to be. Time was when farmers 
were living off the fat herds of the 
land, but no more. ‘Today's farm 
financial situation, the Department of 
Agriculture reports is marked by de- 
clining income, lowered value of as- 
sets, increased debts. 

And the department sees little pros- 
pect that the slow decline will arrest 
itself; instead, it expects the situation 
to worsen. 

The department looks at it this 
way; in 1948 the farm person’s income 
average was $905, the town-city resi- 
dent’s, $1,571. In 1949, however, av- 
erage income of persons on farms was 
reported as $763, compared with the 
town-city average of $1,555. 

Farm real estate in 1948 was esti- 
mated as worth about $65 billions; in 
1949 it had declined to $61 billions. 

Farm debts meanwhile, have risen 
from $11.1 billions in 1948, to $11.95 
billions in 1949. Farm assets (ma- 
chinery, motor vehicles and the like) 
increased from $11 billions in 1948 
to $134 billion in 1949. 


Harwood and Shumate 
Retire At Worthington 


Two sales veterans who started with 
Worthington Pump & Machinery 
Corp. of Harrison, N. J. over 40 years 
ago “4 retired from the firm. 

C. F. Harwood joined Worthing- 
ton’s predecessor company, Inter- 
national Steam Pump Co. in Boston 
in 1903 as salesman. 

Frank D. Shumate became associ- 
ated with Worthington in 1906 as a 
sales engineer in the Chicago district 
office. 





























Special Bargain FOR YOUR CUSTOMERS: 
“The Works in ONE OPERATION! 


3°, 
2 

2 @ 
Busman 





Wouldn’t it be wonderful if a customer could get a shave, haircut, shampoo, 
singe, manicure and shine in one time-saving operation at lower cost? 


But in metalworking, woodworking and plastics manufacture your customers 
often can combine all production steps following the rough grind through the 
final polish into one operation. BRIGHTBOY does it! Time-savings are as 
much as 50%! 


You'll be rendering an appreciated service by recommending Brightboy. Made of abrasive and 


rubber, Brighthboy BURRS, CLEANS, FINISHES, POLISHES simultaneously. 


Youll be making a nice profit, too, because Brightboy is a “natural”—an 

extra sales builder! Like the barber who sells “the works” you can sell 

Brightboy again and again in connection with other metalworking and 

WHAT Abrasive-Plus-Rubber woodworking products: cutting tools, files, coarse abrasives. Brightboy 
BRIGHTBOY DOES: rounds out your complete abrasive service to customers. 












. Bridges the gap between the 
rough grind and the buff, 
frequently in one operation. 


Attractive franchises are open in fine industrial territories. You'll find 
the Brightboy sales-opportunity outline mighty interesting. Write for it. 


~~ 


Works to close toler- 
ances; can be shaped 
te contour. 


BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO. Newark 7, N. J. 
America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


7) 


Produces a wide vari- 
ety of conventional 
and special finishes 
and patterns; fre- 
quently the final pol- 
ish. 







= 


. Requires no before- 
use preparation or 
dressing: no skilled 
labor to handle It. 
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Some ‘‘Moral Insurance” here might have avoided a serious accident 
Workmen’s compensation is a fine thing—but it can’t replace a mangled arm. 


Safety laws prevent many accidents—but they can’t cover every hazard of 





an individual plant. 


Accident prevention which goes beyond the law is an unwritten responsi- 
bility of every employer. It is his “Moral Insurance” for his employees 
welfare. 


The premiums for “Moral Insurance” are not high. They do not have to 
be paid for in fancy safety gadgets. Their cost is simply the institution of 
common sense safety regulations covering all local hazards—enforced by 
employee committees with the full support of management. 


P es Yes—“plant safety” is a mutual job. 
4 
f DON’T FORGET—THE LIFE YOU SAVE MAY BE YOUR OWN 
\ Published in the public interest by: 
\ y 


McGRAW-HILL PUBLICATIONS 
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INSIDE SALESMAN Albert J. ‘Taylor 
f Chase, Parker & Co., Inc., Boston, 
fills a drill order for a waiting customer 
from the handy drill drawer display 





Sylvania Electric 
Moves To New N. Y. Quarters 


Sylvania Electric Products, Inc. has 
moved to new headquarters at 1740 
Broadway, New York 19, bringing to 
gether divisions and departments in 
the New York area. 

The following offices now are lo 
cated on the 14th, 15th and 16th 
floors of the new Mutual Life Build 
ing: Executive and administration, 
accounting department, advertising 
department, industrial relations de 
partment, international division, legal 
department, New York sales division, 
purchasing department, photolamp di 
vision, 


Chain Belt Co. of Milwaukee 
Names Cusiec Sales Engineer 


Marshall E. Cusic has been ap 
pointed district sales engineer for 
Chain Belt Co. of Milwaukee. He 
will have his headquarters at the Pitts 
burgh district office 

Mr. Cusic joined Chain Belt in 


1937. After completing a comprehen 


Marshall E. Cusic 








f 
greF. UP’ 


CAPACITY WITH... 


Clark 1v0;"""’Leverage 
STEAM TRAPS 


@ It pays to be curious about the efficiency of the STEP 1 
steam traps you are using. Are you getting the cracks the 
value you can and should get in terms of drainage orifice 
capacity? Or are you paying a premium for the 

Capacity you require? 

Clark DUO-STEP is a new idea. It actually gives 

Clark Steam Traps double the drainage capacity 

of old-fashioned traps of equal size. And that 

means double value! 

Find out about DUO-STEP today—and save the 

difference! 


SEND FOR THE STORY ON CLARK 
DUO-STEP LEVERAGE TODAY! 


THE CLARK MANUFACTURING CO. © 1844 East 38th St., Cleveland 14, Ohio 





STEEL 
SHELVING 


ANY SIZE 
ALL EXTRAS 
"strong 
peyond 
pelie 
; For Extra 
| Heavy Duty 








Sold only through Dealers—Never Direct 


' 
BINS DRAWER UNITS. TOOL TENDERS CARTS INSERTS COUNTERS BENCHES PYP4>) 


Service 

HOW IT GRIPS 
1 A slope in the 

keyhole joins with 

the taper on the 

stud to form the DRAWER 

tightest and 
ONLY A STUD strongest of grips. U N I T S 
for Speedy may , An exclusive 
Shelf Assembly somaine Equipto design. 
WO. 180 





NO NUTS - 
NO BOLTS - 
NO TOOLS - 





383 My 
. trated 
68 PRAIRIE c 
Phone Aurore 9232 Stalogs 
AURORA, ILLINOIS : 
e iank werner Pe, 


IN 
ALL 
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GOOD 
RY 7447/4) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving 













LOAD CHAIN 


TAIL CHAIN 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 314 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 









=] 


Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 


dustries are big PATENT 
users. NO.468102 


NOLAN TRACK BRACES 


(formerly Anchor Track Braces) 
Holds railway tracks 
to desired gauge 
where service is 
severe. Can 
be used 
again and 
again for 
quick, 
easy, low 
cost repairs. 


Pa) OT 


All Nolan products are 
carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


Formerly The Mining Safety Device Co.) 


WS PENNSYLVANIA STREET » BOWERSTON, OHIO 
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and bench 


‘ 














5 YEAR 
GUARANTEE 


Also combination pipe 
vises and 
four lines of inexpen- 


sive vises. 


A Precision-Built Machinist Vise with 
outstanding competitive features plus 
a strict distributor policy makes the 
Wilton Line profitable to handle. For 
| details write to Wilton Tool Mfg. Co., 
936-D Wrightwood Ave., Chicago 14. 





SOMETHING NEW 


“C" CLAMPS made of pearl- 
itic castings with tensile 
strength up to 80,000 Ibs. P.S.1. 
Much lower in price than 
forged ones, yet they are equally 
efficient. 


S E $ 























Let us send you full 
particulars 


Ask for our bulletin 
No. 107 so you can 
get a good idea of 
the line 








MORE PROFIT FROM YOUR 
TERRITORY WITH THIS LINE 


=» Here are the REASONS « « « 


1. It’s complete in popular types and sizes 

2. CHICAGO quality—the finest possible 

3. Once you sell a customer he stays with you 

4. Durability that means user economy 

5. Proved dependability since 1921 

prs are widely used, important tools. Because of 
this, buyers of saws make their selection with the 

greatest of care. That is why you see such a variety 

of CHICAGO SAW users, in so many territories. This 

line all the way through gives your customers the 

service that counts in building good business for you. 

Precision heat treated—CHICAGO SAWS are tough, 

evenly balanced and accurately fitted. The keen cut- 

ting edges characteristic of these saws are possible 

because of the quality that goes into them and the 

experienced craftsmen who make them. 


CHICAGO SAW WORKS 


5042 S. Wentworth Ave. Chicago 9, Illinois 


* 
* 
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sive training program, he was assigned 
to the methods and standards depart- 
ment of the Rex chain and transmis- 
sion division. In Oc 1941, he 
left the to enter the U. S. 
Army and participated in the Anzio 
and Southern France invasions 

Upon rejoining the company in 
1945, he assigned to the Rex 
chain and transmission sales depart 
ment where he served as assistant sales 
manager. 


tober, 
company 


Was 


Branch Construction 


Started by Thomson-Diggs 


Thomson-Diggs Co., 
Calif., has announced 
struction on a_ branch 
center in Fresno. 

Charles L. Mason, president, re- 
ports the 340 by 520-ft. one-story 
building will cost about $600,000. It 
is being erected on a 10-acre site at 
Florence and East Aves. With an 
outside storage ramp, it will have 
about 200,000 sq. ft. 

The Fresno branch will be the com 
pany’s first. The company has served 
Fresno and the San Joaquin Valley 
from Sacramento for some 60 years. 


Sacramento, 
start of con 
distribution 


Edward Research Facilities 


Doubled With New Unit 

The new physical, chemical and 
metallurgical laboratories of Edward 
Valves, Inc., East Chicago, Ind., for 
mally opened less than a year ago, are 
being increased nearly 50% in size 
with the construction of a new unit, 
for which ground recently was broken. 

The addition will house Edward 
designed special mechanical testing 
equipment for Edward and Nordstrom 
valves. All the new expansion will be 
devoted to testing valves and piping 
under fluid flow. 





SEE YOUR DISTRIBUTOR is the 

motto of Tom Close, maintenance 

it Washington Water Power C« 
Wash., who necded a hig! 

ll in a hurry and picked it up 

William Butler, counterman at 

Haseltine & Co.'s branch 


man 
Spokane, i 
speed dri 
from 


. 


BELMONT 19 


ohare, 


for hot 


cold water rods 


and plungers;lowand 


intermediate 


rods 


BELMONT 6102 
for rod and 
valve 
handling vola- 
tile distillates 


stems 


BETTER SEALING... LONGER LIFE 


Idle equipment affects production schedules . . 


steam 


BELMONT 30 
pressure steam 


for high 
rods 
expansion joints, air 


and gas 


cut 
equipment 
‘down-time’ 
with. 


. influences 


product quality and many times cuts deeply into profits. 


To keep equipment producing, use Belmont, the Packings that 
have individual characteristics and are scientifically designed 


and constructed by packing s 
longer. 


EASY TO GET 


pecialists to seal better and last 


Belmont Packings are stocked by local Distributors 


in every large industrial center. We tell the buyer this story in every 
Belmont advertisement. The message reaches hundreds of thousands of 


readers monthly 
yard. But, 
Interesting? 


It helps to create 


sales for YOU right in your own back 


this is only one way Belmont cooperates with Distributors. 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pa. 


FOR STEAM © WATER © OIL © GAS © AIR © ACIDS © ALKALIES * AMMONIA 
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RINGS © SPIRALS * COILS © REELS 
SPOOLS * SHEETS * GASKETS 
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J. M. Tull Metal & Supply 


Holds Weldi Show 
VA LU A B L E G R | N D I N G W H E E L pis sage iees meth- 


ods of welding different metals re- 


cently were shown in Atlanta, Ga., at 
FR A N 4 - | S E O P t N the J. M. Tull Metal & Supply Co. 


welding clinic and metals show. 
Leading manufacturers of welding 








To one good distributor in each territory, where we are not now repre- 
sented, we offer a profitable proposition—exclusive handling of Chicago 
Grinding Wheels, Mounted Wheels, Cut-off and Resinoid Wheels, Port- 


able Tools and Accessories. 


The Chicago line is all quality—fast selling—with acceptance in industry 
everywhere—and supported with a far-reaching advertising program. 


Sa 





ae ce Mle ince ome 


CHICAGO 

Mounted Wheels 

First wheels ever to be mounted on 
their own shanks—and today the 
largest line of finest quality wheels, 
to fit all power tools. 





ACCESSORIES 


To fit all power tools. The most com- 
plete line available today—and that's 
what you want, what dealers want, 
what industry wants—accessories to 
give their tools the greatest possible 
utility. 


Chicago Wheel & Mfg. Co., Est. 1895, 1101 W. Monroe St., Dept. MB, Chicago 7, III. 


Yes, send us fur- Name 
ther information 

about your Address 
Franchise, terms, 


isco te. 
d unts, ¢ Territory Covered 
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CHICAGO 
Grinding Wheels 


A tull line of any grade or grain—for use on 
every kind of finishing job. Any size needed, 
but we do specialize on the smaller sizes and 
have become known as America’s headquarters DEMONSTRATION proves the sale. 
for small grinding wheels. Val Kinney, Porter-Cable, shows a glass 
grinding application to Harry Pulver 
and Joe Cherbo, Pulver Machinist Sup 
ply Co., Chicago 





CHICAGO 
Cut-Off Wheels 


Sizes and styles for every cut-off job. Each one 
protected in a special envelope—a sure barrier 
against hygroscopicity (Moisture absorption). 


CHICAGO POWER TOOLS 


HANDEE TOOL OF 1001 USES. First small tool 
of this type and today’s best. 25,000 r.p.m. 





Weighs 12 oz. 4 MOMENT’S REST is enjoyed by 
HANDEE 44—A real production tool. Runs President J. M. Tull and Mrs. ‘Tull in 
smooth and cool even in constant use. 20,009 their tour of the booths at the weld- 


r.p.m. Weighs 2 pounds. ing and metal show sponsored by J. M. 
HANDEE HI-POWER. Ample power to drive a lull Metal & Supply Co., Atlanta, Ga. 
242" diam. wheel. 17,000 r.p.m. Weighs 3 
pounds. 


IT WILL PAY YOU TO INVESTIGATE : “CABLE 
ere! co 

If you are not now satisfied with your present 

representation, get in touch with us. 


Here's a real opportunity to add to your stock, 
without increasing overhead. Here's a fast 
moving line of in-demand merchandise—the 
kind that means steady, year-round sales. Send 
the coupon now. 





FACTORY REPRESENTATIVES 
George Unverzagt, Minnesota Mining; 
City State John Kotlars, Porter-Cable, solve the 
customer's grinding problem while Cal 
Kalconay, Pulver salesman, stands by 
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When Does a Bande ' ! ji ? 


There are basic requirements of accuracy and profi- 
ciency that separate a “machine tool” from other power 
tools . . . characteristics such as those which distinguish 
a tool maker's screw-cutting. precision lathe from the 
woodworking lathes used in grade school manual train 
ing classes. Among metal-cutting band saws, only the 
MARVEL No. 8 Series Band Saws can qualify as machine 
tools, for only MARVEL Band Saws have the following 
capabilities and features: 


1 Angular cutting from 0° to 45° right or left with- 
out moving the work. Built-in protractor. 

Vertical blade power-fed into material—permits 
re-entrant cuts, notching, mitering, keyway 
sawing, etc. 

Automatic power or manual feeds at the flick of 
a finger. 

Feed pressure adjustable even when machine is 
running. Indicated in actual pounds of pres- 
sure. 

Work clamped to table of machine. Working 
area more than 835 square inches. 

Tee-slotted table facilitating clamping down of 
odd and irregular shaped pieces: easily sup- 
ports heavy work or large and long structural 
shapes. Standard vise chucks work on either 
side of blade. 

Automatic blade tensioning device. Every blade 
at uniform tension regardless of operator effi- 
ciency. 

Adjustable upper guide roller holder insuring 
minimum section of unsupported blade on all 
sizes of material. Quick acting. 

Built-in coolant system with delivery at blade 
entry point. Pump driven without belt or gears. 

Replaceable vise ratchet and table wear strips 
of tool steel. New saw performance at all 
times. 

LARGE CAPACITY. Standard: 1942” x 18%", 
High column: 2542” x 18%". Handles 99% 
of all work. 


Before buying any metal-cutting band saw, be sure to see 
the versatile MARVEL No. 8. Your local MARVEL Field 
Engineer will demonstrate its significant “machine tool” 
characteristics and their application to your work, with 
costs, savings, cutting speeds and methods. This technical 
service is provided, without obligation, in the interests of 
better metal sawing. 


If you prefer to “study it out for yourself”, 
write for the MARVEL C-49 Catalog. 


ARMSTRONG-BLUM MFG. CO. 
5700 BLOOMINGDALE AVE. CHICAGO, U. S. A. 
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SALES- 
MAKER! 


the 
MAGOR 
BULL’S EYE 
for 


fast turnover 
— repeat sales 





Magor BULL'S EYE shovels satisfy cus- 
tomers and bring repeat sales because 
they have quality toughness, balance, 
normalized steel to prevent split edges. 

They'll satisfy you because they sell 
fast, show extra profits. Stock the SIM- 
PLIFIED Magor line—send for illus- 
trated price list today. 








Bas 
CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,N.Y. 
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SUPPLIES MANAGER J. A. Naylor, 
of J. M. Tull Metal & Supply Co. dis- 
cusses the welding clinic with H. S. 
Reason, vice-president of Metal Goods 
Corp., St. Louis, Mo. 


equipment presented their products, 
along with metal companies, to large 
crowds which witnessed the three-day 
demonstrations. 


Crawford & Garner Inc. 
Formed In Greer, S. C. 


A new corporation, Crawford & 
Garner, Inc., has been formed to oper- 
ate as an industrial supply house in 
Greer, S. C., handling a limited num- 
ber of specialized lines. 

Officers of the company are Joe 
Crawford, formerly vice-president 
charge of the industrial division 
Montgomery & Crawford Co., Inc. 


—_— 


in 
of 
of 


| Spartanburg, S. C. and R. Alex Gar- 


ner, formerly sales director of the 


Same company. 





NEW SALESMAN at Silliter-Holden, 


Inc., Hartford, Conn., is Sven E. 
Widen, Jr., who recently joined the 
firm 
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1S injurious ingredients such 

@s resin, grease, etc. 

@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 

@ good for all types of belting 

The reguiar use of CANTOL BELT WAX will not 


only insure or jon will give a new 
lease on the life of the beit itself. CANTOL spells 
ood business for distributors . . . let us send you 


acts and cash in on them to ae! advantage. 
We urge users to buy through their local distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON * INDIANA 

















“PRECISION” FLANGE BEARING 


| With Porous Bronze Bushing 


Here’s a NEW Flange Bearing designed 
| to bear both a thrust and a radial load. 
Its use as an end bearing or as a support 
bearing makes for a wide variety of ap- 
plications. Fitted with oil-impregnated 
porous bronze bushing and with oil reser- 
voir machined the casting, this 
“PRECISION” bearing requires seldom 
lubrication, runs without oil drip and yet 
is comparable in price to babbited bear- 
ings. Available in 42” to 1%” shaft di- 
ameters. Write or wire TODAY for 
literature and further information. 


in 


PRECISION PRODUCTS DIVISION 


ATLANTA TOOL CO. 


290 SIMPSON ST., N. W. ATLANTA 3, GA. 








Has the RIGHT Rotary 
Pump For Your Job! 





Did you know you could easily have the right 
size and style of rotary pump for your job? 
When you select Viking, the size and style is 
not limited. 


Viking ... the original gear within a gear 
rotary ... offers the most complete range 
in the entire rotary pump field. 


Vikings are built to do your job right. There 
is no compromise. It will pay you to write for 
bulletin 50SMM today. Your 
| ______ problem has a right answer. 
IKING Ask Viking for it. No obliga- 
|| AN HONORED NAME : 
| IN PUMPING jj|_—s tion. 


i | (W—— 


PF 
, 


PUMP CO. 


Cedar Falls, lowa 








Here’s your one STEP TO PROFIT! 


For Grinding Carbide, 
Stellite, or High Speed 
Steel Tools 
* 


Heavy Duty, Wet or Dry 
10”°—14”" WHEELS 


TYPE 10 TD 
TWIN WHEEL 
TOOL GRINDER 


sl |; Se 
ai ha LS 1 


OLD WAY 


Lost time between 
rough and finish grind. 

Floor space wasted Conserve floor space— 
Grinder must be away place Grinder against the 
from wall. wall 


NEW WAY 


One step from rough to 
finish grind 


PROMPT DELIVERY 
WRITE FOR CATALOG 44. 


THE STANDARD ELECTRICAL TOOL CO. 


Suprene Belting ...newly created 
to meet the most exacting require 
ments ...is a natural to help boost 
your belting sales in the tough, food 
handling market. 


AND HERE’S WHY! 

... It’s made of special woven cottoa 
duck, impregnated with Neoprene 
for extra strength and durability, 
It’s sanitary and washable. 


..+ Sales come easier with this “name” 
product, backed by many years of 
belting experience and craftsman- 
ship. 

.. Four styles and a wide variety of 
sizes, enable you to meet practically 
every specification. 


REMEMBER...FOR INCREASED BELTING 

SALES...SUPRENE IS YOUR ANSWER. 

Why not get the complete story, 

now! Just write for Bulletin No. 20. 
No obligation, of course. 


Veeror 


Dstuse A T. xtile || Se Ca 
kPILNY . a et 4 ) 





2520 RIVER ROAD . CINCINNATI 4, OHIO Sdchiaes Gaston: t 


INDUSTRIAL DISTRIBUTION © JUNE, 1950 








PRENTISS 








For 80 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
and brought distributors re- 
peat profitable business. 


Sell PRENTISS for those 
“REPEAT” vise orders. 





“BULL DOG’ VISES 





The Sales Policy is 100% through Distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 


Machinists @ 
Combination Pipe @ Hinge Pipe 
Woodworkers @ Utility 


Top Swivel Jaw 


IN A FEW SECTIONS 
TERRITORIES ARE OPEN 
ARE YOU INTERESTED? 














Anausties 
Oper® 
Bus a” Mine, chine 
tors * oil ‘Fields 
Shops 4 “pefineries 
on 





More Sales t 
All Markets 


Consumer 
Service 


Industries 
to Rep? air Be, +4 
term Equip™ - 
Sh . Gene 4 
pair Socturing Shop 


| 




















Want shim profits? Then, 


choose the shim that meets user tests 


more 





GROUND FLAT STOCK 








MUSIC WIRE 


in every feld' Youll widen your 
markets; you'll step up sales with 
Precision Brand Shim Stock. Sell 
quality that does make a difference 
and see how many orders you fill 
with Precision Brand. In brass or 
steel; accurate, uniform and packed 
to suit every customer requirement 


PRECISION STEEL WAREHOUSE, 











ie 
iye> 


\ — 


FEELER STOCK 




















DRILL RODS 


ap tigsbotinghthiedcdp le. cikcindian da Oiviston 
4409 WEST HONTIE STREET CHICAGO 24, HLLINOTS 


SHIM STEEL @ BRASS SHIM @ MUSIC WIRE 
ORNL ROD © THICKNESS GAUGE STOCK © GROUND FLAT STOCK 
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One Firm Boasts Three 
Father, Son Combinations 





FATHERS AND SONS work together 


at Page, Steele & Flagg Co., New 
Haven, Conn. President Fred H. Page 
is flanked by P. H. Page and F. H 
Page, Jr., while... 


DON STEELE 


his father, George F 


occupies desk next to 
Steele, and... 


dee 

we 
SECRETARY N. W. Flagg and son 
Paul W. Flagg have adjoining 


desks. 





Shun idleness—it is a rust that attaches 
itself to the most brilliant metals. 
—Voltaire 











*Series 12100 


CARBON; 800 Pounds @ 750°F. 
STEEL | '500 Pounds Cold Non-Shock 


For 150-800 pounds service * Round 
Bolted Bonnet * Bolted Gland * Gasket 
or Ground Joint * Outside Screw and 
Yoke * Renewable Seat Rings * Solid 
Wedge — Slotted Type * Rising Stem 
11'/,-13°%, Chrome Stainless Steel 
Trimmings * Sizes !/4" to 2" inclusive. 





a MNES VOGT MACHINE CO. Louisville 10, Ky. 


BRANCH OFFICES: WEW YORK © PHILADELPHIA «© CLEVELAND © CHICAGO e ST. LOUIS 


@ DALLAS 
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("MANNING 


Find the man! 





a reliable 
around his 


Find the man in ne 





hoist for spot lifting } 
garage, service station, 'repair shop, 
farm, dairy, boatyard, or any place 
not equipped with eléctricity and 
you've found a prospéctive buyer of 
@ portable, hand-operated ‘Budgit' 
Chain Block, 


Especially so, once you've explained 
the superier mechanical features of 
‘Budgit’ Chain Blocks. How all shafts, 
not just the load shaft, are supported 
on anti-frigtion bearings. How the 
load brake+—a complete separate 
unit like thase used in electric hoists 
— operates in grease in a sealed 
housing, as does the entire mechan- 
ism. Explaig that the load chain is 
roller type and will not stretch, stiffen, 
nor bind—that it may be lengthened 
or shortened in the field without 
special tools. Explain about the safety 
features, the ,heoks and how they 
operate, and Gftphe other features of 
‘Budgit’ Chain Blocks that make them 
steady, reliable performers under all 
conditions. 


Then, too, there's all those places 
equipped with over-age chain blocks 
— chain blocks not possessing all the 
mechanical improvements and modern 
design of ‘Budgit’ Chain Blocks that 
offer you another market where you 
can sell a ‘Budgit’ Chain Block. 


Write us for more copies of 
Bulletin No. 393 to help you 
sell ‘Budgit’ Chain Blocks. 


imi BUDGIT 
Mi Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, 'Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Han k’ Valves, ‘Consol 

idated’ Safety and Relief Valve American’ 

Industrial and ‘Microsen’ Electrical Instruments, 
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R. P. 


Eninger 


Eninger Made Manager 
Of Wayne Pump Division 


R. P. Eninger, formerly domestic 
sales manager, has been appointed to 
the post o: manager of the air com- 


pressor division of The Wayne Pump 
Co., kort Wayne, Ind. 

Mr. Eninger’s long experience in the 
lir compressor field, starting with prod- 
uct testing and design in the laboratory 
in 1930 and continuing through the 
last twelve years in various sales ca- 
pacities, fully qualifies him for the new 
responsibility. He was made manager 
of foreign sales in 1945, and from 1948 
present time has served as 


a 
until the 
tic sales manager 


domestic 


Cummins Appoints Jensen 
To Handle Export Sales 


John C. Jensen, Inc., Chicago export 


sales firm, has been appointed to han 
dle export sales by the Portable ‘Tools 
Division of Cummins Business Ma 
chines, Inc., of Chicago. 





i 


dddds 





GUY W. DONAHUE, JR., assistant 
treasurer and director of Stacy Supply 
Co., Springfield, Mass., is following in 
his father’s footsteps at the firm 
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Start fastener sales soaring with 


Nu-Process Brighton Socket 
Screws. Formed by an entirely 
new metal-working process 
Brighton Screws have every fea- 
ture cost-conscious fastener buy- 
ers demand. They’re dependable 
in quality . . . . keep customers 
coming back for that quality they 
can trust. 

Complete line . . . . full dealer 
cooperation, modern sales aids 
and a profit margin you'll be en- 
thusiastic about. 

New catalog now available. Write 
on your letterhead for your copy. 


BRIGHTON 


SCREW & MANUFACTURING 


COMPANY 


1827 Reading Rd., Cincinnati 2, O. 





























R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


Chicago, Il. Seattle, Wash 


Scn 





Barry Conveyor Pulleys 
Offer all the features of cast iron pulleys with the 
advantages of welded construction and flight weight. 
Easier to install . . . breakage oliminated. Tight 
drum construction prevents materials and liquids 
from Lacing | into pulley. Removable and inter- 
changeable hubs. Crown or Straight Face. 


Barry Steel Split Pulleys 

Scientific design and distribution of material give 
the Barry Pulley greater strength and durability 
with minimum weight. Tubular construction and 
electric welding provide the means of attaining 
these advantages. Easy installation, true, vibra. 
tion-free running and tong service life are assured 
with these pulleys regardiess of load. 


Dick Rope V-Belt Drives 

Dick Rope V-Belts can be depended on for engi- 
necred efficiency. They are built to provide maxi. 
mum service with minimum stretch and without 
impairing resiliency 

Dick Cast tron Sheaves are carefully balanced 
with grooves accurately machined to minimize belt 
wear. They are highly efficient in performance 
under all conditions, 


Dick’s Balata Belting 

Designed and fabricated to attain the maximum 
in strength, uniformity and durability, DICKBELT 
and DIXITBELT provide tong life and dependa- 
bility for power transmission applications, con- 
veying and elevating: Immune to water and steam, 
they assure a high friction coefficient with mini- 
mum power loss. 
































1 | 
DISTRIBUTORS 








featuring the 


DICK LIN 











Francisco, Col. 


Ability to cover the essential needs of 
industrial power users with power trans- 
mission and conveyor equipment available 
from one source of supply gives distribu- 
tors a valuable “in” with their customers. 
That's why the Dick line is so attractive 
to industrial distributors. The basis for 
building sales is sound because Dick 
equipment has a long record of accept- 
ance and this acceptance is the result 
of the economies which result from its 
superior operating service. 


Sales appeals include greater efficiency, 
lower cost maintenance, long life and all- 
round dependability . . . appeals that can 
readily be substantiated and which answer 
today’s needs throughout all industry. 
Every power user is a potential customer 
for the Dick Line. 
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BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry—wherever 
chains are needed, you'll find Wesco 
Chains doing a better job because 
they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS. . 
RAILROAD CHAIN 


Write for the Wesco Industrial 
Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVENUE e CHICAGO 13, ILLINOIS 











WIPINnG 
CLOTHS 


SOFT e 


STERILE e DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary. germproof, dustproof 

cartons attractively labeled and stating exact de- 

scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for... your name— 
your address"’ 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 
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MAKES 
NEW 
CUSTOMERS 


You can sell ‘“Molyflex” to customers 
who never bought high speed blades 
before — because its extreme flexibility 
brings “Moly” High Speed cutting 
performance to awkward jobs and 
unskilled hands. It’s shatterproof and 
unbreakable in a frame —cuts 23.8% 
more metal than average high speed 
flexibles. 


STAR STEELRITE 

METAL MARKING CRAYONS 

Attractively packaged, ideal for 

marking on hot, cold, damp or 
grimy metals. Withstand pickling, yet 
do not affect enamel application. 


CLEMSON HELPS YOU SELL 
Remember ...Clemson’s national ad- 
vertising features your “star” sales 
story in leading industrial papers. And 
Clemson’s famous Wall Chart and 
Metal Cutting Booklets are still avail- 
able...to help your customers solve 
their cutting problems. Write for your 
free supply ... today. 


CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 
Makers of bard and power back saw blades, 


frames, metal cutting band saw blades and 
Clemson Lawn Machines 





G. I. Insurance, Cars, Houses 
Up Economic Activity 


Dividends paid to veterans on their 
national service life insurance, a con- 
tinued high demand for new auto- 
mobiles, and a 5 percent increase in 
construction were responsible for the 
“moderate” increase in the nation’s 
economic activity in January and 
Kebruary, despite the coal strike. 

Retail buying also held up well. 
New orders are rolling in to manufac 
turers, and manufacturers in turn are 
spending more for new plants and 
equipment 

he number of job-holders early 
this year was off from December, 
though the decline was seasonal and 
expected 

Apparently the three year boom 
in home construction has not yet 
filled the national housing need, for 
the estimated backlog as of the 
moment is between 1,250,000 and 
2,500,000 units. Add to that the 
normal 500,000 units a year demand, 
and the industry has a great deal of 
activity promised for some time ahead. 
Moreover, while all this building goes 
on, the age and repair factors of old 
houses lengthens, adding further to 
demand 











Purchasing Rope— 


LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


Found on the outside of 
‘," diameter and larger 
sizes and on the inside 
of all smaller sizes 


THE EDWIN H. FITLER CO. 
PHILADELPHIA, PA. 


Sold by Dealers Everywhere 








Magic Type 
Chuck 





Standard Type 
Drill Sleeve 


COLLIS 


COLLET EQUIPMENT 


* COLLIS Taper Products are made by men 
skilled in this particular type of manufacture 
Our more than 40 years of experience in the 
manufacture of small tools is at your service 
to help solve your customers’ reaming, drilling, 
or tapping problems. We can give immediate 
delivery 


(=e 


Drill Drift 


Morse Taper Shank 
Tap Socket 


THE COLLIS COS": 





Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COLVUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. ° Cleveland 4, Ohio 


the Worldi Largest Mahers of Vises 








STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 
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 disbabuters 


{rom our adver 


E_N. Luckey, Sales Manager 
Dockson Corporation 


‘‘We needed a publication that was read seriously and consistently by 
engineers, management executives, superintendents, and department 
heads in all types of industry. We needed a book that was as trusted and 
respected as the best engineer in the plant."’ 

Wouldn't advertising in such a magazine help YOU sell more goods? 
Distributors who handle Dockson Corporation products are getting that 
kind of sales help! 

Dockson wanted that kind of industrial magazine to help distributors 
sell the manufacturing industries. ‘‘That,’’ says E. N. Luckey, Sales Manager, 
‘is why we advertise in FACTORY."’ And, Mr. Luckey continues, ‘‘we feel 
that FACTORY adds the hard edge of prestige to distributors selling tools." 

To capitalize on the BIG manufacturing industries market, make sure 
you're getting the real sales help that FACTORY gives. FACTORY has a 
larger paid circulation than any other magazine exclusively serving the 
manufacturing industries! Here's a chance to reach more of your customers 
and prospects in the biggest industrial market. 

Make sure you get the benefit of advertising in FACTORY for every 
product line you handle. And write for your free copy of industry's biggest 


magazine. 
ee ACTORY | . . MAKING CONTACT 


“alt . .. AROUSING INTEREST 
Camry | .. CREATING PREFERENCE 


member, audit bureau of circulations * member, associated business publications 














A McGraw-Hill Publication - 330 West 42nd Street » New York 18, N. Y. 
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NOW—I? Pays You More Than 
Ever tosell.... 


Now—with a complete line of metalworking and woodworking equip- 
ment—practically every business place or industry in your territory is a 
good prospect for Atlas tools. Retail stores can use the woodworking 
tools for remodeling, cabinet work, building window displays. Large 
and small woodworking and metalworking industries are all prospects— 
for production, tool rooms, maintenance departments. Your market is 
just about as broad as the classified directory of the telephone book. And 
Atlas tools have the precision, versatility, reputation, and low prices to 
help you sell easier and set good volume records. Send for details. 








ATLAS PRESS COMPANY 


510 N. Pitcher Street, Kalamazoo, Michigan 


LATEST LITERATURE ON Atlas BATeHED PECCIs ona 
PROFIT-MAKING OPPORTUNITIES henna 


Or 
METALWORKING 
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BUILD PROFITS 5 WAYS 





Today, as always, Starrett is the 
big name in the field of preci- 
sion measuring tools. Now 
better than ever, with new sell- 
ing features, Starrett Mechanics’ 
Hand Measuring Tools and 
Precision Instruments, Dial In- 
dicators and Steel Tapes offer 
you more than 3000 oppor- 
tunities to build greater volume 
and profit. 








IN 1950 





The fastest selling line, preci- 
sion made in a new, modern, 
streamlined plant by the world’s 
greatest makers of precision 
tools, includes Hacksaws for 
every job of hand or power 
metal sawing, Band Saws for 
cutting metal, wood, plastic, 
etc., (in a new handy reel dis- 
penser) and Band Knives for 
precision cutting rubber, paper 
and all soft or fibrous materials. 





For extra profit, feature Starrett 
Precision Ground Flat Stock. 
Oil and water hardening types 
in a complete range of sizes, 
individually packed in distinc- 
tive, new design envelopes with 
complete heat treatment infor- 
mation. A volume seller to all 
metal working, tool and die 
shops. 


Stock and Sell 
The Complete Starrett line 


Starrett 


THE L.S. STARRETT CO. . 


World's Greatest Toolmakers .« 


ATHOL, MASSACHUSETTS: U.S.A. 








. here's One Reason Why: 
ot > y a Aveta of Directors 


passed this resolution: 


—"pj = 


ae 
Resolved: 


‘* That the superintendent 
‘* shall be held responsible 
‘¢ for the production of goods 
‘*as near perfect in design, 
‘¢ material and workmanship 
‘¢as shall make them merchantable 
‘¢ and of a character that will serve 

‘*to establish for this company 

‘¢a high reputation.’’ 


e This policy has remained unshaken 
through two world wars. The “high 
reputation’’ has been maintained. 
More than ever before, the valves 
offered by R-P&C meet the demand 
for longer and better service. 


eit * Houston 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 





